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Sash Cord NEW polyethylene ' handy bag Nylon Mason's Line...100% NYLON; 
package. A quality cord priced to sell in vol twisted or braided. Excellent for Mason's Line, 
ume. 1200 and 2400 ft. coils packed in pro Chalk Line, Plumb Line, Pull Cord, Drapery 
tective dispensing display box. Cord. 100 ft. spools in display box 


Many 
other put-ups 

















Chalk Lise 


Mason's Line 








Top quality, display packaged 
Layout Line, Furring out Line, 
Tile-Setting, etc. A staple, year ‘round seller 











Snap Sacks* These SNAP SACKS* are Braided Mason's Line...A good all year 
made from heavy gauge polyethylene with ‘round seller. Extra strong, non-kinking, non- 
on elastic ‘Help Yourself'’ top. Mason's Line, 


raveling. Mason's Line, Chalk Line, Awning 
Butcher's Twine, Chalk Line, Wrapping Twine, Cord, etc. 
Jute, India. 
— 











DRAPERY 
CORD 
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Drapery Cord A superior cord especially 
desiqned tor hard wear and long life. Handy 


50 ft. coils cellophane wrapped. Also in coils 
or tubes 





JOHN H. GRAHAM & CO., INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 





New USEC +400" line 


Trim Rosettes for DRAMATIC DOORWAY DISTINCTION 














KWIKSET’S new “400” line Trim Rosettes 
are designed to enhance every doorway, 
manufactured to please your most »particular 


eh customer. Five distinctively different rosettes are 


now available in all popular finishes 


The brilliant star-shaped rosette is made of 


cast brass, all other models are of wrought brass 








The large diameter models are installed with 





KWIKSET’S #2469 one-piece 5S” backset latch 


Stock beautiful and durable Kwikset “400” Line 
No’ 3150 No. 3155 [rim Rosettes to supply that DRAMATIC 


DOORWAY DISTINCTION sought by builders and 





buyers everywhere 
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X - y The Quality Lock for Budget Building 
KWIKSET SALES & SERVICE CO. 
No. 1355 No. 1333 


A :aheim, California 
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Best for Your Customers... 
RAOST Profitable for YOU! 


@ Cupples Aluminum Windows are built 
to your high standards to give your cus- 
tomers a lifetime of trouble-free, expense- 
free service. Designed to lend added 
beauty to homes of every style, every 
price, Cupples Windows find a ready 


market everywhere. 


Cupples Aluminum Windows are superior 
in design, in strength, in weather-tight- 
ness, in ease of operation, in construction, 
in freedom from maintenance — yet are 
economically priced. That’s why they're 


easy to sell, 


Why don’t you discover how a Cupples 


Write today for complete details. 
Then you'll know why Cupples Windows 


are most profitable for you. 


Cupples 


PRODUCTS CORPORATION 


2653 South Hanley Road 
St. Louls 17, Missouri 


(To obtain more data on advertised products see page 154) 

















dealership can increase your window 
sales and profits—win more satisfied 
customers? As a Cupples dealer you will 
have little money tied up in stock. Imme- 
diate shipments of double-hung, picture 
and sliding windows — in many standard 
sizes — are made from our modern fac- 
tory. You'll find Cupples Windows easy 


to install with no expensive call-backs. 


We help you sell with free newspaper 
mats, folders and other promotional ma- 
terial. And our sales, design and engi- 
neering departments are at your service 


whenever needed. 


Manufactured by a Company Serving 
Homemakers for More than 100 Years 
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NOW ! an EASY, PROFITABLE WAY 


to sell screens 


to the *40,000,000 replacement market! 


NATIONALLY ADVERTISED 
HOMESHIELD Easy-to-Make SCREEN KITS 


meet 90% of your customers 
screen needs with ONLY 4 SIZES 
«»-and 5 sizes covers them all! 


A proven, low-cost kit that enables anyone to 
make their own full-frame ALUMINUM win- 
dow screens in minutes! 

Now you can profit from the vast replacement 
market for screens—a $40,000,000 potential! 


@ No need to carry a hundred-and-one sizes! No need to 
lose sales—for Homeshield kits answer a// size require- 
ments with just 5 sizes! 

@ Kits available for economical half-screens as well 
as full screens! 

Look at these sales features: 

*® Sturdy full frames of Aluminum — never need painting! 

*® Easy-to-handle FIBERGLAS screening that won't stretch, 
stain, shrink, or burn! 

* Anyone can make ‘em in minutes—only 5 simple steps! 

* Slim, trim frames make windows sparkle with new beauty! 


ADVERTISED IN A powerful advertising program in LIFE, 


SATURDAY EVENING POST, POPULAR 

@ Self-merchandiser MECHANICS and other magazines assures a 

is part of dealer big, growing demand. You get plenty of tie- 
profit package in sales aids, ad mats, etc. 


@ Handy package is 
colorful, appealing, 





World's Largest Monufact: s of Alumi Frame Screens, and makers of famous quality Har-Vey Hardware 
GENERAL OFFICES: 807 N.W. 20th St., Miami, Florida 
Metal Screen Division: 278 N.W. 27th St., Miami, Fla Western Division: No. Temple City Bivd., El Monte, California 


Midwestern Division: $04 W. Harrison, Plymouth, Indiana Southwestern Division: 3515 W. Dallas Street, Houston, Texas 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


SHOULD I BUILD MY INVENTORIES? Dealers are urged to read the forecasting 
features in this issue as a guide to planning for 1955. Briefly, 
these reports show that there probably will be enough building mate- 
rials to handle the record number of starts anticipated in the new 
year. But there's an "if" in the picture. We believe there will be 
Spotty, local shortages on some key products. It seems to make sense 
to increase inventories a bit earlier for spring business. 


REALLY VITAL STATISTICS. Just a year ago we predicted that 1954 would be a 
bigger building period than many in the industry anticipated. We were 
guided by cold statistics and they still are impressive. In August, 
for example, the birth rate was 379,000 and the death rate was 
only 8.4 per thousand—both all-time monthly records. In the first 
eight months, births at 2.6 million were up 2.4% from last year. 
Although marriages were down so were deaths and divorce rates—so 
the rate of new family formations should be little changed, while 
the population keeps increasing. 


OCTOBER HOME STARTS UP. At 106,000—only 200 public-total starts in October 
were at an annual rate of 1,233,000, the highest rate since early 
1951. In the first 10 months starts reached 1,016,500, nearly 6% 
above the same period last year. November starts, encouraged by good 
weather, are also expected to set new records. 


INSURANCE COMPANIES BUYING MORTGAGES. Something important in recent mortgage 
financing is the increased participation of life insurance companies 
in non-farm mortgages. In the first seven months this year they 
acquired $2.5 billion, 8% more than in 1953, with most of the increase 
in VA loans. Pension funds of unions and other groups is also growing 
as a source for mortgage money. 


NEW FNMA BOOKLET. Local offices of the newly rechartered Fanny May now have 
an official circular for interested dealers and builders on the new 
program. Restrictions previously in effect have been changed and 


FNMA may buy FHA-VA mortgages up to $15,000, compared to the previous 
limit of $10,000. 


SELF-SERVICE SCORES FOR GROCERY SUPERMARTS. When grocery supermarts added 
health and beauty aids usually sold by drug stores there were plenty 
of scoffers. Yet the supermarts have been fantastically successful 
in capturing this business, largely because of the convenience of 
self-service. Women are now buying $510 million in health and beauty 
aids from the supermarts, 50% of all the merchandise sold. The drug 
stores are worried, believe they will have to turn to self-service. 


Incidentally, hardware dealers in many areas are experimenting more 
and more with self-service. 


BUILDER CONVENTION TO SMASH RECORDS. The annual January convention of the 
National Association of Home Builders at Chicago is expected to again 
achieve records for attendance and number of exhibits. The turnout 
will be over 20,000 and 544 exhibit spaces have been sold at the 
Conrad Hilton and Sherman hotels. As last year the emphasis will 
be on product demonstrations and better management and sales tech- 
niques. Dealers are encouraged by NAHB to attend. 


(continued on page 9) 
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to our many friends and 
customers whose confidence and 
patronage have made MEDCO 


such an outstanding leader in the 


lumbering industry. 


(To obtain more data on advertised products see page 154) 
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Forecasts Job Boost by Year-End 


Hiring plans of employers in 
the nation’s major labor centers 
point to a further pickup in jobs 
by the end of the year, the Labor 
Department said. 

But after that, winter curtail- 
ments of construction and other 
outdoor work will probably slow 
any employment rise, according to 
the department. 

The Labor Department reported 
this employment outlook in its 
regular two-month report on em- 
ployment conditions in 194 major 
labor market areas. 

Already, large-scale callbacks 
of workers needed to turn out 1955 
model cars has bolstered the em- 
ployment picture, according to the 
department. It also cited initial 
hirings of Christmas workers by 
stores and service establishments 
as a reason for recent employment 
gains. 

This situation has been good 
enough for the agency to reduce by 
three, to a total of 48, the number 
of major labor areas classified as 
having a “substantial labor sur- 
plus,” that is, having more than 
% of the labor force unemployed. 
It moved the three areas—Colum- 
bus, Ga., Peoria, Ill., and San An- 
tonio—into its “moderate labor 
surplus” category, having between 
3% and 5.9% unemployed. Hamil- 
ton-Middletown, Ohio, moved from 
the “balanced labor supply” group 
to “moderate labor surplus,” said 
the department. 


Looking ahead, the Labor De- 
partment said employers indicate 
further brisk hiring in the next 
few months in the auto industry 
and more callbacks by the steel 
industry. “Slight-to-moderate 
gains appeared in prospect for air- 
craft, farm machinery and textile 
manufacturing centers,” and mak- 
ers of ordnance materials “suggest 
that the long downtrend in that 
industry may be drawing to a 
halt.” 


Georgia-Pacific 
Buys Oregon Timber 


Georgia-Pacific Plywood Com- 
pany is purchasing another huge 
block of more than one billion 
board feet of Oregon timber in 
Lincoln county, belonging to the 
Oregon Mesabi corporation and 
known as the Boeing tract, for a 
price “in excess of “$12 million”, 
it was announced by Blyth & Co., 
investment bankers. 

The timber includes one tract of 
about 1,600 acres, lying seven 
miles southeast of Toledo, and 
6686 acres 15 miles north of To- 
ledo in Lincoln and Polk counties, 
it was learned. 
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The purchase may nearly double 
one of the largest timber owner- 
ships in Oregon. It consolidates 
Georgia-Pacific’s position for fu- 
ture operations in the Toledo area, 
where it operates the big C. D. 
Johnson company sawmill and a 
new plywood plant. 

The Boeing tract in north Lin- 
coln county contains an estimated 
360,963,000 board feet of mature 
timber, mostly yellow fir with con- 
siderable hemlock and cedar. It 
adjoins the 900 million board-foot 
stand bought less than three years 
ago from the C. D. Johnson com- 
pany and 300 million board feet 
purchased only last June from In- 
man-Poulsen and Western Logging 
companies. 


Empire Millwork Sells 
Oregon Mill, Timberlands 


Empire Millwork Corp., Corona, 
N. Y., recently announced the sale 
of its lumber mill at Sutherlin, 
Ore., to the Martin Brothers Box 
Co., Toledo, Ohio. 

Also included in the sale were 
the bulk of Empire’s timberlands 
in Oregon. Terms of the sale were 
not disclosed, but Harry Gilbert, 
president of Empire, said a satis- 
factory price had been obtained. 


Greenwood to Head 
Insulation Board Group 


MarvinGreen- TO] 
wood, vice-pres- 
ident - general 
sales manager, 
Celotex Corp., 
has been elected 
president of the 
Insulation 
Board Institute, 
it was announc- ‘ 
ed last month by Greenwood 
Charles M. Gray, manager of the 
institue. Greenwood succeeds J. Z. 
Hollman, manager, insulation 
board department, The Flintkote 
Co. 

New vice-president of the insti- 
tute, which has its headquarters in 
Chicago, is E. K. Clark, vice-presi- 
dent, Johns-Manville Sales Corp. 
V. R. Belden, merchandise man- 
ager, insulation products, U. S. 
Gypsum Co., is the institute’s new 
treasurer. 

Newly-elected board of director 
members are: J. V. Jones, general 
sales manager, building products 
div., Armstrong Cork Co.; G. M. 
Syversen, general manager, Fir- 
tex Div., Dant & Russell, Inc.; J. Z. 
Hollman; M. C. Fairfield, sales 
manager, Insulite Div. of Minne- 
sota & Ontario Paper Co.; and J. 


W. Brown, vice-president in charge 
of sales, National Gypsum Co. 
These officers, together with 
Greenwood and Clark, make up the 
board of directors. 


Largest Cement Plant 
Expansion in 15 Years 


Plans for construction of a new 
plant having an annual capacity 
of more than 3 million barrels of 
cement were announced November 
30 by Charles B. Baker, president, 
Universal Atlas Cement Co. The 
new plant will be the largest single 
production unit to be constructed 
in the cement industry during the 
past 15 years. Plans call for it to 
be built adjacent to this U. 8. Steel 
subsidiary’s Buffington plant at 
Gary, Ind. The combined facilities 
will give the overall Buffington op- 
eration a total capacity of more 
than 10 million barrels of cement 
a year. 

In addition, Baker announced 
plans for an associated project 
consisting of a clinker grinding 
plant and related facilities at Mil- 
waukee, Wis. Completion of this 
project will establish the first 
cement-producing plant there and 
will more than double the cement 
available through the company’s 
present bulk and package plant 
there. 

Cement clinker will be shipped 
by lake boats from Buffington to 
Milwaukee and there ground to 
finished cement on a year-round 
basis. This will eliminate barge 
shipments of cement from Buffing- 
ton to Milwaukee which were lim- 
ited to about eight months of the 
year by winter conditions on Lake 
Michigan. 

Traditionally, one of the most 
important markets served by Uni- 
versal Atlas has been the heavily 
populated and high cement-con- 
suming territories adjacent to the 
Buffington plant and Milwaukee 
distributing station. 


Wage Scales Rise 
In Building Trades 


Wage scales for unionized con- 
struction workers in big cities rose 
10¢ an hour, on the average, in the 
12 months ended July 1, the Bu- 
reau of Labor Statistics reported 
this month. 

Hourly rates for union journey- 
men rose to a $2.99 average, rang- 
ing from $2.67 for glaziers to $3.39 
for bricklayers. About 82% of the 
1,050,000 workers covered in the 
bureau’s survey were affected by 
the wage scale revisions. 

The figures do not include over- 
time or premium pay of special 
— for apprentices, the bureau 
said. 

(continued on page 12) 
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There’s one way to be sure of what you’re 
getting when you buy plywood sheathing... 


LOOK FOR THIS DEPA 


Be safe—be sure! Insist on genuine DFPA tradermarked sheathing, 
: engineered to meet exacting structural requirements. ' 


When you buy grademarked, trademarked PLYSCORD, you're getting 
strong, durable Douglas Fir plywood sheathing that’s quality-tested by 


DFPA* to protect the buyer. 


“ DFPA: Douglas Fir Plywood Association is a 
alelabe OLAOhAb am Dale lU-30a'melat-lalya-halelamel-1\10l ete ma cole) aelel tien 
research, promotion, and quality maintenance. 


NEW: A handy slide rule giving thickness - 
oe and nailing recommendations for Plyscord sheathing 
ye on various stud, joist and rafter spacings. Free 

P ‘ Write DFPA, Tacoma 2, Washington. 























GENUINE 
DOUGLAS FIR PLYWOOD 


PLYSCORD 


INTERIOR TYPE GRADE C-D 


SH EATHING 4 








FHA Lists 983 Persons on ‘Grey List’’ 


The head of the Federal Housing 
Administration has announced his 
agency had drawn up a “grey list” 
of 983 dealers and salesmen asso- 
ciated with possible abuses of its 
home improvement and repair loan 
insurance program. 

The roster, described as not a 
blacklist but a “precautionary” 
measure, contains names gleaned 
from housing investigations and is 
put out for the information of 
lenders. The names were not made 
public. 

FHA Commissioner Norman P. 
Mason explained that, when it’s 
indicated a property owner has 
been victimized through misrepre- 
sentation or fraud on a repair or 
improvement loan, the name of the 
offending dealer or salesman is 
placed on the FHA “precaution- 
ary” list. Banks and other lenders, 
he said, are instructed to give spe- 
cial attention to prices charged 
and quality of work on these 
projects. 

Congress last summer imposed a 
provision in the housing act re- 
quiring lenders making FHA home 
repair loans to absorb 10% of the 
loss on each loan in default. Mason 
also excluded luxury items, like 
barbecue pits and dog kennels 
from eligibility under the Title I 
program. 

The number of lending institu- 
tions participating in the program 
has increased since October 1, 
Mason said, when they first were 
required to take part of the risk. 

Despite the exclusion of luxury 
items from eligibility, he added, 
only a slight decrease in the vol- 
ume of Title I loans has resulted. 

For the first 10 months of this 
year, he noted, there were 1,355,- 
600 home improvement and repair 
loans insured by FHA compared 
with 1,559,500 for the like period 
of 1958. 


Red Cedar Shingle Bureau 
Sets New Shake Standards 


The Certigrade label, symbol of 
quality in the red cedar shingle 
family for the past 23 years, has a 
new brother—Certigroove. 

The Red Cedar Shingle Bureau, 
Seattle, announces that a program 
of grademaking, inspection and 
quality certification for machine- 
grooved cedar shakes and re- 
butted-rejoined shingles is under- 
way and will be patterned after 
the highly-successful used by bu- 
reau-member mills during the past 
two decades. 

Virgil G. Peterson, bureau man- 
ager, described the new shake in- 
spection and grading program as 
a significant milestone in the shin- 
gle industry’s history. Shakes pro- 
duced under the association’s in- 
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spection program will be identified 
by a Certigroove label either print- 
ed on the cartons or attached to 
the bundles. 

Grading rules for both machine- 
grooved shakes and rebutted-re- 
joined shingles have been estab- 
lished by the bureau, Peterson 
said, and printed copies are avail- 
able on request to the bureau, 5510 
White Building, Seattle. 


FHA Encouraging 
Better Insulation 


FHA Commissioner Norman P. 
Mason has announced that FHA 
minimum requirements will be re- 
vised soon with a view to providing 
better insulation for FHA-financed 
homes. 

He revealed that, at his request, 
representatives of the insulation 
industry, home builders, the heat- 
ing and refrigeration industries 
and manufacturers of window 
glass met in Washington Novem- 
ber 22 to review FHA minimum re- 
quirements relating to insulation. 

Mason stated that he antici- 
pates, as a result of general agree- 
ment reached at the meeting, that 
the forthcoming minimum require- 
ments will result in better specifi- 
cations for insulation of homes. 

Other objectives sought by the 
representatives of the insulation 
industry and allied fields are re- 
duced residential operating costs 
during the heating season and, if 
the house is air conditioned, re- 
duced costs during the cooling 
season. 


Mahogany Group Discusses 
Possible Log Shortages 


R. P. Thompson of the Thompson 
Mahogany Co., Philadelphia, was 
elected president of the Mahogany 
Association at its annual meeting 
in Chicago last month. 

Other officers elected were: vice- 
president, I. T. Williams of Icha- 
bod T. Williams & Sons, New York 
City; and treasurer, Kent Peterson 
of Louisiana Cypress Lumber Co., 
Chicago. A. E. Albini was appoint- 
ed director of publicity. 

Preliminary planning for next 
year’s trade promotion program 
was discussed at the meeting, and 
there is some concern about the 
supply of mahogany. 

While the market conditions for 
genuine mahogany next year ap- 
pear to be very good, there are re- 
ports that torrential floods and po- 
litical instability in log-producing 
areas might have a noticeable ef- 
fect on the quantity of logs avail- 
able in 1955. There is a possibility 
that the industry might be faced 
with a log shortage. 


CONVENTION DATES 
1955 


January 

10-12, Kentucky, Louisville, 
Hotel 

16-20, National Association Home 
— Conrad Hilton, Sherman Ho- 
tels 

18-20, Northwestern, Minneapolis, Au- 
ditorium 

18-20, Ohio, Cleveland, Public Audi- 
torium 

24-26, Northeastern, New York City, 
Statler Hotel 

26-28, Southwestern, Kansas City, Mo., 
Auditorium 


Brown 


February 

1-3, Michigan Retail, Grand Rapids, 
Pantlind Hotel and Auditorium 

2-3, Western Pennsylvania, Pittsburgh, 
Wm. Penn Hotel 

2-4, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

8-10, Illinois, Chicago, Sherman Hotel 
8-10, Tennessee, Nashville, Andrew 
Jackson and Hermitage Hotels (no 
exhibits) 


8-11, Mountain States, Colorado 


Springs, Antlers Hotel 


15-17, Western Retail, Seattle, Olym- 
pic Hotel 


15-17, Wisconsin, Milwaukee, 
torium 


—— Virginia, Roanoke, Roanoke Ho- 
te 


Audi- 


23-25, Nebraska, Omaha, City Audi- 
torium 


March 

1-2, North Dakota, Fargo, City Audi- 
torlum 

2-4, Indiana, 
Temple 

5-6, Intermountain, Salt Lake City, 
Hotel Utah and Rainbow Randevu 
8-10, Iowa, Des Moines, Fair Grounds 


15-17, Carolina, Charlotte, Barringer 
and Charlotte Hotels 


16-17, Louisiana, New Orleans, Jung 
Hotel 


22-24, Independent, St. Paul, Munici- 
pal Auditorium 


23-25, New Jersey, Atlantic City, Clar- 
idge Hotel (no exhibits) 


24-25, Mississippi, Biloxi, Buena Vista 
Hotel 


Indianapolis, Murat 


25-26, W. Virginia, White Sulphur 

Springs, Greenbrier Hotel 

April 

3-5, Texas, Ft. Worth, Will Rogers 

Coliseum 

4-6, Illinois, Chicago, La Salle Hotel, 

Nat’l Assn. Commission Lumber Sales- 

men 

18-14, Arkansas, Little Rock, Marion 

Hotel (no exhibits) 

13-14, South Dakota, Sioux Falls, Coli- 

seum 

13-14, Southern California, Los An- 

geles, Ambassador Hotel 

20-21, Kansas, Salina. Lamer Hotel 

(no exhibits) 

21-28, Florida, St. Petersburg, Soreno 

Hotel (no exhibits) 

21-23, Arizona, Yuma, 

All conventions have exhibits unless 
noted in the listing 
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) seat THLE & CONGOWALL 


can set you ahead *29.98...in 5 minutes! 





One do-it-yourself prospect who wants a kitchen like this can add $30 to your total gross margin! This smart kitchen has 
90 sq. ft. Congowall, gross margin $5.92 ... plus 183 sq. ft. Gold Seal Linoleum Tile, $24.06 .. . total: $29.98! You'll 
find it’s so easy to make quick, double sales like this with famous, guaranteed* Gold Seal resilient Tile and Congowall! 


Fast-moving Gold Seal Tiles! 


Gold Seal Inlaid Linoleum Tile, finest inlaid lino- 
leum made...exclusive felt backing allows 
direct application to firm wood underfloors. 


Congowall makes it a double sale! 


The original enamel surface wall covering .. . with 
6,000,000 successful installations! 

ce ia li at a time instez i ime! 
Gold Seal VinyiTile, inlaid miracle for floors and Goes up a wall at a time instead of a tile at a time 
walls...unharmed by greases, alkalies, and 
norma! kitchen acids. 
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Top quality, it’s easily cleaned; easy to keep clean 


.. resists stains, grease, dirt. 
Gold Seal Vinylbest Tile, the closest thing to all 


purpose tile... acid-alkali resistant; moisture re- 


Easier to install, it has greater flexibility. Easy to 
sistant; goes on, above, below grade. 


handle, added “‘heft’’ hides wall imperfections. 

Gold Seal Cork Tile, an improved cork tile with : ; 

unsurpassed soil resistance! Exclusive felt-backing gives firm, quick bond to 
= wall. . . assures trouble-free installations. 
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Gold Seal Rubber Tile, resilient, durable; clearer, 


truer colors. Extremely comfortable underfoot. 32 “SaleStyled” patterns .. . plus greater buying 


Gold Seal Asphalt Tile, most economical tile for on, flexibility, greater profit poteniial from Gold 
above, below grade. Seal Unit Shipment Discount Policy. 


The Famous Gold Seal Tile-O-Matic, display-merchandiser, puts you in the busy tile business for $25! Successful with 
7000 dealers, it takes up just 5 sq. ft. of space ... stocks, promotes, sells up to 432 9” x 9” Gold Seal Tiles! 
172 convenient distributors with complete stocks make it easy to order popular Gold Seal products! 


Convincing national advertising has pre-sold Gold Seal Floors and Walls in LIFE, LOOK, BETTER HOMES AND 
GARDENS, McCALLS, AMERICAN HOME. 


Gold Seal gives you the complete line of floors and walls for every residential. commercial, institutional use. 
4 4 “ ; ; , ac ibd 
* Gold Seal Guarantee assures you and customers of top quality . . . promises ‘‘satisfaction or your money back. 


For full information write Customers’ Service Dept CONGOLEUM-NAIRN INC., Kearny, N. J. 
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STANLEY 


Hardware Salesmakers 
To Help You 


No. WM311 — Continuous Hinge Display 


No. 0B522 — Fine Arts Knobs 
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Ne. D8525 — Aluminum Cabinet Hardware 


Same display in brass — No. DB526 


No. 205 — Hat Holder Counter Display 


These are only a few of 
the many fine hardware 
displays and merchandising 
aids available to help you 
sell. For information, con- 
tact your wholesaler or 
write Stan;ey Hardware, 
111 Lake St., New Britain, 
Conn, 





Send for your free copy 
of Cabinet Hardware Sales- 
maker Folder F64. 








a 








The First Rule 
For Selling 

Rules —A Sales 
Boosting Display 


" 


ayn 


t 
‘ 


\i 
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It’s packed in a standard stock box with 
six X226 Extension Rules. Just jtake out 
the display, stand it on its own easel and 
you've got a sure selling salesman in 
three colors! 

This eye catcher is compact and 
attractive — and it shouts out some of 
the unique features of the Stanley “100 
Plus” rule: 


Extra thick sticks 
Opens to even numbers 
Four-way readings 


Removable 8” brass sliding 
scale 


Plastic finish 


Nickle silver joints 


Get this handsome rule merchandiser 
free with your regular order of six rules. 
Retail value $2.75 each. See your whole- 
saler, or write Stanley Tools, 207 Elm 
Street, New Britain, Conn. 


THE STANLEY WORKS + NEW BRITAIN, CONNECTICUT 
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Here’s a fast sell- 
ing tool that more 
than earns its few 
inches of counter 
space. No. 133H 
“Yankee-Handy- 
man’@ drives 
screws, draws 
them, drills holes 
— does all three 
with speed and 
ease. It’s the driv- 
er that amateurs 
want more than any other. 

The counter top is where a spiral 
driver belongs — where it can sell itself 
to a tool buying customer. And the sell- 
ing job is easier with this compact 
merchandiser lendifig a hand. Retail 
value $2.98 each. 


No. 133H-M 


LET HIM PICK IT 


Here’s a Display You Can Sell — 3 Ways! 


THE SET — At $59.00 retail, complete 
with hooks and 33 Handyman tools, it’s 
an ideal gift for the do-it-yourselfer — 
one the whole family can chip in on. 
Push the set for Christmas, birthdays, 
anniversaries. 


THE BOARD WITH HOOKS — $5.50 
retail but only the beginning of your 
profits from this first sale. The empty 
outline is a constant reminder to the 


UP! 


customer of tools he doesn’t own — 
tools he'll buy from you. 


THE TOOLS — A tool at a time from the 
Handyman line. Sell directly from the 
board. 


Call your wholesaler or write Stanley 
Tools, 207 Elm Street, New Britain, 
Conn. Set with tools is Unit No. 896. 
Without tools it’s Unit No. HTB-3. 


You Can Pull 


Once a customer holds the H65 Stanley Handyman 
Saw — he’s sold. It’s light, compact and perfectly 
balanced. But don’t tell him — let him handle it, 
and he'll tell you! 

It’s a deal for a builder or a home handyman. 
Durable and light because the housing is die cast 
aluminum; safe because of the non-slip handle, tele- 
scoping safety guard, momentary switch in handle. 


Push Drill Sales 


With the 46M Merchandiser 


Retail value — $62.50. 


See your wholesaler or write Stanley Electric 
Tools, 445 Myrtle St., New Britain, Conn. 


SELL A CABINET MAKER’S SKILL 


H45 
Router 


For your home craftsman customers who have 
advanced beyond the orange crate stage and can 
tackle a fine furniture job — here’s the H45 Router. 
A few hour's practice with this versatile tool is 
enough to lift the average beginner into the profes- 
sional class. 

The high speed (22,000 r.p.m.) “% h.p. motor 
assures easy handling and chatter-free cuts in wood 
or plastic. Cabinet maker’s cuts like dados, rabbets, 
tongue and grooves and inlays — are simple with 
the H45 Router. Retail value is $49.50. 


Boring small holes in 
plaster, wood or plas- 
tic is a cinch with No. 
46 “Yankee-Handy- 
man’»Push Drill. This 
is a different tool — 
one that every crafts- 
man (home type or 
pro) needs but not 
everyone has. Give 
this merchandiser the 
few inches of counter 
space it needs and watch it snare those 
impulse sales. 

This free display does the whole selling 
except ring up the sale! Retail price of 
push drill — $3.25 each. See your whole- 
saler or write Stanley Tools, 207 Elm 
St., New Britain, Conn. 


HARDWARE + TOOLS + ELECTRIC TOOLS + STEEL STRAPPING + STEEL 


BUILDING PropucTs MERCHANDISER 
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Metals are the Best Insulators 


Against Heat, Cold, 
and Vapor in 


Building Spaces 


The surfaces of ordinary IRON have about 4 times 
the reflectivity against heat rays that the surfaces 
of asbestos, asphalt paper, brick, rockwool, plaster, 
wood and other ordinary building materials have. 
Brass, gold, silver and ALUMINUM surfaces have 
about TEN TIMEs the reflectivity against heat rays 
that these non-metallic materials have. Aluminum 
surfaces, for example, have a 97% reflectivity for 
RADIATION whereas the surfaces of most building 
materials, including ordinary insulations, have a 
reflectivity of only 10%. 


RADIATION (heat rays) is responsible for 65% to 
80% of all heat flow sideways in building spaces; 
55% to 75% upwards; and 98% downwards. 


Air space has low density, therefore heat flow 
by CONDUCTION through the spaces inside building 
walls, roofs, attics or floors is slight. CONVECTION 
can account for 15% to 30% of the heat flow side- 
ways in such spaces, and up to 45% upwards. There 
is NO convection downwards. 


AN EXCELLENT “INSULATING BLANKET’ 


Multiple sheets of metal, spaced apart, make an 
excellent barrier to heat and vapor flow in any 
direction. In Multiple Accordion Aluminum, as it 
is installed in one simple operation, tough metallic 
sheets are automatically expanded so as to form 
alternating layers of aluminum, fiber and low den- 
sity reflective air spaces. The fibrous and metallic 
sheets retard inner and outer convection. 


Its continuous meta! sheets, up to 750 feet long, 
have almost zero permeability to water vapor. In- 
filtration under flat stapled flanges is slight. Con- 
densation formation on or within this type of in- 
sulation is minimized by its scientific construction. 
More than 220 million square feet are in use today. 


To obtain MAXIMUM, uniform-depth protection 
against heat loss and condensation formation, it is 
necessary to use the new edge-to-edge multiple 
aluminum*, each sheet of which. stretches from 
joist to joist, and also all through the flanges for 
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further vapor protection as well as permanent at- 


tachment of each sheet. &Patent applied for. 


FREE! RADIATION TABLE AND ASHVE BOOKLET 


A very interesting and useful “Radiation Table” 
listing the Emissivity, Absorptivity, and Reflectiv- 
ity of a long list of materials has been prepared by 
Alexander Schwartz, president of Infra Insulation, 
Inc. It is yours for the asking. 


Also yours for the asking is a discussion of how 
and why aluminum insulates, even under extreme 
conditions. It will be found in the booklet, Thermal 
Test Coefficients of Aluminum Insulation for 
Buildings, published by the American Society of 
Heating & Ventilating Engineers. A free copy and 
samples of the new insulation sent by us on request. 


COST OF EDGE-TO-EDGE INFRA 
Multiple Alurainum Insulation 
from 3¢ to 10¢ per sq. ft. depending on the type 


ee ee ee 


INFRA INSULATION INC. 

525 Broadway, N.Y.C., Dept. U-12 

O Please send FREE ASHVE booklet. (Therm. Test, etc.) 
OC Heat ray reflectivity table. C Samples. 


Name 
Firm 
Address. 


ey ces tome ee ee oe es ee ee oe eo es so a od 


INFRA INSULATION, INC., 525 Bway., New York, N.Y. 
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According to NRLDA total re- 
tail lumber stocks at the end of 
September were estimtaed to be 
0.5% above August, but 3.9% be- 
low September, 1953. Two of the 
nine retail regions — west south 
central, and the Pacific—reported 
increases in lumber inventories 
during this September, each show- 
ing a gain of about 7%. Five re- 
gions showed declines in stocks; 
the most marked decline—24.7% 
—occurring in the middle Atlantic 
region. Retail lumber stocks at 
the end of September were 8.2% 
below December 31, 1950. Meas- 
ured in board-foot volume, sales 
this September were 4.1% above 
September, 1953. Compared with 
September 1953, the largest sales 
increase—37.0%—was reported by 
the west south central region. 

The Bureau of Labor Statistics 
has made a preliminary estimate 
of 106,000 new nonfarm dwelling 
units for October; the highest 
October on record. Of this num- 
ber only 200 units were public 
housing. 

An upward revision of 4,000 
units for July brings the total 
estimated starts for the first 10 
months of this year to 1,016,500; 
a substantial increase over the 
same period last year. This is the 
first time since 1950 that more 
than a million units were started 
in the first 10 months of the year. 
Private housebulding activity, this 
year, picked up speed from mid- 
summer on. The seasonally ad- 
justed annual rate in September 
and October went above 1,230,000. 


Rosy Estimates for '55 

Federal advisers think new con- 
struction next year will go to a 
record high of $39.5 billion; and 
this figure does not include some 
$13 billion estimated to be spent 
on repairs and modernization. 
There’ll also be a big increase in 
state and local public works. The 
advisers think inventory liquida- 
tion is nearly if not entirely over; 
also that there’s basic strength in 
the money market, with ampie 
supplies of money and credit avail- 
able. 

Detroit expects to produce and 
sell a lot of cars next year; and 
General Motors officials say this 
production should be upwards of 
5.8 million. The Federal Reserve 
Board index of general industrial 
production went up one point in 
October to 125; and officials esti- 
mate that it’ll be close to 130 dur- 
ing most of 1955. 


BUILDING PropucTs MERCHANDISER 


WASHINGTON — 


The number of dwelling units 
started late this year means a 
sizable carryover of residence 
construction into ’55. The upward 
swing of home building caused the 
BLS and the Commerce Depart- 
ment to estimate that residence 
starts next year may be at, or close 
to 1,300,000. 


Possible Overbuilding? 


There is some uneasiness about 
possible overbuilding. The number 
of new families being formed isn’t 
keeping pace with the number of 
new houses being built. One rea- 
son for the brisk building, and 
selling, of new houses is the fact 
that low down payments and long 
time amortization in many cases 
make home buying cheaper than 
renting. 

The rent curve was still rising 
last year; and in some areas it is 
still rising this year. But not 
everywhere. Any marked leveling 
off of rents, and of course any 
marked decline, would affect the 
sales pattern of both old and new 
houses. This is mainly a local fac- 
tor, to be watched in the builder’s 
own area; that is, until local rents 
decline—if they do—the local sales 
pattern for new houses is likely to 
remain about what it is now. 

But practically all analysts are 
of the opinion that the curve of 
new house construction will con- 
tinue upward. Residential con- 
tracts let in October, of this year, 
were 34% above October, 1953. 
Reports are that few completed 
new houses remain unsold; also 
that a large percentage of houses 
under construction are sold before 
they’re completed. 


Move to Suburbs 


Twenty years or so ago, people 
were moving from villages and 
towns into cities; and the big pres- 
sure was for rental properties. If 
there’s a trend now, it is for city 
dwellers to move out to the sub- 
urbs, where they build or buy 
homes. In the Washington area, 
applications for home loan guar- 
anties, in October, ran 196% high- 
er ip numbers than in October, 
1953. About the same percentage 
increase showed up in appraisal 
requests on existing homes. 

The estimate mentioned above, 
made jointly by the Bureau of 
Labor Statistics and the Building 
Materials and Construction Divi- 
sion of the Commerce department, 
that new homes produced next 
year may well number 1,300,000, 
carries an escape clause. The esti- 
mate is based upon the “assump- 


tion that the general level of 
economic activity will remain rela- 
tively stable, and disposable in- 
come of consumers will continue 
at a record rate.” There’s also the 
understood provision that the Rus- 
sian tovarisch keep his mean dis- 
position under control. 


Income Still High 


No one knows about Ivan’s fu- 
ture behavior. But in regard to 
economic activity and the size of 
disposable income, Commerce and 
Labor can’t think of anything like- 
ly to put hindering spokes in those 
wheels. The two departments men- 
tion widely distributed liquid as- 
sets in the hands of potential new 
home owners; the number of World 
War II veterans still eligible for 
GI home-loan priveleges; and the 
changing family housing needs as 
larger families appear. 

If it makes a difference in your 
trade area, high officials of the 
FHA have indicated their willing- 
ness to insure loans on houses 
built in the so-called contemporary 
design of architecture. These offi- 
cials say that many contemporary 
or modernistic houses are of defi- 
nitely good design; and it is the 
agency’s intention to see that good 
design is recognized in loan ap- 
praisals. 

And if you’re interested in an 
estimate of the “Potential Eco- 
nomic Growth of the United States 
During the Next Decade,” the staff 
of the Joint Committee on the Eco- 
nomic Report has just put out a 
booklet of some 40 pages, under 
this title. It is published by the 
Government Printing Office. 


Population Growing 


In his letter of transmission, 
Grover W. Ensley, the Staff Direc- 
tor, makes the following, among 
other statements: 

“Population is expected to in- 
crease one-fifth between 1953 and 


1965 . . . continued intensive re- 
search and development should 
make possible an increase in out- 
put per man-hour of nearly 40% 
in this period .. . total national 
output in 1965 should reach $535 
billion—an «sncrease of 50% from 
present rates. 

“In order to keep pace with 
growing population, rising living 
standards, and competitive pres- 
sures, private business will need 
to increase its annual rate of in- 
vestment, and traditional govern- 
ment services for education, high- 
ways, and the like will have to be 
expanded. 


R. Y. Kerr 


17 





| SCREENS ot Z we have the 
PROPOSITION 


to launch a dealer on a successful selling 

program. The way to get more sales and be 

part of Winter Seal’s new sales team is to in- 
vestigate; become sold on this service-free 

line that eliminates selling problems. 


ALUMINUM 
STORM 
DOORS 


we have the 


PRODUCTS 


to carry out our program. Quality engi- 
neered, respected even by the keenest com- 
petitors and designed to have maximum 
appeal for home owners, Winter Seal’s Hi- 
Strength aluminum line is quality, yet 
priced for the great mass-market. 


ALUMINUM 

| DOUBLE-HUNG 
WINDOWS 
AND SCREENS 


saunivaa ALITIVNO BZYOW 








= ——— —} 
ALUMINUM COMBINATION 
“SLIDING-TYPE” 
STORM WINDOW AND SCREEN 


So @-e 6 0 8 64 OO 8 @ @ 


you have the 


PROFITS 


required to build a sound business future. 
You make more with the nationally-adver- 
tised Winter Seal line because you can 
sell more with our promotions and sensible 
plan for sales action. 


ALUMINUM riko N 
FRAMED AAJ Ow... for complete details of 


JALOUSIES our profitable franchise. Handle this lead- 
ership line for real business growth. 


WINTER SEAL CORPORATION, DEFT. AL-1, MEYERS RD., DETROIT 27, MICH. 
WINTER SEAL OF CANADA, TORONTO, 15 


Srl 


ALUMINUM 
CASEMENT 
STORM 
WINDOWS 
AND 
SCREENS 
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Winter Seal . . . Made In Detroit, Sold Coast To Coast And in Canada. 
Also a complete line of Aluminum Jalousie Doors, “One-Piece” Round 
Top Doors, Screens & Storm Panels for all window types. 
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Here’s why 


Pittsburgh Brushes 


are right for you! 


Want to sell a line of brushes that doa rea//y smooth 
job ... work easily . . . and have plenty of carrying 
capacity? Then you want to stock Pittsburgh Red 
Stripe brushes! A complete line of (1) pure hogs’ 
bristle brushes (2) 100% texturized synthetic bristle 
(Pittsburgh’s improved Velvet-Tip synthetic) (3) 100% 
Tynex Nylon (4) scientifically blended mixtures of 
hogs’ bristle and synthetic. All are made in one of the 
world’s most modern plants by experienced, expert 
brushmakers—your guarantee of the kind of brushes 
that not only satisfy customers, but bring them back 
time after time! 





For the address of the Pittsburgh supplier nearest 
you, write: PITTSBURGH PLATE GLAss COMPANY, Brush 
Div., Dept. C12, 3221 Frederick Ave., Baltimore 29, 
Maryland. 


Maintenance, power-driven and paint brushes 
for every home and industrial use 


PITTSBURGH 


Kad Stu 


} BRUSHES 


G) BRUSHES * PAINTS * GLASS * CHEMICALS © PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 
IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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MENGEL FLUSH DOOR 
FOR EVERY DOOR OPENING— 


ey ae BRM CIES 


What is the riGHT door for any partic- 
ular job? Is it the Best door you can buy, 
or the CHEAPEST, ot what? 

Mengel makes three distinct types of 
flush doors. 


its purpose. 


Each is exactly RIGHT for 
Each is the best possible 
All are built by the 
makers of world-famous Mengel Furni- 
ture, and to the same standards of quality. 


value in its field. 


This MEANS SOMETHING to you, your 
clients and your customers—this, and the 
fact that every Mengel Door is guaranteed 
by all the resources of this company, the 
world's largest manufacturer of hardwood 
products. All Mengel Flush Doors are 
described in Sweet's (Architectural and 
Light Construction) Catalog, are available 
everywhere. 
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Mengel Stabilized Solid-Core Doors — 
Exterior ond Interior 


‘ee 


Menge! Hollow-Core Deluxe Doors — | 


Interior or Exterior 











Menge! Hollow-Core Doors — 
Interior or Exterior 


DOOR DEPARTMENT, COMPANY 


LOUISVILLE 1, KENTUCKY 
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LUMBER DEALERS’ 
PROFIT BUILDERS 


A Monthly Collection of Sales Ideas Gathered 
for the Use of Lumber Dealers by REZ 








Use Magazines for High-Powered 
Low-Cost Store Promotion Themes 


Ready-made display themes are always 
available to you simply by using any of 
the popular decorating, building or re- 
modeling magazines. Every few weeks 
you select an editorial feature (one with 
lots of color photos) and key your entire 
store promotion to it. 


For instance, you might choose a 
bedroom and promote identical wall- 
paper, lumber for built-ins, one or more 
furniture kits, plus all necessary wood 
finishes, tools, and related building sup- 
plies. Get several copies of the magazine 
and, using the same feature, set up 
several different but related displays 
throughout the store—wallpaper and 
supplies in the window, furniture kits 
in one part of the store, and so forth. 
Price everything clearly, and tie the 
promotion together with signs such as 


HANDY QUIZ TO TEST 
YOUR STORE’S C.A: 


*(CUSTOMER APPEAL!) 


Keeping a store in the best possible 
shape to receive customers can take a 
lot of precious time and manpower. One 
big chain handles the task successfully 
by a weekly inspection based on the 
following check-off list. 

Outside Store 

Parking lot clean 

Store front clean 


5. 
2. 
3. Front windows clean 
4. 


Entrances clean 
5. Window displays attractive 
Inside Store 
6. Floors clean 
7. Overhead lights burning 
8. Rest rooms clean 
9. Shelves clean 
10. Any customer hozards........... 
Merchandising 
. Shelves fully stocked 
. Merchandise shortages 
. Merchandise priced 
. Check one merchandise line with price 
book. All correct? 
. Special promotions displayed........ 
. All advertising authorized 


ILDING PropuctTs MERCHANDISER 


“Home Owner Do-It-Yourself Project 
No. 7 COLONIAL BEDROOM 
from the January AMERICAN 
HOUSEHOLD.” 

By shifting promotions from bed- 
room to kitchen to patio, you can cover 
all basic living areas at least once a 
year, and move your promotions in and 
out with the seasons. Other plus fea- 
tures: You benefit from the prestige of 
the nationally known magazines and 
they will often assist you. (Contact 
their local representatives.) These pro- 
motions, with their color pictures and 
do-it-yourself savings, appeal strongly 
to wives who in turn sell their husbands. 


Final tip: Use newspaper ads and 
postcards to your customer mailing list 
to announce new displays. Extremely 
effective! 





You, Too, Can Win $5.00 

If you've worked out some promo- 
tional gimmick that has paid off in 
cash or convenience, send us a brief 
description and perhaps a picture. 
REZ will pay you $5 if it’s used here. 
Write to: REZ PROFIT BUILDERS, Mer- 
chandising Division, Monsanto Chem- 
ical Co., 800 North 12th Street, 
St. Louis 1, Missouri. 








HE WONT BE BACK! 














WELL. YES, | WANT 
IT TO LOOK GOOD— 
BUT $3.00 MORE! OH, 
WELL, I'LL TAKE IT... 





Jagey salesman! When the customer 
asks him why one item costs more than 
another, Old Foxey never explains. 
He just implies that the customer is 
a cheap skate. 


Amazing how much high-priced mer- 
chandise he moves that way, especially 
to men. Amazing, too, how many buy 
elsewhere next time. Foxey is cagey, 
all right——and that’s where he belongs— 
in a cage, not behind your counter! 


Win Friends and Boost Sales, 
Use Personalized Shelf Signs 


Several dealers report higher sales and 
excellent customer reactions to hand- 
printed or typewritten signs on shelves 
under different product groups. These 
signs, used in addition to manufac- 
turers’ display material, ‘carry the 
dealer’s personal recommendations on 
the merits and best uses of the mer- 
chandise. They exploit the natural cus- 
tomer tendency to regard dealers as 
experts on all building matters. 


Rez is ideal wood-finish line: 
complete, compact, fast-moving 


Why dealers like Rez: fast sales, low 
inventory, shelf-space savings, hun- 
dreds of customer-pleasing grained 
wood finishes—all from just four basic 
Rez types! 

Rez Sealer and Primer—clear penetratin 
sealer; a primer under stain, enamel, 
paint; or a final interior finish. 

White Rez—a nonacid blonding sealer. 


Satinwood Rez—varnish-type semigloss. 


Rez Color-Tcnes—-pigmented penetrating 
sealers in Cedar, Driftwood, Mahogany, 
Redwood and Sage, for use straight or 
mixed to beautify, protect and finish. 


For details, write Monsanto Chem- 
ical Company, Merchandising Division, 
800 North 12th Street, St. Louis 1, Mo. 
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MASONITE 


PRIMECOTE 
PRESDWOOD 








NEW! 


Now a Factory First Coat on Fast-Selling Presdwood® Products 


Masonite scores again—for you! Now you can sell all the well-known 
advantages of Presdwood—plus a perfectly smooth and even prime coat 
already applied! What customer appeal! Not only will it save finishing 
time, labor and expense, but it actually presents an undercoat that’s 
finer than any your customers can apply themselves. They’ll get a better, 
longer lasting finish coat. You'll get better satisfied customers! 


Here’s the exciting story: 


@ Masonite Primecote Presdwood offered in 
panels 4-ft. wide and lengths up to 12 ft. 
—l", 346” and 14” Tempered Presdwood 
—1l,,” Standard Presdwood 
—l/," Panelwood® 


@A perfect base for oi! paint, emulsion paint, 
enamel or lacquer. 


e@ Attractive neutral gray color. Can be finished 
in lighter tones or darker shades of any color. 
Resists chipping and flaking when sawed. 


@ Time tested under actual use. 


@ Unique, revolutionary process produces a 
smooth, dense film over entire surface—equal to 
several coats of hand-applied primer and sealer. 


e A product to appeal to every part of your market. 


Get in touch with your Masonite representative. 
Ask him to include a supply of Masonite Primecote 
Presdwood in your next shipment. It’s a winner! 


« NATURALLY STRONGER WITH LIGNIN 


reson | MASONITE® 


me CORPCRATION 


Dept. AL-1213, Box 777, Chicago 90, Ill. 


“Masonite” signifies that Masonite Corporation is the source of the product 


Even this photo cannot do justice 
to the smooth, flat surface of’ 
Masonite Primecote Presdwood. 


Now available only East of Rockies 
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FROM PACKY AND HIS 
FRIENDS AT PACK RIVER 


4 ’ 
og i ; 
" 64 


ACK RIVER SALES CO. 


SPOKANE, WASH PO. BOX 64 ° TELETYPE SP. 105 bd TEL. MAdison 0121 
Managing Sales For 


PACK RIVER LUMBER CO NORTHWEST TIMBER CO THOMPSON FALLS LUMBER CO 
Sandpoint, Idaho Gibbs, Idaho Thompson Falls, Mont 
bed CRESTON SAWMILLS, LTD. Creston, 8. C @ 
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Cost-conscious builders and do-it- 
yourself homeowners are your two 
big screen markets. And Columbia- 
matic Tension Screens give you a 
genuine opportunity to sell both 
markets more easily, more profitably. 


You sell frameless Columbia-matics 
with a minimum inventory . . . eight 
conveniently located factory branches 
provide prompt, fast delivery on all 
standard Columbia-matic sizes, and any 
special-order size. You stock only 
what you need—yet sell a complete line. 





Patented automatic tension .. . 
durable all-aluminum construction .. . 
absolute insect protection. . . . These 
are some of the features that make every 
builder and homeowner a buyer when 


you feature full-profit Columbia-matics. Ask for the self-selling 


demonstrator 


i your homeowners! D) Sell your builders! 


These are the @ Show them how Columbia-matics 
Columbia-matic features Coby actually save them money 


s pe 
they go for: a over ordinary screens 
sis _ amr AA 


Patented Automatic Tension— Patented spring- Easily installed by unskilled labor 

loaded bottom rail automatically puts right amount of no template. 

oe = othe da nee ewe om, = Ay S No fitting—Columbia-matics are pre-cut to your 
. - y c ¢ > 2 ‘ - . 

TIDES . . . ROSES CEU 00 DEE SHEDS At Ae) ENS specifications . . . perfect fit is assured, 

for complete insect protection. 


No painting— Columbia-matics are all-aluminum. 








only 7 screws, 


Save time— Easy to put up and take down from in- ; 

side. Anyone can do it in seconds. No callbacks—Columbia-matics can’t swell, stick, 
, oa warp ... won't drip-stain house siding. 

Save work—No more struggling with clumsy rigid P . 

frames or ladders. Flexible Columbia-matics have top ; ? ; 

and bottom rails only. Roll up for compact storage. Columbia Mills, Ine., Dept. M-12, Syracuse 2, N.Y. 

Save money —Columbia-matics cost no more than Please send me complete information 


ordinary screens. Rustproof aluminum needs no paint- on Columble-matic Tension Screens. 


ing, maintenance. No drip-stains on house. —_— 


Store Name 


Get the twin-market 
Columbia-matic profit story now! 


Address 


Zone State___ 


a 


oa wana ORO ETE ema 
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ere’s the book 
Builders’ 


® 
Guardian 


In the lowest-priced class, yet loaded with extra- 
quality features! Solid brass, bronze or aluminum 

exterior parts. Rust-resistant interior parts. Screw- 

<1 @ are less knobs and roses for extra beauty. SELF- 


ALIGNING feature for easy, fast installation. 


' i “DURA-SMOOTH” action for extra customer sat- 
t e Ig Ig Ss isfaction. Fully reversible; fits any door 1%” to 134”. 


fl. 
‘ CERRY Defender 


Medium-priced, yet designed for the finest homes, 
stores . . . any light commercial installation! Exclu- 
sive “VELVET-GLIDE” action from ball bearing latch 
retractor. Solid brass, bronze, or aluminum exterior 
parts, rust-resistant interior parts. Screwless knobs 
and roses. Easy, fool-proof installation. 









Call your Corbin Distributor TODAY ! 











that solved | | 
Hardware Puzzle! 





@ Unified simplified stock 
of standard fast-moving 


Builders Finish Hardware 


Think how much more business sense it makes to display 
a completely UNIFORM, reasonably-priced line of na- 
tionally recognized builders’ hardware! Pacesetter items 
are harmonious in design . . . hallmarked with the Corbin 
name your customers know and trust. Far better than just 
“some” locks . . . “some” window hardware 

. . “some” door closers... yet they cost 
no more. 


P. & F. CORBIN Division s y New Britain, Conn. 


TRY THE 
“BLINDFOLD TEST” 
YOURSELF! 


Cut L-O-F first, last, or in-between the 
other brands. Run any kind of a cut you 
want. You'll see why you have fewer bad 
cuts, less waste and more profit with L-O-F, 

Call your nearest L-O-F Distributor. 
These local businessmen are listed under 
“Glass” in the yellow pages of phone 
books in many principal cities. And send 
for your free booklet—"For Greater 
Profits in Window Glass”. 

Write Libbey-Owens-Ford Glass Co., 
608 Madison Ave., Toledo 3, Ohio. 
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‘It breaks off 


clean and easy, 


without any chips” 


says GEORGE MOSES 
of Lorraine Hardware Co., 
Richmond, Va. 





“Brand ‘Z’ took very little pressure in scoring it. I 
just seemed to touch it, and it broke off clean and 
easy,” said Mr. Moses. 

Mr. Moses had just finished test-cutting four well- 
known brands of single-strength window glass. These 
brands were identified only by letters—-W, X, Y and 
Z. He tried several cuts on each and picked “Z” as 
the easiest to cut, every time! 

“Z” was L‘O’F. Twenty-eight out of thirty 
dealers who took this test picked L°O-F! And with 
good reason. L*O-F Window Glass is annealed more 
slowly, more patiently. This extra care makes it less 
brittle and more “‘even”’ in structure—so it’s a safer 
buy for your customers, too. 
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UMBER CO 


N 


‘90% of our non-lumber merchandise comes 
from our partner, the wholesaler” 


. says R. L. Hamilton, Owner and Manager, 


Plank Road Lumber Company, Baton Rouge, La. 


“We can’t possibly stock all the various products 
that are in demand today—the capital investment in 
inventory and warehouse space would be stagger- 
ing,” says Mr. Hamilton. “If we weren't able to ob- 
tain these materials from wholesalers as they're 
needed, we'd lose a sizeable amount of sales.” 

Mr. Hamilton was recently elected as President 
of the Baton Rouge Lumber Dealers Association. 
22 years’ experience in the building materials busi- 
ness has given him a deep understanding of the 
value of the wholesalers’ operation. 

“By letting our Armstrong wholesaler carry much 
of our stock,” continues Mr. Hamilton, “we free 
capital that’s needed to carry additional accounts 
receivable. This wholesaler’s dependable service 
and the consistently high quality of the products 
he supplies assure satisfied customers for us—and 
that means valuable repeat business. Since the 
wholesaler carries the large inventory, obsoles- 


cence 1S a problem that never bothers us. 


“The sales and promotional help and employee 
training programs the Armstrong wholesaler offers 
are also very helpful and stimulating to a growing 
business like ours.” 

Mr. Hamilton, like many retail lumber dealers to- 
day, counts on his Armstrong wholesaler’s near-by 
source of supply, fast service on fill-ins, and a 
friendly business relationship to help make his busi- 
ness profitable. 

The Armstrong Cork Company believes that the 
present needs and future growth of the building 
industry are best served by wholesalers. That's 
why you find Armstrong Building Materials sold 
only through reputable wholesale distributors. 


(Armstrong CORK COMPANY 


3512 Rieker Avenue, Lancaster, Penna. 
Makers of Temiok® © M-67® Monowall® *¢ Cushiontone® 


Insulating Wool * Hardboards * Counter-top Cement 
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SoutHwest PonpERosa Prinz is cut from 
virgin timber grown high in the Arizona 
mountains—soft-textured, beautiful. 

Via the company’s own railroad, the logs are 
carried to the mill site where they are 
transformed into premium Ponderosa Pine 


Ponderosa Pine lumber. SourHweEst Ponderosa Pine gives 


your builder customers all these pLus values. 


is preferred ; It’s big mill lumber. It’s kiln-dried. 
i It’s manufactured perfectly in the 
by smart builders 


largest lumber making facilities in 

the entire Southwest. That’s why it pays to 
sell SouTHWEsT Ponderosa Pine. You get 
quick delivery—straight or mixed cars. 


Please have neares’ SOUTHWEST representative give 
price list and information on your products to: 


a 
Address___. 
nae . eS eee 


We Ship 6,000 Cars a Year 


SIDING ° SHEATHING ° SUB-FLOORING ° ROOF DECKING ° PANELING ° INTERIOR FINISH 
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One man does two-man job— 
8-TIMES FASTER 


with Ross Carrier 


Ordinarily, it takes two men well over an hour to 
unload 450 concrete cube-blocks from a truck and 
trailer. But one ROSS CARRIER, using a new 
method developed by Bob Beach—President of 
Beach Lumber Company in Rome, New York—can 
dispatch the identical load in 15 minutes! EIGHT 
times faster . . . and only one man is needed for 
the entire operation. 

Not only are costly man-hours slashed . . . impor- 
tant savings are made by eliminating bolster losses! 
And no “double-handling” is required. The Ross 
Carrier places cube-blocks at the precise spots 


These 16-ft. I-beams carry wooden platforms on 
which the concrete blocks are stacked. The I-beams 
hold up to 4 platforms of block, depending on the 


size of the order. Handling block in unit loads effects sub- 
stantial savings and speeds order filling. 


At construction site, 1% square inch iron rods are 
inserted in the middle hole of bottom blocks. The 


Carrier can now pick off any ow of blocks 
n 


from the platforms for distribution around construction site. 
Rods stay with the Carrier after load is set on the ground. 


CLARK 


EQUIPMENT 


BuILpING PropucTs MERCHANDISER 


... and in the exact quantities desired around the 
foundation site! 


Constantly improving their materials handling 
methods pays-off for Beach Lumber in bigger profits 
. . . better customer service . . . lower overhead. It 
can do the same for you! Call your Clark Dealer 
today, listed under “Trucks, Industrial’ in the 
phone book Yellow Pages. Let him help you make 
your operations more profitable! 


Remember: It takes only 5 seconds to load a Ross Carrier... 
3 ds to unload . . . there's no waiting time, all work time. 





The Carrier’s load hooks engage cross members 

and pick up entire load, including rack. Rack and 

giotiersne will be returned to the yard after load 
is placed on the ground at the job site (step 4), eliminating 
the problem of recovering bolsters or pallets. 


eR eR ae tren cece | 


Ross Carrier delivers blocks to the precise spot 
masons want them, the ultimate in customer serv- 
ice. Cubes remain neatly stacked. After individual 


placements are made, Carrier picks up rack and wooden 
platforms and returns to yard. 


ROSS CARRIER DIVISION 
CLARK EQUIPMENT COMPANY, Benton Harbor 40, Michigan 
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Look 


Lcmplely Mal 


“Dutch Boy” Nalkyd 


With all colors pre-planned to harmonize, 
this modern, odorless flat wall paint 
is a big-volume profit-maker for sure! 


It’s got everything paint 

buyers now want — every- 
thing. That’s why new, completely new, “Dutch 
Boy” WONSOVER is bound to be a big-volume 
profit-maker. 


It’s a Nalkyd flat wall paint —last word in 
modern finishes — made from special “Nalcolyn” 
resins, exclusively “Dutch Boy.” 


It’s odorless, fast-drying, washable. 


It’s easy to use. “As foolproof as paint can be,” 
people say. And one coat of WONSOVER covers 
most surfaces with a rich, smooth finish. 


On top of this, all colors are pre-planned for 
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harmony. Every hue on the WoONSOVER color 
card is a proved popular favorite. 


What’s more, every WONSOVER color goes with 
every other color in the line. Your customers get 
pre-planned harmony from wall to wall, room to 
room — something new and entirely different in 
a ready-mixed, ready-to-use wall paint. 


To sum up: new “Dutch Boy” Nalkyd 
WONSOVER has everything your customers want 
— everything you want — in a flat wall paint. Call 
or write our nearest office, and get full details on 
WONSOVER colors, WONSOVER prices, WONSOVER 
national advertising, WONSOVER merchandising 
helps. 
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Pennsylvania Dealer 
rings up 
400% Sales Increase 


“In just two early months of this year,” says Mr. 
Bill Spencer, Spencer Paint & Glass Company, 
New Castle, Pa., “we bought 1,030 gallons of new 
WONSOVER and matching satin gloss colors, and 
believe me we sell it all. Our sales are 400% above 
last year’s.” 








For a quick “once-over” of 


WONSOVER just mail this coupon _ I want a quick “once-over” of this new, big-volume profit- 
7 . 


NATIONAL LEAD COMPANY: New York 6; 
Atlanta; Buffalo 3; Chicago 80; Cincinnati 3; 
Cleveland 13; Dallas 2; Philadelphia 25; Pitts- 
burgh 12; St. Louis 1; San Francisco 10; Boston 6 
(National Lead Co. of Mass.). 


*#Reg. U. S. Pat. OF 


BuILpDING PropucTts MERCHANDISER 


NATIONAL LEAD COMPANY (Address nearest office) 
Gentlemen: 


maker of yours. Please rush me full information and tell me if 
there is a “Dutch Boy” dealer franchise available in my area. 


ae 


Store 





Address 


City Zone State 
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Wheese P\NE PANELING for 
KITCHEN BUILT-INS 
is specified on Your Customer’s 


m= ROSSETT LUMBER COMPANY 


A DIVISION OF THE CroSSETT COMPANY 
CROSSETT, ARKANSAS 
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Gate City Advertising + Gate City Merchandising 


— more window sales! 


It's no trick today getting the customer into your store but it is becoming 


increasingly difficult to satisfy his particular requirements ...and this applies 
especially to his desire for new window types. 


Awning windows are more and more in demand and Architects, Builders and Consumers 
are recognizing Gate City Awning Windows to be the finest on the market. 


To help you sell its’ windows, Gate City supplies you with all kinds of selling aids; 
Photo Folios, Catalogues, Mailing Stuffers, Radio Spots, Advertising Mats, Reprints 
ind appealing Floor Displays. In addition, extra sales support is provided by extensive 
national advertising to bring the Gate City story right to your potential customer. 


If you are not a Gate City dealer now, and would like to benefit from this concentrated 
selling effort, fill out and send in this coupon TODAY. 


GATE CITY SASH & DOOR CO., DEPT. AL-12 
P.O. Box 901, Fort Lauderdale, Fla. 


AWNING WINDOWS Gentlemen: | would like complete information on Gate 
City Wood Awning Windows 


Fima teaaled, for Long Life | Name —_ 


| Address 
“Window Craftsmen for over 40 years” City 


ba 
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Zone State 
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AIM’ for FASTER deliveries with 


Acme Steel Strapping Ideas 


When you can unload six tons of prestacked lumber in five minutes, 
Hank Dekker, you’re on the way to substantial savings in time and labor costs. 
Mansfield, Ohio, Customer relations improve, too, because orders are processed 
helped solve this and put at building sites more quickly. Idea # 401 shows this is 


materials handling happening every day at Home Materials Company, Mansfield, Ohio. 
problem 


Acme Idea Man, 


Here, Acme Steel Unit-Load Band permits complete bundling 
at the yard of stacked-for-use lumber. It arrives undamaged 
at specific construction areas on schedule and may 


ask your be easily inventoried on the job. 
; To find out how you can speed up deliveries of lumber and other 
Acme Idea Man y P P 


building materials—and save costs at the same time—ask your 

to help solve your Acme Idea Man to make a demonstration at your yard. Or, write 
Acme Steel Products Division, Dept. YA-124, Acme Strel Company, 

pro blems 2840 Archer Avenue, Chicago 8, Illinois. 





Al M For Safe, Lower-Cost Shipping 
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From Any Angle eee 


Even the toughest roots 
roll on easy 


with 


NEW QSM 


CROSS 
CORRUGATED 


Aluminum 


and 





Galvanized 





in Rolls” 


Easy installation is only one of the many reasons that you should see and 
sell Quaker State Cross Corrugated Aluminum and Galvanized in Rolls. 





The Market is Unlimited... this sensational new product is a sure best-seller. Now you 
can offer your customers an aluminum or galvanized roof that rolls on easily without leaky side laps. 


You Save on Storage e « « Just a few rolls give you an adequate stock to supply your cus- 
tomers’ needs. The aluminum rolls are 28’' and 48'' wide; the galvanized are 28'’ and 36"' wide. 


National Advertising Helps You Sell... Farmers, industrialists, builders and archi- 
tects are being presold for you in coast-to-coast advertising and publicity. 


Sell Decorating and Siding, #00 . «+ QSM Aluminum and Galvanized in Rolls are naturals 
for 1001 decorating and siding uses; great for the do-it-yourself trade. 


“PATENTED TO PROTECT YOUR PROFIT. 
OCHILTREE PATENT NO. 2,369,487 


QUAKER STATE Melat COMPANY 


LANCASTER, PENNSYLVANIA 
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PELL LTTE TTT 


Buyers’ Preference for Appalachian Hardwoods 


is based on their excellent natural qualities—soft texture, easy workability, and beautiful graining. 


Each of the leading firms listed here is prepared to supply you with the finest quality, precision 
manutactured Appalachian Hardwoods. Consult them on your next hardwood requirements. 


*Bemis Hardwood Lbr. Co... .Robbinsville, N. C. *J. P. Hamer Lbr. Co Kenova, W. Va. 
Hemlock, Hardwoods, Flooring, Dimension 


Manufacturers 
Appalachian Hardwood Lumber 


a & Robinson Lbr. Co., Cincinnati, Ohio 


6 = - Cm ay. ons West Irvine, Ky. 
*M. E. Crisp Lbr. Co Welch, W. Va. —— un Hardwoods. "Maple 
West Virginia and Kentuc Appalachian Hardwoods, Oak, 


Poplar, Beech, Maple, A ckory, Chestnut and other 
hardwoods. All facilities 


*The Mower Lbr. Co Charleston, W. Va. 
West Virginia is Fi, ing and Glued-up Dimension. 
Dry Kiln and Planing Mill facilities. Mills: Cass, Nallen, Dailey, 
Durbin, Colcord and Pettus, W. Va. 
*Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring, Planing Mill Products, 
Glued Dimension. 


*Wood-Mosaic Co., Inc Lovisville, Ky. 
“Parkay” Ready-Finished Hardwood Flooring, Lumber, 





The M. B. Farrin Lbr. Co Cincinnati, Ohio *McCracken & McCall, Inc Lexington, Ky. 


i Alr a A lachian Hardwoods Appalachian Hardwoods POPLAR BEVEL SIDING 
— ~~“ ‘ou ‘cnt ~ Flooring Band Saw nd Planing Mill at Flat Lick. Ky. 


Always Specify 
Appalachian Hardwoods 


%* Member Appalachian Hardwood Manufacturers, Inc. 
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NEW CHEVROLET TRUCK 


keep going longer, 
keep going for less! 


From the day you first put it on the job until the time 
comes to trade, your Chevrolet truck’s going to do 
more work for you while you spend less to keep it 
going. Here’s why you can count on it— 


INCREASED POWER SAVES YOU PLENTY 


Chevrolet's high compression ratio (in each of its 
three great engines) develops more power. That 
means you go longer before filling the tank! It means, 
too, you've got extra power handy whenever you 
need it—for greater acceleration, for an easier pull 
up steep grades, for steadier going through mud and 
sand on off-the-road jobs. So, you save not only on 
operating costs—you save time as well. 


GREATER RUGGEDNESS PAYS OFF IN LONGER LIFE 


Two-ton models, for example, are equipped with 
heavier axle shafts. All models have newly designed 
clutches and stronger frames. The best part of it is 
that, throughout their longer life, you spend less for 
their upkeep. For complete details about the model 
you need, see your Chevrolet dealer. He'll tell you 
whatever you want to know, then give you the best 
news of all: Chevrolet trucks are priced lower than 
all other lines! Chevrolet Division of General 
Motors, Detroit 2, Michigan. 
MOST TRUSTWORTHY TRUCKS ! 
ON ANY J08B! 


CHEVROLET ADVANCE-DESIGN 
TRUCK FEATURES 


THREE GREAT ENGINES—The new “‘Jobmaster 261” 
engine* for extra heavy hauling. The ““Thriftmaster 
235” or “Loadmaster 235” for light-, medium- and 
heavy-duty hauling. NEW TRUCK HYDRA-MATIC 
TRANSMISSION* —offered on %-, “%- and 1-ton 
models. Heavy-Duty SYNCHRO-MESH TRANSMISSION 
—for fast, smooth shifting. DIAPHRAGM SPRING 
CLUTCH —improved-action engagement. HYPOID 
REAR AXLE—for longer life on all models. TORQUE- 
ACTION BRAKES—on all wheels on light- and me- 
dium-duty models. TWIN-ACTION REAR WHEEL 
BRAKES —on heavy-duty models. DUAL-SHOE PARK- 
ING BRAKE—greater holding ability on heavy-duty 
models. NEW RIDE CONTROL SEAT* —eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND 
PLATFORM STAKE BODIES — give increased load space. 
COMFORTMASTER CAB —offers greater comfort, con- 
venience and safety. PANORAMIC WINDSHIELD —for 
increased driver vision, WIDE-BASE WHEELS —for in- 
creased tire mileage. BALL-GEAR STEERING —easier, 
safer handling. ADVANCE-DESIGN STYLING —rugged, 


handsome appearance. 


*Optional at extra cost, Ride Control Seat is available on 

all cabs of I'/,- and 2-ton models, standard cabs only in 

other models, “'Jobmaster 261"’ engine available on 2-ton 

models, truck Hydra-Matic transmission on Yy-, Yar and 
l-ton models, 
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PROJECTED 
WINDOWS 
e Architectural 
« Commercial 
« Industrial 


« Security 








UTILITY AND BASEMENT WINDOWS 








= 

















ALUMINUM WINDOWS STEEL WINDOWS 
CASEMENT AND AWNING TYPES 





METAL LATH 
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RESIDENTIAL DOORS—SWING AND SLIDE 
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AND 
ACCESSORIES REINFORCING BARS 





DOUBLE-HUNG AND CASEMENT 


AND WELDED WIRE FABRIC 








Truscon helps dealers sell! 


Extensive national advertising stimulates and 
supports your sales of Truscon building 
products. And, Truscon extends its advertis- 
ing support directly to your customers ... in 
your community . . . with the first dealer co- 
operative advertising plan in the business. 


Every time Truscon ships you windows, doors, 
metal lath and reinforcing products, you earn 
an advertising credit. Truscon builds a fund 
for you, in your name, to be used for pro- 
moting your business. 


Truscon also prepares all the materials you 
need for a complete, consistent, high-powered 
advertising program. Newspaper ad mats. 
Radio announcements. Television commer- 
cials. Direct mail pieces. The works. All 
supplied at no cost to you. 


Get the facts on this Truscon opportunity. 
Truscon dealers enjoy the advantages of full- 
time warehouse support. They sell a com- 
plete line of highest-quality metal building 
products. They get leads on new construc- 
tion. Write Truscon today. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT STREET . YOUNGSTOWN 1, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 


TRUSCON® —a name you can build on 
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Big Profits for Dealers with Fast-moving, High Mark-up Kaiser Aluminum Shade Screening 








Unique features make Kaiser Aluminum 
Shade Screening Easy to Sell! 


Keeps rooms up to 15° cooler in 
hottest sun! Tiny louvers are set 
at an angle to block hot sun 
rays. Often eliminates need for 
air conditioning. Where air con- 
ditioning is planned, smaller 
units can be used. Where air 
conditioning exists, operating 
costs are cut! 

Cuts harsh light glare! Admits 
plenty of soft light. Air circu- 
lates freely. 


Protects against sun-fading! 
Keeps sun from fading draper- 
ies, other furnishings. 

Protects against insects! Screens 
out insects like any standard 
screening. 

Gives daytime privacy! Made 
from tough, high-grade alumi- 
num. Can’t cause ugly red rust 
stains on sills and siding. Never 
needs paint. Corrosion-resistant. 
Easy to install in any type frame. 








Buritpinc Propucts MERCHANDISER 


Homeowners all over the country 
are turning to amazing Kaiser Alu- 
minum Shade Screening to keep 
their rooms as much as 15” cooler! 
Result: sales of this revolutionary 
cooling device last summer contin- 
ued to climb — exceeding the previ- 
ous year’s record sales by 54%! 
And along with the big and stead- 
ily rising sales of Kaiser Alumium 
Shade Screening goes a whopping 
dealer mark-up — averaging 55%! 
Stock up now with adequate sup- 
plies to handle the demand of 


T 


homes, offices, stores and factories 
in your area. Available in regular or 
tensicn frames from sash and screen 
manufacturers, and in convenient 
rolls from jobbers. 


For free sample, full information, 
and names of your nearest suppliers, 
contact the Kaiser Aluminum sales 
offices listed in your telephone di- 
rectory. Or write: Kaiser Aluminum 
& Chemical Sales, Inc., General 
Sales Office, Palmolive Bldg., Chi- 
cago 11, Illinois. Executive Office, 
Kaiser Bldg., Oakland 12, California. 


i/uminum 


ENTED 


SHADE SCREENING 


American Home and Better Homes & Gardens 
will carry more advertising for Kaiser Aluminum 
Shade Screening than ever before —at the peak 
of next summer's selling season. And you'll get 
other proved selling helps—including samples, 
advertising mats, consumer literature, direct mail 
pieces, a dramatic demonstrator for your store, 
sales training booklets, plus a generous coopera 
tive advertising allowance! All backed up by the 
help of Kaiser Aluminur’s national sales force. 


Ford Motor Company's Southgate, California 
parts depot (above) and other buildings benefit 
from Kaiser Aluminum Shade Screening. Think 
of the potential industrial installations in your 
area! According to Ford's Richmond, Virginia 
Depot Manager, Mr. M. G. Mehrens, “All instal 
lations have proved satisfactory in two ways; one 
in improving the morale and efficiency of our 
people, and second, with savings in the operating 
expense of our air conditioning system.” 
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OUTSTANDING APPEARANCE, EXCEPTIONAL FIRE RESISTANCE- 
SELL BOTH WITH VERSATILE 


FIRESTOP BESTWALL, 


Whether for low-cost. 


mass housing, or in exclusive, high-rental apartments, 


Certain-teed’s versatile Firestop Bestwall Gypsum Wallboard means sound con- 
struction, handsome appearance and exceptional fire resistance. 


Firestop Bestwall was the first gypsum wallboard to give one-hour fire resistance, 
in single-layer, %-in. thickness, over both wood and steel framing. It’s still way 


ahead. If you’re not carrying Firestop Bestwall, may we tell you more about it? 


Used for Fire Protection in This 1500-Unit St. Louis 
Housing Development 


Schuermann Building & Realty Co. Project 
St. Louis, Mo. 


Here a barren field yields a crop of 1500 new homes. 
For greater safety Certain-teed’s Firestop Bestwall 
(250,000 sq. ft.) was used as shown on walls between 
garages and living quarters. Typical of the way 
progressive builders are using Firestop to meet 
Code requirements. 





Certain-teed 


#06. U.S. PAT. OFF 





Quality made Certain . . . Satisfaction Guaranteed 
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Used for Handsome Appearance Plus Fire Protection 
in These Exclusive Cleveland Apartments 


Ambassador Apts., Shaker Heights, Cleveland, Ohio 
Builder: Charles Bernstein; Wallboard Applicator: Allen 0. Brooks Construction Co. 


In this luxurious, high-rental apartment building 
Certain-teed’s Firestop was used exclusively for walls 
and ceilings. Firestop Bestwall comes with a smooth 


It is strong, light —won’t warp or buckle in place— 
stands normal settling without cracking. 
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CERTAIN-TEED PRODUCTS CORPORATION 
ARDMORE, PENNSYLVANIA 
EXPORT DEPARTMENT: 100 EAST 42ND ST., NEW YORK 17, N.Y. 


ASPHALT ROOFING « SHINGLES « SIDINGS « ASBESTOS CEMENT ROOFING AND SIDING 
SHINGLES * GYPSUM PLASTER « LATH * WALLBOARD « SHEATHING « ROOF DECKS e 
FIBERGLAS BUILDING AND ROOF INSULATIONS AND SIDING CUSHION 
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SERIES 250-A For 34,” kitchen 
cabinet doors. Exclusive step 
up design hides hardware 


SERIES 700 Deluxe 
track for %” through 1% 
wardrobe by-passing 

adjustable hangers 


double 


doors 


SERIES 300-A For %,” 
134” open, and closed pocket 
doors. Minimum headroom 
required 


through 


SERIES 400-A For 1%%”-1%,” 
closed pocket doors. Deluxe 
track with heavy duty, ball 
bearing axles 


fi} le 


The book that takes the guess work 
out of sliding door installations— 


SERIES 600 Double 
for 15%” and 1% 
by-passing-doors 
able hangers 


track 
‘ wardrobe 
adjust 


SERIES 750 Deluxe 
track for %” through 1% 
wardrobe by passing doors 
Extra strong hanger instal 
Etateye 


SERIES 350 For 
134” closed pocket 
doors — adjustable 
hangers. Popular 
with frame man 
ufacturers 


ACCESSORIES 


reteltley ts 


ay i 
NS 


SERIES 650 Double track for 
1%” and 1%” wardrobe by 
passing doors. Minimum 
toctelueleeMbaceiitacs| 


SCOTTIE SERIES High 
quality, low-cost 
sliding door hard 
ware for %", 1” 
144”, and 1%’ 
by-passing 

doors 

adjustable 

hangers 


It Kenna be beat! 
KENNAFRAME 


SERIES 800 Pre 
fabricated warp 
proof, all-metal 
frame for closed 
pocket installa 
tions. Series 400-A 
track already in 
stalled 

SERIES 900 Pre 
fabricated, low 
cost Scottie wood 
and metal frame 
Series 350 track 
already installed 


FREE BUYER’S GUIDE 


Write Kennatrack Corp., Elkhart, Indiana 
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Saves 


" jenn Lay 


Handling Costs 
Makes 


Inventory Easy 


@ Heavy Kraft Paper Wrapping 
® Opening Size Plainly Marked 


® Clean, Dry, Undamaged 


You get your customer’s good will when you sell him 
trim that is fully protected from dirt and damage. 
It needs no cleaning or sanding! 


Handy to Buy, Handy to Use! 

In one package—every needed piece of trim for a 

single window or door opening. Your customer doesn’t 
have to figure lengths... you don’t have to sort pieces. 
He buys one package per opening —has no shorts or 
left-over waste ends. You serve him quickly, exactly. 
That kind of customer service brings him back for more! 


Top Quality Ponderosa Pine! 

Only kiln-dried, superior grade “A” Ponderosa Pine 

is used in the manufacture of John Day Packaged Trim. 
Its smooth, even surface contains no flaws— 

speeds decorating, cuts costs! 


Make friends as you make profits —-NOW! 

Sell John Day Packaged Trim to your customers 

and they will sell you to their friends! 

Write today for the name of the distributor nearest you. 


Oregon Lumber Compony also 
produces Allwood Hardboard, made 
of the treated and hot-pressed fibers 
of Douglas fir wood. Used in 
Wiig aecingoseten OREGON LUMBER COMPANY 
Write today for full information > 
THE OREGON LUMBER CO. Baker, Oregon 
Allwood Hardboard Division 
Dee, Oregen Ponderosa Pine Producers and Manufacturers Since 1889 
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There’s only One 








Made only by 
Marsh Wall Products, Inc. 
in the world's largest prefinished 
wallpanel plant 


25 Years of Progress 


Since pioneering prefinished wall 
paneling in 1930, Marlite sales have 
grown steadily through a reputation 
for highest quality and fine dealer 
relations. Keeping pace with the 
constantly increasing demand for 

Better than ever for you today... Marlite, Tas “room, aon tile 


ime! 
Only Martlite gives you... expanded for the 12th time! 


¢ Planks, Blocks and Panels—a complete line of colors, wood and 
marble patterns with glossy and semi-gloss finishes suitable for any 
room in any building. 


¢ A real do-it-yourself paneling—easily installed Marlite Mlank and = ® 
Block for the rapidly growing do-it-yourself market. Mariite 

¢ Intensive advertising and effective dealer aids which have made 
Marlite the world’s best known prefinished wallpanel. PREFINISHED 

¢ Nationwide distribution with convenient warehouses and helpful WALL and CEILING PANELING 


factory representatives located near you. 

e Highest quality maintained through continuous research and prod- 
uct development by skilled product engineers in Marsh’s own lab- 
oratories. 














Marlite is made with genuine Masonite® Tempered Dvolux® 
MARSH WALL PRODUCTS, INC., DEPT. 1241, DOVER, OHIO 


Martite Plank ond Biock Patent Applied For 
Subsidiary of Masonite Corporation 
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THIS IS ABOUT all there is to our story: We make 

a very excellent white cement . . . we tell and 

re-tell the white cement users about it. . . we 

supply the dealers . . . the dealers supply the users 
... the jobs turn out beautifully ... and everyone up 
and down the line is happy. If we are not now 


serving you--may we f 
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“A salute to those who made it possible” * 


How to make 
4 profits per window opening 


First you can make a good solid profit on a fine Fenestra* 
Residential Steel Window... Casement or Projected. 

Another profit on the Fenestra Combination Inside- 
Outside Metal Trim. Another on the Fenestra Metal Screen. 
And another on the Fenestra Metal Storm Sash. Fenestra 
gives you a complete 4-profit package to sell for each 
window opening. 


Famous 


Fenestra 


Casement 
completely trimmed 





Sash, frame, hardware, inside 
trim, outside trim—ready to go 
in rough opening. Just nail to 
sheathing outside, to studding 
inside. No trimming! 


Fenestra is a famous name in building materials. Their 
popular commodity line also includes Basement and 
Utility Windows, Residential Swing and Sliding Closet 
Doors, Garage Doors and Pressed Steel Lintels to com- 
pletely fill your customers’ needs. Get the whole profit 
picture. Write to Detroit Steel Products Company, Dept. 
AL-12, 2246 East Grand Blvd., Detroit 11, Michigan, *® 


Fenestra 


Inside Metal Screens 


Casement Screensare attachedin 
a jiffy from the convenient inside 
of the house. No ladder needed! 
Also true with screens for 
Fenestra Projected Windows. 





New 
Fenestra 


Residential Projected 
Window 
Built of same fine sections as 


famous Fenestra Casement Win- 
dows. This popular Projected 





Window takes the same trim, 
etc., aS cCasements. 


Your need for beautiful, modern windows — complete with 
trim, screens and storm sash—encouraged us to develop 
these members of the Fenestra Building Product family. 


Fenestra 


Fenestra 


Inside Metal Storm Sash 


Fits all standard casements made 
since 1945, as do Fenestra 
Screens. Fenestra Outside Storm 
Sash also available for Fenestra 
Projected Type Windows. 











RESIDENTIAL 
STEEL WINDOWS 


WINDOWS © HARDWARE © CASINGS © SCREENS * STORM SASH 
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WITH A RULE AND A SCREW 





Two measurements, six screws. 
That’s all anyone needs to replace 
an obsolete wood casement oper- 
ator or staybar with a new Getty 
Operator. 


There is a tremendous replacement 
market—right in your neighbor- 
hood—for Getty Operators. One 
independent survey shows an aver- 
age of two casement windows in 
every home. 


You sell Getty Operators proudly 
and profitably. They are used on 
more casement windows in America 
than all other operators combined. 





DRIVER 


ANYONE CAN INSTALL A GETTY OPERATOR 


And when you sell a dozen you 
make about $10 profit. 


A wide-open market! A leading 
product! A tidy profit! Customer 
satisfaction! What more could you 
ask? Write Getty for complete 
information now. 





Getty + 4706-H 
For Metal Casements 


With the Getty 
#4706-H you could 
replace 95% of all 
metal casement opera- 
tors now in service. The 
perfect replacement 
operator for you to stock 
—strong, well built, 
attractively priced. 











& Co., Inc. 


3348 NORTH 10th STREET + PHILADELPHIA 40, PA. 


Canadian Representative: A. N. Ormsby Co., 23 Scott St., Toronto 
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Set up this silent salesman in your yard or 
showroom and let your customers see the ad- 
vantages of a modern, all steel BILCO door — 
the one feature that makes a basement useful, 
convenient and safe. 

Demonstrate the permanence and economy of 
BILCO doors to wood hatchway replacement 
prospects. 

The best sales aid you ever had or return the 
unit for a full refund! 








Available to lumber and building supply dealers only. 
Write today for all the facts! 














AMERICA’S FINEST 
THE BILCO COMPANY 
DEPARTMENT AM BASEMENT DOOR 
NEW HAVEN 5, CONN. 
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reasons 


Mature timber and 85,000-acre Tree 
Farm. The stately Pines and Firs of 
Eldorado County, California, are a 
source of fine raw material second to 
none. This timber and a progressive 
forest management policy will enable 
Michigan-California Lumber Co. to 
produce Camino Quality products 
without interruption for years to come. 


Finest Manufacturing Facilities. The 
nine-foot Band Big Side (center ph >to) 
in our new sawmill plant typifies 
Camino Quality production. The car- 


riage has an 84-inch opening to handle large logs harvested on the 
Camino Tree Farm. 


Kiln Dried. All Camino Quality stock is scientifically kiln dried for 
dimensional stability. 18 Moore Kilns of the latest type insure this 
uniform quality. ‘‘Soft-textured’’ Camino Quality products, rough or 
surfaced, are carefully loaded for protection in transit. You sell the 
best when you specify. . . . 


Camino Quality 


CALIFORNIA SUGAR PINE, PONDEROSA PINE 


and associated species 


MICHIGAN-CALIFORNIA LUMBER CO. 


CAMINO, CALIFORNIA 
a Worderrh 


(To obtain more data on advertised products see page 154) December 13, 1954, AMERICAN LUMBERMAN & 





EDITORIAL: 





{hvistmas -- 1954 


For those of us in the building industry this holiday holds a very special 
meaning and significance. 
Christmas is primarily a home festival. Public places are deserted. We 


— together around the tables and firesides of our own and our neighbor’s 
omes. 


There we find traditional hospitality, companionship, affection and security. 


Two housewives beautifully expressed the inner-most feeling of home- 
owners when they wrote: 


“Home—a place of contentment and cheer, sometimes laugh- 
ter, sometimes just silence. Pepper catnapping on his pillow, an 
ashtray and a pipe, an easy chair and a footstool too. Children’s 
voices, the family singing old-time songs. The darning basket, 
the Bible on the table, a clock that strikes, and flowers on the 
window sill. The spicy smell of pumpkin pie and fruit cake at 
Thanksgiving time. And at Christmas, the stockings hanging in 
a row. All these little, simple, homey things mean home to me.”* 


“Being a housewife, my Social Security Number is not re- 
corded in Washington, but I have one. It is the number on the 
front door of my very own home. That is what home means to 
me — security. 


“When one buys a home he plants his roots deeply and that 
blssed feeling of solidity is well worth the sacrifice it may cost. 


“My home is a fortress, defying the forces of inflations and 
deflations, depressions and recessions. True, the market value is 
affected, but the home value is always 100 cents on the dollar, with 
a generous dividend of security.”* 


No cold or hot war can prevail against a nation of homeowners who hold 
such convictions. 

As suppliers to the home builders of the nation, we of the building materials 
industry have a special responsibility in fostering and encouraging this spirit. 

It is gratifying that nearly two-thirds of our families today own their own 
homes. 

And yet in this Christmas season, across our home-owning land, falls the 
shadow of a malignant political philosophy which would destroy the very con- 
cept of home ownership. 

As we again enjoy this festival should we not urge upon our fellow citizens 
that we unite in rededicating ourselves, in the words of an earlier American, 
to the continued defense of our homes and what they stand for: 


“O thus be it ever when free men shall stand 

Between their lov’d homes and the war’s desolation! 

Blest with vict’ry and peace, may the heav’n rescued land 

Praise the Pow’r that hath made and preserved us a nation! 
Then conquer we must, when our cause it is just, 

And this be our motto, “In God is our trust!” 


*Prize-winning letters in a contest sponsored by Johns-Manville Co. 
Reprinted by request from the December 18, 1948, American Lumberman. 
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Watson Malone III is the newly- 
elected president of the National 
Retail Lumber Dealers Association. 
He is president of the 100-year old 
firm of Watson Malone & Sons, 
Philadelphia. 


Every indication points to a rec- 
ord year for light construction, in- 
cluding home building, in 1955. 
Stimulated by the highly favorable 
credit terms of the new housing 
act, new nonfarm housing starts 
may well surpass 1,250,000. Many 
thousands of families which 
couldn’t hope to save up the down 
payments previously required to 
obtain a new home, suddenly find 
themselves in the market as a re- 
sult of the lower initial payment 
requirements. 

Moreover, those families wishing 
to obtain a new home will find 
mortgage funds more readily avail- 
able in 1955, on the average, than 
was true in 1954, which turned out 
to be a surprisingly healthy home 
building year. 

The effects of the new housing 
act will become even more notice- 
able in the new year. Fears that 
the investigations into past oper- 
ations of the FHA might have an 
adverse effect on demand proved 
to be wholly unfounded. The fact 
is that FHA and the helpful serv- 
ices it offers are now better known 
and understood than ever before. 


Role of the Dealer 


Retail lumber dealers will play 
an increasingly prominent part in 
the home building scene as they 
continue to expand their services 
and impreve their merchandising 
efforts. Many more dealers will be 
selling new homes instead of wait- 
ing to sell a bill of materials to 
people who have made up their 
minds to build. 

There is little reason to expect 
an upturn in multi-family housing 
in 1955, but there should be an ap- 
preciable increase in the average 
size of single-family homes built, 
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Home Building in 1955 


“Easier Credit Will Permit 


Thousands to Own New Homes...” 


By WATSON MALONE, III, 


President, National Retail Lumber 
Dealers Association 


with a higher proportion of the 
new units falling in the $11,000 to 
$15,000 price class, which no 
longer is discriminated against in 
the insured mortgage picture. 


Helping the Builder 


Retail lumber dealers will be 
even better prepared to assist 
builders in cutting costs and giv- 
ing more house for the money. 
Builders who have overlooked the 
dealer as a source of information 
about new materials and who have 
failed to seek dealer cooperation 
in better planning of deliveries to 
the job will find it to their advan- 
tage to seek him out. 

More and more cutting of ma- 
trials and shop assembly of house 
parts is being carried on in retail 
lumber yards, as dealers and build- 
ers work together to hold costs to 
a minimum. The fast-growing pop- 
ularity of the Lu-Re-Co panel 
homes developed by the Lumber 
Dealers Research Council is an 
example of the way a good idea 
takes hold in an industry eager for 
something better. 

Those builders who prefer to de- 
vote their time to the part of their 
job which they know best, which 
is construction, will find that they 
can obtain a good deal of valuable 
help from the aggressive dealer, 
such as aid in determining costs, 
assistance in arranging financing, 
better selection of materials, and 
help in closing sales. 

Builders neither expected nor 
received this sort of service from 
their dealers a few years ago. To- 
day many of them accept it as a 
matter of course. 


Other Good Markets 


Home building, of course, is not 
the only bright spot in the light 
construction picture. Farm and 
commercial construction and the 
great repair and modernization 


market promise to continue at a 
high level in 1955. The home im- 
provement market alone holds tre- 
mendous potentialities for dealers 
who set out to develop it. 


It is the privilege of each indi- 
vidual dealer to manage and pro- 
mote his business as he thinks best, 
in view of the needs and opportun- 
ities existing in his local commun- 
ity. The proper function of a na- 
tional association such as NRLDA 
is to develop and assemble for 
those dealers who want it, infor- 
mation about the latest techniques 
in management and merchandising 
and to point out new trends and 
new competitive developments 
which may have an impact on our 
industry and its members. 


NRLDA’s Mission 


That is exactly what NRLDA is 
attempting to do through its mer- 
chandising and educational pro- 
grams, while at the same time it 
keeps intimately informed on new 
legislative and administrative de- 
velopments in Washington which 
affect the welfare of its members. 

The retail lumber industry took 
a great forward step by sponsoring 
its first modern living exposition 
and dealer clinics in New York 
City. The huge volume of publicity 
arising from the exposition in lead- 
ing consumer magazines, in daily 
newspapers, and on radio and tele- 
vision, awakened a large segment 
of the public to the fact that the 
retail lumber yard is the place to 
go for help and information when 
planning or modernizing a home. 

Through our exposition and in 
other ways, we have begun to pub- 
licize widely the slogan, “Before 
you build anything, see your retail 
lumber dealer.” When we have im- 
pressed that key idea on the minds 
of enough consumers, we will have 
put the retail lumber industry in a 
very sound position for the future, 
and that is our main objective. 
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“The Outlook is for Construction of 


1.4 million units in 1955...” 


This exclusive feature written by 
Mr. Hughes for American Lumber- 
man reflects the thinking of your 
best customer — the builder — for 
the coming year. 


The home building industry is 
rounding out the second biggest 
year in its history and is getting 
set to mark up some new produc- 
tion records in 1955. 

Present estimates indicate that 
the industry will provide new 
housing for about 1,200,000 fam- 
ilies of all income brackets during 
1954, and the outlook is for con- 
struction of perhaps as many as 
1,400,000 housing units in 1955, 
barring a major reversal of today’s 
economic conditions. Such a con- 
struction pace would add some $14 
billion to the real wealth of the 
nation and would make 1955 the 
biggest home building year on 
record. 


Government Helps 


Any forecast of home building 
activity, of course, depends to a 
great extent on the policies of the 
federal government. But it is no 
secret that the government’s pres- 
ent plans call for continuation of 
the same fiscal and credit policies 
that are now in effect, subject to 
such modifications as may hecome 
necessary in the months ahead. 
Those plans also envisage the full 
use of all the liberal provisiens of 
the national housing act of 1954 to 
assure the country a continued 
high rate of home building. 

The 1954 Act contains many 
bold, trail-blazing provisions. It 
should enable government and in- 
dustry to combine their efforts and 
to create completely new concepts 
in housing—to open up vast new 
housing markets that will give 
every family the opportunity to 
live in a good, solid, livable and 
satisfactory’ home in a decent en- 
vironment. 
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By R. G. “DICK” HUGHES, 
President, National Asociation of 
Home Builders 


The low down payments and 
long-term mortgages permitted 
under FHA sections of the Act 
can make good housing available 
to a great many families never be- 
fore reached by the home building 
industry. Hundreds of thousands 
of non-veterans will be able to 
buy new homes on terms they can 
afford. Prior to enactment of this 
legislation, their required down 
payments would buy only half the 
house they needed and wanted and 
are now in a position to buy. 

Servicemen on active duty make 
up another market that has been 
expanded by the new housing law. 


Repair and Remodeling 


In addition to the new housing 
market, there is a great and large- 
ly untapped demand for rehabilita- 
tion and maintenance of our exist- 
ing housing inventory, which could 
run anywhere from $6 billion an- 
nually on a conservative estimate. 
For the first time in history, FHA 
insurance is now available for 
mortgages on dwellings that in the 
past have been treated as uninsur- 
able slums or blighted parts of the 
community. 


New “Tools” Available 


There are tools in the new hous- 
ing law, too, that will enabie the 
home building industry to do a 
real job in modernizing and bring- 
ing back into new condition the 
vast number of existing homes 
which. while not slums, are in need 
of major overhauling. For exam- 
ple, both the FHA and VA are now 
able to put into effect open-end 
mortgages under which home own- 
ers as well as new home buyers 
may obtain long-term financing for 
the improvements, modernization 
or repairs needed to maintain their 
homes in the best possible condi- 
tion. 

One of the major problems (and 
opportunities) facing the home 
building industry in 1955 is the 
provision of good housing for 


minorities. Naturally, this prob- 
lem is more acute in some areas 
than in others. But it is generally 
a fact throughout the country that 
builders long have been ready to 
build the new housing needed by 
minorities. They have been un- 
able, however, to obtain the financ- 
ing needed to accomplish this 
objective. 


Minority Housing 


We now have two major federal 
aids which I believe can help solve 
this problem. In the first place, 
the voluntary credit committee 
created by the new law can chan- 
nel private funds into areas for 
minority housing. In the second 
place, the special assistance func- 
tions of FNMA can be used to buy 
mortgages on minority housing. 

Another serious problem con- 
fronting the housing industry is 
that of obtaining adequate com- 
munity facilities. If we are to 
provide the huge number of homes 
that will be needed in the next 10 
to 20 years, we must begin now to 
find ways of providing proper com- 
munity facilities such as schools, 
trunk sewer lines, fire.and police 
protection and hospitals. 


Soaring Birth Rates 

Today’s soaring birth rates—an 
estimated 4,100,000 new Americans 
were born in 1954—are plain proof 
that we need many, many more 
classrooms today to house our 
children. By 1960, that need will 
have risen to 700,000 classrooms 
unless we act now. Congress has 
made a start in the right direction 
this year by providing in the new 
housing bill a provision allowing 
FHA to insure mortgages « 
houses to be used temporarily as 
schoolrooms. 

I am confident that the home 
building industry will rise to meet 
these challenges of the future, be- 
cause the real opportunity, the 
real housing boom, lies ahead, not 
behind us. 
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Home Building in 1955 


Construction to 
Top All Records in 1955 


U.S. agencies predict new construction will reach $3914 


billion in 1955, 


% above this year. Home building to be up 


13%, 1.3 million units to be built. 


New construction activity will 
climb to an all-time high in 1955, 
two government agencies have 
said. The Commerce and Labor 
Departments predicted in a joint 
report that the building industry 
will put a record-breaking $39.5 
billion of new work in place next 
year. Both public and private 
building will be bigger than ever 
before, they said. 

The agencies commented that 
private spending for new construc- 
tion will rise 7% next year to $27.4 
billion. Public spending will ad- 
vance 5% to $12.1 billion, they 
added. 


More Home Starts 


Private home building will jump 
13% to a record total of $15 billion, 
the departments said. They pointed 
out that home building will ac- 
count for 55% of all private con- 
struction if the predicted volume 
is achieved. 

The agencies said they expected 
builders to start 1.8 million new 
homes during 1955. This would be 
100,000 more new starts than in 
1954 and the largest total for any 
year since the 1950 peak of 1.396 
million dwellings. 

The department explained that 
it looks for a near-record volume 
of starts next year because of the 
continued strong demand for 
homes, the ready availability of 
mortgage money and the recent en- 
actment of legislation easing the 
credit terms on government-pro- 
tected mortgages. 

“The declining marriage rate 
apparently is being offset by a ris- 
ing rate of household formation 
of other types, such as homes 
maintained by older persons and 
single adults,” the agencies said. 
“There are also more families with 
three and four children. It ap- 
pears, however, that the vitality 
of the housing market can’t be 
explained entirely by statistics. 
Many signs indicate that the desire 
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for home ownership as a social 
goal has been intensified.” 


Private Non-Residential 


Although private housing is ex- 
pected to account for the bulk of 
the net increase in total private 
construction operations in 19565, 
important non-residential building 
will also score gains. Commercial 
construction will grow to a new 
high of $2.3 billion with the em- 
phasis on new stores, shopping 
centers. Religious and private 
educational building will expand 
still further. 


Government 
Forecast 


Construction on the farm will 
decline some 7% next year. Rail- 
road outlays will go down 13% and 
gas utility work will decline 2%. 


Public Construction 


Discussing the anticipated 5% 
gain in public construction, the 
departments predicted that high- 
way construction will jump 18% 
to a record $4.2 billion. School 
building will climb 16% while out- 
lays for military facilities will go 
up 18% to $1.1 billion. Public in- 
dustrial construction will tumble 
33% to a total of $1.050 billion. 








New Construction 1954 and 1955 
(Millions of Dollars) 


Type of Construction 


Residential (excluding farm) 
New dwelling units .... 
Additions, alterations 
Non-housekeeping 


Non-residential building . 

Industrial 

Warehouses, etc. 

Stores, offices, etc. 

Other non-residential 
Religious 
Educational 
Hospital, institutional 
Social, recreational .... 
Miscellaneous 


Farm Construction 
Public Utility 
Railroad aa 
Telephone, telegraph 
Other utility 


All other private 
Private total 
Public Total 


Total New Construction 


1954 1955-1954 


13,305 +13 
11,890 +13 
1,120 +7 

295 +10 


6,140 ' +4 
2,000 —8 
.. 955 +5 
. 1,200 +8 
. 1,985 +13 
585 +15 
560 +16 
335 
210 
295 


1,560 
4,400 
375 


625 
. 3,400 


120 
.25,525 
11,475 


37,000 


Percent Change 
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Modernizes sinks 


and shower stalls... and walls... and shelves... 















































Dresses up tables Brightens cabinets Adds beauty to 


worn counters... 


Turns bar tops 
into showpieces... 





® 


























THE NEW PLASTIC LAMINATE 


FOR A HUNDRED HOME USES 


Anyone can cover tables, counters, sink tops, window sills or wall 
panels with Conolite and be sure of beautiful results every time. 
This hard-surface laminated plastic goes on easily without special 
tools and bonds to wood, metal, press board or plaster surfaces with 
a lasting grip. You can offer your customers an exciting variety of 
colors and patterns, including wood grains. For all of its special 
features and convenience, Conolite still se!ls for a sensationally low 
price. Don’t send customers away disappointed when they come to 


you for Conolite — look into this new decorative laminate NOW! 


Comes in convenient roll form... 
Sell it by the yard 


FACTS ABOUT CONOLITE: 


® Conolite is easy to clean, dent-proof, flexible 
enough to form curves and coves. 


® Full-resistant to boiling water, acids, grease, 
alcohol, temperatures up to 350°F. 


® Comes rolled in a choice of several colors, 


widths and any desired length to eliminate 
extra seams. 


Send a post card today for full details 


SELLING AIDS 
AVAILABLE TO YOU 


Here's one of the easi- 
est to understand book 
of instructions ever 
written... how 
| to 
Attractive folder has apply 
actual samples and 

ideas for use. .. 


Compact display has handy sample squares for 
customer's inspection... extra samples are 
included in a protected compartment. 


SPACE ON BOOKLETS FOR YOUR IMPRINT 


CONTINENTAL E CAN COMPANY 


CONOLITE DEPARTMENT 
T6éth AND LOCUST STREETS, 
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Larger, more value-packed homes .. . 


rej 


# 


Planned outdoor space... 


Higher Quality Homes to Get 


Although the nation’s acute 
housing shortage is over the home 
building industry in 1955 can now 
turn to a huge market for bigger, 
better homes but cost-cutting 
ideas and more efficient selling 
techniques are in order. 

Despite the public’s greatly in- 
creased purchasing power and its 
keen interest in improved housing 
the average American has never 
spent so little of his income on his 
home. As House and Home maga- 
zine comments “until recent years 
we all expected to spend 20%-25% 
of our income for our home. Now, 
suddenly, the average has fallen to 
closer to 12%. It’s a hard and sim- 
ple fact that housing is today the 
most undersold product in the 
American market.” 


Recent figures show that 12 mil- 
lion more families can afford a 
$12,000 home than could afford the 
equivalent $8,000 home in 1929. 
Actually, while the market for the 
$12,000 house was expanding 
300%, the supply was increasing 
only 30%. 


Challenge of the Future 

Bigger, improved homes at lower 
cost were pioneered by builders 
throughout the country this year 
and there’s every indication that 
1955 will show further progress. 
Visitors to California, especially, 
in the past year, have been im- 
pressed by the terrific house deliv- 
ered for $12,000 to $15,000. It’s 
probably true that the west coast 
is providing more cost cutting 
ideas than any other section of the 
country. While the milder climate 
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Courtesy Roddis Plywood Corp. 


LIVING ROOMS will be paneled by many leading builders in 1955 to increase the 
sales punch of their homes. New hardwood plywood, above, is pre-finished and is 


offered with matching hardwood trim. 


does reduce some costs it’s also 
true that every room in these west 
coast homes has an individual 
heating unit, either electric or gas, 
that comes very close in the over- 
all coat to a central heating sys- 
tem. 

The U. S. Housing and Home 
Finance Agency, speaking of costs, 
has indicated that a house can be 
enlarged 10% to 14% at an in- 
creased cost of only 3% because 
additions to a basic house require 
little or no change in high rate 
bathrooms, kitchens, plumbing and 
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wiring expense. There is hardly a 
builder who could not provide 
more bh use at little extra cost if he 
used all the cost cutters he prob- 
ably knows but doesn’t bother to 
use. Many houses, for example, 
because of poor plans, waste from 
50 to 70 square feet through care- 
less arrangement of hallways. 
The stage will obviously be 
ready in 1955 for much wider use 
of the Lu-Re-Co panel system de- 
veloped by the Lumber Dealers 
Research Council in cooperation 
with the Small Homes Council, 
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Separate dining rooms .. . 


More of Consumer’s 


AIR CONDITIONING {fs another sales 
feature being scheduled by builders 
next year for their new homes. Above, 
a house at Austin, Tex., where 12 
homes were recently built to test the 
latest air conditioning ideas. 


University of Illinois. Lu-Re-Co, 
properly handled by either the 
dealer or his contractor-customer 
can successfully cut the cost of 
erection and give the customer 
more house for his dollar. 

The dealer who appreciates the 
contractor’s position in todty’s 
market will seriously consider not 
only Lu-Re-Co next year but also 
precut roof trusses, precut storage 
walls, precut studs — everything 
slanted to save costs and keep the 
small and medium-sized builders 
competitive with the prefab and 
tract contractor. 


Home Buyers’ Demands 


The pressure from the public 
for better, larger homes is indi- 
cated by a Fortune magazine sur- 
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Two bathrooms... 


TWO-STORY homes are being planned 
in larger volume by builders in some 
areas for next year because of their 
efficient use of the land. Public de- 
mand for more room is running square- 
ly into a serious shortage of improved 
lots at reasonable prices. 


vey of 306 builders in 40 cities and 
by the comments of the editors of 
leading consumer magazines who 
participated in a round table on 
this subject. Builders replying to 
the survey said: 

People are looking for larger, 
more expensive hones. 

From 20% to 30% of our buyers 
want four bedrooms. 

To bring in buyers we are pro- 
viding larger bedrooms. 

Buyers are not shopping just for 
a roof over their heads. More 
square footage for less money is 
the biggest demand. 

Builders will have to hold their 
price structure and give their cus- 
tomers more house. 


Consumer magazine editors re- 


Dollar in 1955 


Courtesy Insulite Dew., 
Minn. & Ontario Paper Co. 


EXPOSED BEAM construction is ex- 
pected to be even more popular in 1965 
because of a new insulation board item 
that cuts application costs by combin- 
ing the roof deck and the interior ceil- 
ing finish in a single product. 


ported buyers were consistently 
demanding “more of everything 
that makes one house better than 
another.” Specific trends they cited 
were: 


Elizabeth Gordon, House Beau- 
tiful—“People who are not eating 
in a dining room are beginning to 
want it because their children are 
growing up with what they con- 
sider bad manners. They feel they 
need to grade up the children’s 
manners by setting a more elab- 
orate table.” 

Mary Davis Gilles, McCalls— 
“People want kitchens they can 
dine in, even in small houses. 
Houses under $20,000 do not have 
a large enough area for dining.” 

(continued on page 135) 
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sell this money-maker... 


KEYCORNER 


Pre-formed to fit snug in corners 
Gives multi-directional reinforcement 
Quick and easy to lath 

Lays tight against flat surfaces 


Trowels over smoothly and easily 





Provides a minimum of 
waste material 


Galvanized to prevent rust streaks 


Comes in easy to handle, 
easy to store 150 ff. rolls. 


Easy to handle... Easy to 
store 150-foot rolls, 4”, 5” 
6”, 12” and other widths. 





KEYCORNER 


GALVANIZED PLASTER-REINFORCING LATH 


...sell it by name! 


THIS LOW-COST, MORE EFFICIENT PLASTER REINFORCING LATH 


CAN BE A BIG PROFIT BUILDER FOR YOU — HERE’S WHY: 


Keycorner has everything you look for in 
a money-maker. It’s easy to stock. Easy 
to handle. It’s easy to ship. Can’t rust— 
it’s Galvanized! Once a contractor tries it, 
you'll find repeat orders and fast turnover 
piling up profits for you. So sell better 
quality plaster jobs. Sell Keycorner. And 


sell it by name. Your customers will know it 
as the plaster reinforcing lath that assures 
them a top quality job easily, economically. 
Profit from this swing to finer construction 
of plaster reinforced with Keycorner. Key- 
stone backs you with national advertising. 


Profit now. Write or wire for details. 


by the makers of KEYMESH and KEYBEAD GALVANIZED PLASTER- REINFORCING 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Illinois 


STRONGER PLASTER 


. KEYMESH * KEYCORNER * KEYBEAD * KEYSTONE NAILS * KEYSTONE WELDED WIRE FABRIC 
» KEYSTONE TIE WIRE * KEYSTONE NON-CLIMBABLE FENCE * KEYSTONE ORNAMENTAL FENCE 
6, 








\ 
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DERNIZATION DIVISIO! 





— 


CREATIVE SELLING will be necessary to capitalize on the do-it-your- 


self home improvement market as more and more dealers are capital- 
izing on the handyman’s desire to improve his home. 


Canton, Ohio. 


KITCHEN REMODELING heads the list of home improvements planned by many home- 
owners. Here, a salesman demonstrates a mixer cabinet at the Ed Williams Lumber Co., 


December 13, 1954, AMERICAN LUMBERMAN & 











Repairs 





and Remodeling in 1955 





ATTIC FINISHING is a popular do-it-yourself project. 
Wallich Lumber Co., Detroit, used a cutaway section to 
demonstrate attic remodeling at a do-it-yourself show last 
month. 

















BASEMENT RECREATION ROOMS rank high on the list 
of planned home improvements and offer homeowners an 
opportunity to economically add more living space. 


Home Improvement Market 
Faces a Bright Future 


Home remodeling and repairs are offering many 
building material dealers a profitable market, which is grow- 
ing steadily with the do-it-yourself boom. 









The Home Improvement 
Picture 








Anticipating a slight easing off 
in new home construction during 
the next five years, many building 
material dealers are developing 
the sales potential of the home re- 
modeling and repair market in 
their communities. By aggressive 
promotion, these dealers are in- 
creasing profitable sales of build- 
ing materials to homeowners and 
setting up their yards as home 
modernization headquarters. 

Since 1946, the emphasis has 
been on new construction and com- 
paratively little repair work has 
been done on many homes, opening 
a ripe market for home improve- 
ments. According to a U. 8S. Cen- 
sus Bureau survey, there are about 
20 million homes in this country 
which are 33 years old or older. 
Another eight million are at least 
24 years old, and at least one mil- 
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lion other homes require some re- 
pair work. 

Many homes built since 1946 of- 
fer a market for home improve- 
ments. A good many of these homes 
have only a minimum number of 
sleeping rooms finished off to meet 
mortgage requirements. The ma- 
jority of these homes are owned 
by young couples whose families 
are growing, creating a demand for 
more living space. 

Potential $8 Billion Market 

Studies by the Gypsum Associa- 
tion reveal there are eight million 
owners of one-family houses now 
faced with the necessity of expand- 
ing their living quarters. 

“Development of the add-a- 
room market should give a power- 
ful boost to the building industry,” 
said Lloyd H. Yeager, general man- 
(continued on next page) 


Surveys show that the potential mar- 
ket for home remodeling for 1955 is 
at least $8 billion, and also reveal 
that: 





—One out of five homeowners is 
planning some home improve- 
ments in the next three years. 


—A large percentage of these jobs 
will cost $1,000 and morse. 

—Fasy financing is mabing home 
improvements more desirable. 


—More and more homeowners are 
doing their own remodeling under 
the guidance of the lumber 
dealer. 

—Aggressive promotion by manu- 
facturers and dealers is selling 
the idea of home maintenance as 
an investment. 

—More personalized selling by out- 
side salesmen will be necessary 
as more dealers compete for the 
home remodeling market. 












ager of the Gypsum Association,” 
and it should be of special value in 
those areas where new residential 
construction may decline. 

“The dollar potential of this 
market is at least eight billion,” 
he added. “This estimate is based 
on our surveys, and others, which 
report that the average homeown- 
er is spending about $1,000 to add 
a room.” 

This is also demonstrated in an- 
other survey published in the Fed- 
eral Reserve Bulletin, June, 1954, 
which shows that expenditures for 
home improvement and mainte- 
nance during the past five years 
have been steadily growing in the 
$1,000 and up category and declin- 
ing in the $1,000 and under brack- 


et. This shows that people are 
spending more for major home 
repairs and improvements and in- 
creasing their big-ticket purchases 
of building materials. 

Looking into the potential mar- 
ket for home modernization and 
repairs, another Federal Reserve 
survey showed that the market for 
home improvements has barely 
been scratched and that one home- 
owner in five is planning to im- 
prove his home within the next 
year or two. 


Modernization Market Growing 


Looking at it realistically, the 
home improvement field offers a 
greater building materials market 
than new construction. The aver- 





Ownership and operation of 


its own mills gives BATE the 
opportunity to control at every 


siep of production — from 


timber harvesting to final delivery 


PONDEROSA PINE 
DOUGLAS FIR 
SPRUCE 
YELLOW PINE 


BATE 


— the high quality that has 
built the BATE reputation. 


That quality is matched by the service 

and dependability offered by the nation- 
wide BATE system of mills, offices and 
distributing yards. Whatever your requirements, 
you can be sure if you order BATE. 


_ 
- 
- 


_e- 77” MEMBERS 
.. WPA-SPA-WCLA 


~ 
~ 


~ 
~ 
~ 


J). HERBERT BATE CO., INC. 
30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portland, Oregon 


(To obtain more data on advertised products see page 154) 
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age dealer has about 50 home im- 
provement packages which sell for 
$100 or more. The roofing, siding 
and insulation markets alone ac- 
count for more than $1.5 billion 
in sales annually and a lot of this 
business is bypassing building ma- 
terial retailers today. 

According to a recent U. 8. Cen- 
sus Bureau survey, which covered 
a representative sample of 2,000 
households in 86 major cities 
across the nation, homeowners 
spent $3 billion for home improve- 
ments during the first five months 
of this year. Of this sum, $1.3 
billion went for repairs and re- 
placements, $1.4 billion was spent 
for alterations and improvements 
and some $331 million went for 
room additions. 


Remodeling Can Ease Slump 


Actually, no one knows with any 
reasonable degree of accuracy just 
how large the volume of home im- 
provement business is at present. 
But many convincing studies sug- 
gest that the flow of money and 
materials into the home improve- 
ment market is rapidly approach- 
ing the flow into new home con- 
struction. 

“I would venture a conservative 
opinion,” said Walter E. Hoadley, 
Jr., Armstrong Cork Co. economist, 
“that for every dollar now spent 
for new home building, at least 
another 75¢ is being spent to fix up 
existing dwellings. In short, home 
remodeling offers a great promise 
for offsetting sales and profit de- 
clines elsewhere in the building 
industry. 

Speaking about the future poten- 
tial of the home remodeling mar- 
ket, Alan E. Brockbank, past presi- 
dent, National Association of 
Home Builders, said: 

“Any decline in new construc- 
tion can be offset by home remodel- 
ing markets. A city of 5,000 popu- 
lation offers a $250,000 annual 
market for remodeling jobs, while 
a city the size of San Francisco 
would require more than $10 mil- 
lion in remodeling every year.” 


Types of Jobs 


Though it may vary slightly in 
specific localities, the consensus of 
several surveys studying proposed 
home improvements shows kitchen 
remodeling heads the list. This is 
followed closely by additional 
rooms, garages, basement recrea- 
tion rooms, attic finishing, porches, 
breezeways, new flooring, new 
roofing, closets, plumbing and 
heating changes, window improve- 
ments, new siding, patios and other 
improvements which involve ma- 
terials handled in most lumber and 
building material yards. 

In these surveys the amount to 
be spent on home improvements 
varied widely because in many 

(continued on page 64) 
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Precision 
roll-formed metal 
track... V-Bottom 

FINGERTIP CONTROL prevents dirt from 


obstructing wheel. 


TROUBLE-FREE PERFORMANCE * 


One track for 
all size doors... 


7 


Lifetime Nylon 
factory lubricated 
ball bearing 
wheels. 


* 


Adjustable 
hangers permit 
quick 
installation... 
lock nut holds 
adjustment 


* 


Guide Spacer 
keeps door 
é aligned... 
SLIDING DOOR AND \WZVi)) te)-1 > poanp as HARDWARE 


scuffed doors. 














ARTHUR COX ”% SONS, 

70 N. Sycamore, Pasadena, Calf, Dept. 101D 
Phe end fi iuterature on Glide-Master 
Slic lin ig Door pote WwW ciate Hardware. 


Name 


Firm 


Address 


City Zone State — 
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NOW! A Caldwell 


Spiral-Spring Sash Balance 
For Every Application 


THE ALL-NEW 


ELIX 


For institutional and 
commercial sash 
weighing up to 70 lbs. 


GREER THESE FEATURES 


+ Requires no head or side room, 
no mortising of frame. 

. 25% less wood removed in rout- 
ing. Fits round or square groove. 

. Speciclly designed for quick 
and easy installation. 

. Pretensioned at factory. No ad- 
justment needed up to 5 Ibs. 
variation. 

. Further tension adjustment easily 
made after balance is installed, 

6. Seamless, rustproof aluminum 
tube. 

7. Guaranteed for the LIFE of the 

building. 


2 


Write today for new HELIX Catalog 
sheet and installation details. 


The Dependable 


SPIREX 


For residential sash 
weighing up to 30 Ibs. 


- 7 BIG ADVANTAGES 


. Can be installed while sash is in or 
out of frame. 


. Adjustuble after balance is in- 
stalled. 


« Only 3-4 turns required to tension 
balance for 24” x 24” sash. 


. Positive lifting power. 

. Fits round or swore groove either 
%" x %" or %” 

- Quiet operation, 


. Shipped in durable telescoping 
carton with easy size number iden- 
tification, 


Available in all sizes. 


Remember — Caldwell also manufactures a 
complete line of Clock Spring Sash Balances. 


A duel 


CALDWELL MANUFACTURING COMPANY 


65 COMMERCIAL ST.. ROCHESTER 14, N.Y. 
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HOME IMPROVEMENT 


(begins on page 60) 





cases the homeowners expected to 
do most of the work themselves. 
But, in more than half of the jobs 
planned, costs were estimated at 
well over $1,000. 

More and more homeowners are 
doing their own home improvement 
work, which they formerly hired 
out to professional craftsmen. Be- 
cause they save substantially on 
labor, they can use this money to 
buy more building materials and 
do more remodeling. 

Among newly-married couples, 
there is a trend toward buying and 
erecting packaged houses or buy- 
ing a shell home to finish off in 
their spare time. This market has 
a very high dollar potential for 
the lumber dealer who promotes 
this business. These homeowners 
often lay their own flooring, put 
up partitions, panel walls, install 
kitchen cabinets and many other 
jobs, formerly handled only by pro- 
fessional craftsmen. 


New Merchandising Concepts 


Though there is a wide differ- 
ence of opinion among lumber 
dealers as to the extent he should 
control the modernization sale or 
farm it out to contractors, there 
is almost unanimous agreement 
that the do-it-yourself home re- 
modeling market should be culti- 
vated. 

Dealers have learned that sell- 
ing the contractor is one business 
and selling the home handyman is 
another. To provide better service 
for both markets, dealers have 
separated them into two distinct 
divisions. Employes specializing 
in do-it-yourself trade receive spe- 
cial training so they can offer 
advice and guidance to the home 
owner in a language he under- 
stands. 

Educating the handyman is the 
main problem of building material 
dealers and it has been solved in 
several ways. To show the home 
handyman how he can do-it-him- 
self and also introduce new prod- 
ucts, more and more dealers are 
holding evening classes or clinics; 
many dealers have house doctors 
or similar advisers, who visit the 
customer’s home and help him plan 
remodeling jobs and offer advice 
and expanding their home plan- 
ning centers to include a modern- 
ization division. 

Manufacturers have cooperated 
with dealers with consumer litera- 
ture emphasizing do - it - yourself 
home remodeling. New products 
have been introduced, and some of 
the old ones modified, so they can 
be handled by the home handyman. 
In every case, the manufacturer 
stresses that the homeowner 
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should visit his lumber or building 
material dealer for advice and 
materials. 


Personalized Selling 


Aggressive promotion of home 
remodeling as a package at a 
budget price with outside sales- 
men have proved the best combina- 
tion for selling home improve- 
ments. These salesmen visit the 
prospect’s home, estimate the job, 
suggest materials, make sketches 
if necessary, help arrange financ- 
ing and advise the homeowner if 
he’s going to do the job himself. 

“Our salesmen visit the pros- 
pect’s home in the evening and 
help him plan his remodeling job,” 
says Harry Smith, president, Mo- 
hawk Lumber Co., Detroit. “We 
keep it on a personal basis and 
advise the customer how he can 
best do the job. After the home- 
owner starts the job the salesman 
follows it up to offer advice and 
encouragement. After several vis- 
its the salesman is welcomed into 
the home as a friend.” Proud 
homeowners have proved a source 
of priceless word-of-mouth adver- 
tising for the Detroit firm. 

“No man will knock his own 
work,” Smith adds, “and we always 
have a booster when a job is fin- 
ished by the homeowner himself.” 

The need for more outside sales- 
men was stressed by Harry Canup, 
director, extension service, Okla- 
home A & M College, when he 
spoke before the eighth annual 
Oklahoma Lumbermen’s conven- 
tion last October. Revealing the 
results of a 10-week survey which 
covered 35 sample yards in Okla- 
homa, Canup said: 

“Only three of the yards I con- 
tacted were realistically going 
after large sales on an aggressive, 
creative basis with outside con- 
tacts to stimulate building of ga- 
rages, additional rooms, extra 
baths and remodeling jobs which 
run material bills up to $1,500 or 
$3,000 and make the dealer a real 
profit. Surprisingly enough, many 
of these buyers are doing their 
own work. 

“The key to this business is out- 
side selling. Few of these custom- 
ers stroll into the yard office and 
ask to be waited on.” 


Promote Home Maintenance 


“Service your home as you would 
service your car” is stressed in a 
series of newspaper ads sponsored 
by 35 retail dealers in Seattle. Re- 
cently this group formed the Asso- 
ciated Lumber Dealers of Seattle 
and Vicinity to formulate a code 
of business ethics and promote 
home remodeling. One of the asso- 
ciation’s ads said: 

“The two most prominent fac- 
tors in our life today are our home 
and our car. We service our car 

(continued on page 66) 
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THE ONLY TENSION SCREENS THAT HAVE EVERYTHING... 


KEYSTONE 


ALUMINUM FRAMELESS TENSION SCREENS 





1 Slide bracket held by screw. 

Round headed screw installed 
in top blind stop holds remov- 
able top bar bracket. 








2 Patented, tamper-proof ten- 
sion catch at sill holds Key- 
stone Screen securely in place. 
Just turn knob to adjust for 
proper permanent setting. 





Exclusive free-floating | sill 

bar assures snug fit at bot- 
tom ... adjusts screen to uneven 
or off-level sill. 





SALES OF TENSION SCREENS are soaring... and that’s 
only natural! They're the lightest screens ever marketed, 
easiest to handle; easiest to store. They're put up and taken 4 No bulky hardware on sill 
, oe : ’ ... just a neat, small, per- 
down from inside the house. They abolish maintenance . . . manent bracket. 
never have to be painted. 
On top of that, Keystone Tension Screens are all-aluminum 
and never rust or stain the woodwork... last years longer 





...cost less than old-fashioned screens and are far more 

economical. And only Keystones have all the special advan- 

tages and extra features shown at the right. Extra strong vertical edges 
For most sales with the least sales effort, get the full facts cial per sg pate eg ant 

about Keystone Aluminum Frameless Tension Screens. Mail 

coupon below — it pays off every time. 











AEE: Ss RR NI eS Ne RR RN 
Keystone Wire Cloth Co. t 


Dept. B-12, Hanover, Pa. 
Kindly send me full information about Keystone Aluminum Frameless 
Tension Screens. 
Firm. i 


WIRE CLOTH COMPANY _— 


Street 











HANOVER, PA ° FOSTORIA, OH'O 
City 
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Signs Help Sell 





MART 


Dave | PAI 
ad wf rs 


ware pases 


DUILDING 


414 WORTH SPRING Stree... 


DIAL tan, 





coat 
fut WwOOe 
mith COOLERS, 
guret & wooo Fe 


NO WASTED SPACE useable for ad- 
vertising purposes is permitted by this 
Wisconsin firm. Sometimes the side 
of a warehouse can be used to good 


Wisconsin 





advantage. 


Minnesota 





SIGN STOPS CUSTOMERS for 
Stewart’s at their new drive-in yard 
in Minneapolis. Message is easily 
changed. Note attractive planter box 
at the base. 








Expansion 
Attics 


54% 
Have Full 
Or Partial 
Basements 








Breakdown of Add-A-Room Market 
All 8,000,000 Homeowners Who Need More Space 
Are Prospects for 
BUILDING ON a New Room. Also... 





51% 
Have Garages 


32% 
Have 
Convertible 





mmm: or ches 
(At least 72 Sa. Ft.) 

















HOME IMPROVEMENT 
(begins on page 60) 





every thousand miles... we keep 
it in good repair for years and we 
are proud of it. 

“We spend much more of our 
time and money in our home and 
it, too, requires upkeep to remain 
beautiful. Think of your lumber 
dealer as you would your gas sta- 
tion . . . and service your home 
regularly.” 
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Courtesy Gypsum Association 


Budget Prices Upgrade Sales 


Easy payments have opened the 
door for bigger sales and more 
profits for the building materials 
dealer. New financing provisions 
in recent housing legislation 
should give an added boost to home 
remodeling activity and larger 
sales of building materials. 

The open-end mortgage pro- 
visions in the housing bill allows 
the repair-minded homeowner with 
an FHA-insured mortgage to add 
remodeling and renovation costs 
to his mortgage and repaying the 
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amount during the remaining term 
of the mortgage. These loans can 
be made only by FHA-approved 
lenders and must be used for items 
which improve or protect the basic 
livability and utility of the prop- 
erty. 

“For the past two years home 
modernization loans insured by 
FuA have exceeded $1 billion,” 
says ©. B. Sweet, director of FHA’s 
Title T program. “Practically all 
these loans involved materials 
stocked by retail lumber dealers.” 

This easy financing, the mo- 
mentum of the do-it-yourself move- 
ment and aggressive building 
materials advertising by manufac- 
turers and dealers has created a 
desire for home improvements. To 
capitaJize on this desire, promo- 
tion-wise dealers are making their 
yards headquarters for the home 
handyman interested in improving 
his home. 

Using clinics, classes, home 
modernization centers, plenty of 
expert advice and guidance, these 
dealers are literally insuring them- 
selves profitable sales of building 
materials to the do-it-yourself 
market for many years to come. 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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Pioieor’ by A 


QOD 


For Warmth 























For Strength 


The Kitchen Consumers Have Been Asking For 


Famous American Kitchens rugged, all-steel customized beauty of natural birch and antique 
chassis with premium-quality, work-saving fea- copper! Outstanding. Turn Page for Details o 
tures... combined for the first time with the the Kitchen Industry’s Hottest Line! 





Dhaai et Kitchen Sales 400% with 


25% ot kitchens sold are steel! 


75% ot kitchens solid are wood! 


Sell ALL, with “Pioneer” by American Kitchens 


Here's the only kitchen that offers the sales-winning combina- 
tions of natural birch doors, antique copper drawer fronts and 
door handles, rugged steel chassis. The ''Pioneer’’ offers cus- 
tom quality and mass production economy. Best of all you 
make a full 40%! 


POWERFUL SELLING CAMPAIGN 


at Met ee me ee 


ADVERTISING e 
e PROMOTIONS 


top national magazines and news- A powerful introductory ‘Pioneer’ sink promo- 


Arresting, full-page, full-color ads in 


papers! A tremendous, continuous tion at low prices will build your traffic . .. make 

campaign that reaches a wide money for you! Liberal local ‘co-op’ adver- 

audience | = tising helps you sell through newspapers, radio, 
billboards. 


DISPLAYS e oe 


Point-of-purchase displays, window 
bonners, and other colorful, provoc 
ative material! These aggressive 
displays will turn heads. . . put your 
shoppers in a buying mood! 


SEE THE SENSATIONAL “PIONEER” LINE AT THE JANUARY FURNITURE MARKET! 
January 3-19, Room 1155, Merchandise Mart, Chicago, Illinois 


— ———— 4 
American Kitchens, u M 
AVCO Manufacturing Corp., Connersville, ind. 

(Please Print) 
Please have my nearest American Kitchens distributor contact 
me with full information about the new “Pioneer” line! Con d of Steel for Lasting , al! 
Nome . 

MAKE MORE MONEY FOR YOU 


AMERICAN KITCHENS DIVISION (Alco 0) )) CONNERSVILLE, INDIANA 


Street Address 


City Zone State 





THIS BRAND NAME ON 
LUMBER NOW BRINGS YOU... 


"To meet the ever-increasing demand for beautiful Knotty 
Cedar, Weyerhaeuser now introduces a new product—Weyer- 
haeuser 4-Square Knotty Cedar Plywood. 

Paneling of Knotty Cedar Plywood—with its blend of golden 
browns that tapers to a beautiful honey tone . . . with its sepia 
knots forming unique random patterns—gives new excitement 
to room decoration. Like the popular Weyerhaeuser 4-Square 
Knotty Pine Plywood, the new Cedar offers an informal ele- 
gance and a fresh, stimulating beauty for interiors of all types. 
Both Knotty Cedar and Knotty Pine Plywoods are ideal for 
new construction and for remodeling and redecorating—the 
big panels can be installed quickly and easily over existing 
walls, with a minimum of sawing and fitting. For cabinet work, 
built-in furniture and similar uses, they also offer the charm 
of America’s favorite woods with the strength and stability 
inherent in plywood. 

New Weyerhaeuser 4-Square Knotty Cedar Plywood 
possesses important sales advantages for lumber dealers. See 
your Weyerhaeuser District Representative — and write for 
new full-color folders on both Knotty Cedar and Knotty Pine 
Plywoods. 


Pe 


} 
: 


Weyerhaeuser Sales Company 


ST. PAUL 1, MINNESOTA 
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Farm Building in 1955 


Silver Lining Predicted for 
Clouded Farm Building Market 


As a year of stable farm prices, 1955 promises more 
competition for the farmer’s building dollar as he shops for 
badly-needed farm buildings and improvements. 


Since what the farmer spends 
on farm buildings depends on what 
he receives for his crops, building 
materials dealers in agricultural 
areas will face a price-conscious 
farmer ,who will shop carefully for 
badly-needed farm improvements 
in 1955. 

The anticipated drop in farm in- 
come is leveling off at about 5% 
below last year and farm experts 
are predicting 1955 will be a year 
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of stability for 
prices. 

“American agriculture is not on 
the financial rocks — or even near 
them,” says Earl T. Butz, as- 
sistant secretary of agriculture. 
“There is nothing in the current 
economic picture to warrant the 
near-panic attitude some people 
have toward the future of agri- 
culture.” 


Secretary of Agriculture Ezra 


farm product 


Storage 


—Courtesy Reynolds Metals 


ALL - ALUMINUM BUILDINGS are 
gaining popularity on the farm. This 
all-purpose barn, equipped with sliding 
doors may be used for storage space 
or as a machine shed. 


Home Remodeling 





Courtesy Business of Farming magazine 


HOME REMODELING is high on the 
list of projects planned by farmers for 
the coming years. Here old wood sid- 
ing is being replaced with asbestos- 
cement shingle panels. 


Taft Benson predicted an encour- 
aging outlonk for farmers and 
stressed the opportunities in pro- 
ductive and efficient farming and 
expanding markets when he spoke 
to 4,000 members of the Llinois 
Agricultural Association at their 
convention in Chicago last month. 

“By 1970 there will be 200 mil- 
lion Americans,” Benson said. “We 
will have to increase farm output 
by approximately 25% to provide 
the same amount of food for each 
citizen available to the average 
person today.” 

The census bureau backs up this 
statement in a recent report which 
predicts that at our current grow- 
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Loafing Sheds 


Storage : 


POLE-FRAME CORN CRIB, roofed with corrugated 
OPEN HOUSING of Washington state dairy herd is provided aluminum, provides shelter for both grain and ma- 
economically by this cattle loafing shed made of fir plywood. chinery. Snow fencing is used for slatting. 





ing birth rate there will be at least 
two million more mouths to feed 
in this country next year. 


These are the Building Jobs Farmers Want to Do in 1955 


Farm Production Costs Rising 
Declining farm prices, coupled 
with rising production costs have 
accounted for a drop in the farm- 
er’s income and a cost-cutting 
movement is gripping the nation’s 
farmers — just as it has in other 
industries. Farmers are now criti- 
cally looking at their buildings as 
tools for production and designing 
or modifying them to shave labor 
and production costs. 
Based on the farmer’s need for 
better farm structures, the depart- 
ment of agriculture estimates 
there is a $2.2 billion market for 
new farm buildings and replace- 
ment of worn-out structures in 
1955. According to this estimate, 
Same beilaing ant ie to expacted Machine Sheds SHOP-FABRICATED RAFTERS and 
é : provide 
to remain at about the same level an ample machine shed and workshop 
it has the past four years. on this Minnesota farm. 
A survey of upper midwest lum- 
ber dealers conducted by The Farm 
magazine discloses that 86% of the 
dealers feel that 1955 farm busi- 
ness will be as good or better than 
this year. 
Financially, the business farm- 
ers are in good shape according to 
banking group reports. During the 
past 10 years they’ve had a record 
farm income, and farm savings are 
in excess of $22 billion. 





Need Major Improvements 
The past 35 years has been es- 
pecially hard on farm buildings 
because structural improvements 
ene ie See ‘ rst Machine Sheds ALL-PURPOSE SHED at Oklahoma 
ns ages d po aguas tng A & M demonstration farm features a 


scarce farm commodity space. Roof 
prices, a depression and wars have covering is unfinished fir plywood pan- 
(continued on next page) els lapped like shingles. 
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TRIPLE YOUR 
METAL LEG 
PROFITS! 








7 

Here is the al | 
DISPLAY 

MERCHANDISER 

that really makes 


customers 
sell themselves! 








Available to retailers . . . this point-of-sale 
display is « true “Silent Salesman”! Hand- 
somely finished table, made from «lab door, 
shows at a glance how easy and inexpensive 
it is to make beautiful furniture. Assortment 
of “Do-It-Yourself” metal legs attractively 
mounted on pegboard back panel. Folding 
legs mounted on table top, to demonstrate 
easy operation. You can paint in your own 
name or sales message on the upper sign 
pane. Convenient storage space for 30 sets 

ated out-of-sight, behind pegboard panel. 
This unique display really makes sales, can 
easily triple your volume in the fast-moving 
metal leg market! 


ABOUT OUR LEGS... 


Brewer metal legs include a complete selec- 
tion in both black and bright metal finish. 
Black wrought steel legs are especially de- 
signed for use on hollow core doors. Hand- 
some dull black finish is bonderized and 
baked . . . satiny smooth . . . the «moothest 
finish on the market . . . guaranteed not to 
snag stockings! Hairpin legs in heights from 
6” to 29”. Cocktail table legs in heights from 
12” to 16”. Folding legs, of tubular steel, 
are finished in bright zine, come in 2 heights 
16” for benches and 29” for tables, The 
Brewer line offers quality that can’t be beat 
at competitive prices that make it a popu- 
lar seller in the big “Do-It-Yourself” field. 1t 
will pay you to check on the Brewer line to- 
day, including details of how to get your 
own “Silent Salesman” Display Merchan- 
diser. 


E.F. BREWER CO. 


Mfrs. of Tubular Furniture 
* Tebe Fabricotors + 
4835 WN. 124th Street . Butler, Wis. 


If your jobber does not handle, 
Send for free detalls and prices 


&. F. BREWER CO. 
4835 N. 124th Street + Butler, Wisconsin 


Please rush me details, prices of Brewer 
metal legs, ond how to get my own ‘‘Silent 
Salesman" display. 
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heid back new farm construction 
and revolutionary changes in agri- 
cultural practices have outdated 
farm buildings. 

During the past two decades 
farmers have been concentrating 
on buying machinery and neglect- 
ing their farm buildings. This is 
a cue for rural lumber dealers to 
sell the farmer the idea of machin- 
ery sheds, farm shops, more effi- 
cient storage facilities and other 
improvements that can lead to 
labor saving and cut production 
costs. 

The lumber dealer’s problem will 
be to sell the farmer on the idea 
of genuine improvements, not just 
make-shift repairs. To fit needed 
improvements to the conditions 
and circumstances of the farm is a 
three-fold job. The farmer can de- 
termine what type of building he 
wants. The county agent or other 
farm groups can recommend or 
furnish plans or arrangements and 
the lumber dealer can help him 
select the most suitable building 
materials. 

“With any kind of a fair deal on 
farm prices,” says Thomas W. Hen- 
derson, managing editor, Grain 
Terminal! Association Digest, 
“farmers will do a lot of building 
in the years ahead.” 

“The entire concept of farming 
is undergoing a gradual change,” 
Henderson adds. “Storage space 
for machinery and materials is an 
ever-growing need. There is a cry- 
ing need for cattle loafer sheds, 
modern milking parlors, fertilizer 
sheds and an almost unlimited list 
of buildings to meet this new con- 
cept in agriculture.” 

“There is a trend toward larger 
poultry houses constructed so their 
capacity can be increased in 500- 
bird units,” says Don M. Turn- 
bull secretary-manager, American 
Poultry Federation. “The most 
likely field for expansion of poul- 
try farm construction seems to be 
in the west north central states.” 

A drop in egg prices early this 
year has slowed down poultry 
house building and improvements, 
but an anticipated revival predict- 
ed for late spring next year will 
no doubt also revive the poultry- 
men’s interest in better hen 
housing. 


Proposed Farm Building 


A nationwide survey conducted 
last year by National Analysts, Inc., 
an independent subsidiary of Cur- 
tis Publishing Co., polled more 
than 2,000 farmers to learn what 
type of buildings they planned 
erecting in the next few years. Of 
the farmers polled, 28% planned 
to build in the immediate future; 
machinery sheds headed the list of 
proposed buildings. 

Farmers, long-famous for neg- 
lecting machinery, are becoming 
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aware of the savings possible by 
taking care of their machines 
which often represent an invest- 
ment of $20,000 to $50,000. Studies 
have proved that machinery left 
out in the open has a life expect- 
ancy from 14% to 38% less than 
housed equipment. 


Of the 28% of the farmers who 
planned building or remodeling 
farm structures, 4.3% planned on 
building machine sheds; 3.4% a 
new home; 3.3%, poultry houses; 
3%, general utility barns; 3%, 
garages; followed closely by cattle 
sheds, graneries, hog houses, dairy 
barns and others. 

From this poll it was also 
learned that 65% of the farmers 
planning to build intended to do 
the work themselves; 28% planned 
to buy materials and hire carpen- 
ters; 7% were going to contract 
the job; and 1% intended to buy 
prefabricated structures. 


Profits Justify Costs 


Farmers may want to spend 
more than just the bare minimum 
to get substantial, durable build- 
ings. But, from the practical stand- 
point they cannot afford to waste 
space with elaborate structures or 
use the highest priced materials. 

“There are many ways to justify 
spending enough to get adequate 
buildings,” says Deane G. Carter, 
professor of farm structures, Col- 
lege of Agriculture, University of 
Illinois. “Premiums for grade A 
milk production that meets code 
requirements. Saving young pigs, 
protecting stored grains, maintain- 
ing high egg production, sheltering 
machinery or taking care of hay 
and silage demand good construc- 
tion.” Open cattle sheds, ground 
level hay storage, one-story barns 
and other open-plan utility build- 
ings are trends that tend to reduce 
costs and fit into current produc- 
tion programs.” 


Pole Construction Growing 


In the farmer’s search for more 
efficient buildings, which at the 
same time have a relatively low 
initial cost, pole-frame construc- 
tion leads the field. Pole-frame 
buildings are among the simplest 
to build and consist of nothing 
more than poles set in the ground 
on which a roof and sides are hung. 
Foundations are eliminated since 
the chemically-treated poles are 
set four to five feet in the earth. 
If desired, the floor of the pole- 
frame structure may be paved with 
concrete or gravel. 

Though pole frame construction 
can be used to build just about 
every type of farm building, it is 
finding its greatest acceptance on 
dairy farms and in beef cattle 
feeding operations when coupled 

(continued on page 74) 
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SIDING 


SILICONE- TREATED 


the most weather-resistant, dirt-resistant 
asbestos-cement siding ever offered by K&M! 


The water resistance of the Siliconed surface of **Century’””» NU-GRAIN 
Shingles seems unbelievable. It causes water to “ball up” instantly 
and roll right off. Tests have shown its astounding resistance to sun- 
light, industrial fumes, ice and snow and below freezing temperatures. 


Silicones are an invisible agent which cannot dissolve in water. They 
penetrate deeply and leave no surface film to peel off or wear away. 
Water-borne dirt, which can cause streaks under window sills and 
around other trim does not readily gain a foothold to mar the natural 
beauty of the shingles. 


**“Century”” NU-GRAIN Shingles are as permanent as stone itself. 
They will not burn, rot or corrode and never need paint for protection. 
The distinctive NU-GRAIN shades—green, brown, gray and white- 
tone—and the realistic wood-grain pattern are designed for a lifetime. 


Here, at last, is a truly weather-resistant, truly top-quality shingle 
for you to offer your customers—a new shingle that can bring new 
sales, new profits to you. Write for complete information today! 


There are eight Century” Shingles now Silicone-treated. In style 
# 58: (straight butt line) NU-GRAIN gray, brown, whitetone, red 
sepia and green (illustrated); also Shell White with cypress grain- 
ing. In style #57: Shell White with cypress graining and wavy 
butt line, 


KEASBEY & MATTISON 


COMPANY *+AMBLER* PENNSYLVANIA 


America’s first maker of asbestos-cement shingles 


ih 
iW 
: 


; 
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FARM MARKET 


(begins on page 70) 





with a “loose-handling” system of 
livestock care. 


Building material dealers, along 
with county agents and other farm 
experts, are showing the farmers 
that in some cases it may be more 
economical in the long run to build 
a pole-fence structure rather than 
remodel! an old building. 


Packaged Farm Buildings 


To capitalize on the farmer’s in- 
terest—and need—for better farm 
structures, alert lumber dealers 
are planning to bolster their sell- 
ing and promotion efforts in 1955. 
On the whole, this will mean more 
outside salesmen to follow up leads 
and ferret out new ones; advertis- 
ing aimed specifically at the farm- 
er; and mutual cooperation be- 
tween lumber dealers and county 
agents to help the farmer get the 
most for his building dollar. 

Buying a packaged building, or 

prefabricated structures, is the 
logical answer to the busy farm- 
er’s building problem. After all, 
*he’s buying a production tool, not 
just a load of lumber or building 
materials. Selling a building as a 
complete unit also makes it possi- 
ble for the dealer to control the 
whole big-ticket sale. 

The Addieville (Ill.) Lumber Co. 
is using packaged selling to beat 
outside competition — and sell 
buildings not normally sold 
through rural lumber dealers. 

The firm handles a line of truss- 
ed-roof buildings constructed of 
laminated-wood rafters which pro- 
vide a versatile building suitable 
for several uses on the farm. By 
quoting a package price for the 
erected building, the firm averaged 
sales of two buildings a month 
during the first six months of the 
year. 

“We've had a 25% increase in 
sales of farm buildings during the 
late spring and summer this year 
—our usual slack season,” says 
Willis Aubel, co-owner of Addie- 
velle Lumber Co., “and it looks 
like this fall we’ll have more work 
than our crew can handle.” 


Cultivating Rural Markets 


“There’s a way to get business 
in every community if you use 
your imagination and work for it,” 
says E., Knudsen, secretary- 
treasurer, Farmer’s Lumber & 
Supply Co., Polo, Ill. This yard 
cultivates the farm market with 
a salesman who concentrates on 
farm calls and follows up leads or 
keeps in touch with possible fu- 
ture jobs with personal calls. 
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“We've been doing a package 
selling job for the past 10 years,” 
Knudsen adds.” The customer tells 
us what he wants and our con- 
struction superintendent looks 
over the site, draws up the plans 
and our crew goes to work. 

“We find that more and more 
farmers don’t want to be bothered 
hiring the labor themselves and 
would rather have the complete 
job handled by us.” Four crews 
are used to erect buildings. During 
the winter they are kept busy in 
the shop prefabricating farm 
structures for the busy spring sea- 
son. 


Promotes Insulated Buildings 


“We really go after sales of in- 
sulating materials for animal shel- 
ters,” Knudsen said. “And we 
don’t stop with the walls or ceil- 
ings. We push vermiculite insulat- 
ing concrete floors. This is good 
hog country and there’s nothing 
as important at farrowing time 
then a warm, dry floor. 

“Besides, it’s more profitable to 
sell vermiculite aggregate than sand 
and that includes plaster jobs. I 
can’t remember when we've sold 
sand for a plastering job.” 

At the Prosper (Minn.) Lumber 
Co., Archie Halverson aggressively 
promotes vermiculite insulation 
for farm buildings. On a recent 
radiant-heated hog barn construc- 
tion job he sold 325 bags of vermi- 
culite. The new barn has set a 
new high standard for animal 
shelter in the area and is a show- 
place for the use of insulation in 
farm structures and selling more 
farmers on the idea of using in- 
sulation. 


Mass Display Sells Prefabs 


More and more rural lumber 
dealers are keeping their crews 


busy during the slack winter 
months prefabricating portable 
farm buildings in the yard. Last 
winter, Pay-N-Taket Lumber Co., 
Cedar Rapids, lowa, prefabricated 
40 assorted buildings and dis- 
played them in a lot adjacent to 
the yard. All but 15 of the build- 
ings were sold in two months. 

“Mass display is the thing that 
does it,” says manager John Plotz. 
“If we had a lot full of portable 
buildings we'd sell three times as 
many.” 

The effectiveness of mass dis- 
play was also demonstrated at the 
P. S. Linder & Co. yard at Sand- 
wich, Ill. By erecting a sign on 
the main highway, indicating that 
ready-built farm buildings were 
on display at the yard one block 
away, prefabricated items sold 
faster than the yard crew could 
fill the orders. 


More Personalized Selling 


Since few big-ticket building or 
remodeling jobs walk into the 


yard, some hard selling is re- 
quired. There are many different 
approaches to this type of selling, 
but the personal follow up of a 
lead or a direct mail piece seems 
the most effective. 

The O & N Lumber Co., Neils- 
ville, Wis., runs a string of nine 
yards in the area and uses a full- 
time salesman to canvass the area 
at least twice a year. By stressing 
building service, free advice and 
estimates in its full-page news- 
paper ads, the firm keeps its roof- 
ing and siding crews busy. Many 
of these small remodeling jobs 
eventually lead to some big-ticket 
new construction. 


Peter Lumber Co., Pleasantville, 
N. J., follows up its direct mailing 
pieces with periodic calls by a 
salesman, who offers to help plan 
buildings, the free services of a 
draftsman, plenty of advice and 
liberal credit terms. 


The Cash & Carry Lumber Co., 
Daleville, Ind., took to the air to 
build up a list of prospects for new 
farm buildings or remodeling jobs. 
Aerial photographs of farm homes 
and service buildings that looked 
like prospects were collected and 
placed in their proper location on 
a county survey map. 

Manager Fred Fulier followed 
up these leads with personal calls 
and the photographs, besides help- 
ing build good will, showed the 
farmer how he could improve his 
property. 


More Competition Ahead 


To hold their place in the face 
of increasing competition, rural 
lumber dealers are cultivating and 
assisting the farmer in many ways. 
Through manufacturers, county 
agents and other farm groups 
these dealers are making available 
plans and information to help the 
farmer achieve efficient farm 
structures. 


“Local lumber dealers should 
take a real interest in the problems 
of the farmers themselves,” an 
agricultural spokesman said. “Too 
often they are the fellows in town 
who are willing to sell, collect and 
forget. I think they’ll be pleasantly 
surprised at the response they’ll 
get by offering the farmer good 
basic materials with lasting qual- 
ity. 

“Farmers are quick to discover, 
and long to remember, any inferior 
product passed off by the super 
salesman. But they’ll call again 
and again at the lumber yard that 
protects them—provided it is com- 
petitive on price.” 





More Dealers Than Ever 
Are Now Reading 
American Lumberman 
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IT 
GROWS 


SECUR-SEAL 
Because it grows slowly in rocky soil, at alti- 


DELUXE 
tudes above 2,000 ft., Willamette HI-HEMLOCK 


has greater density, closer grain, and uniform A L U M \ N U M ST 0 R M WwW ! N D 0 W 5 


texture. 
@ No Inventory—No Investment 

This more even balance between spring-wood @ Complete Range of Stock Sizes Available 

and summer-wood means that HI-HEMLOCK is @ Immediate Delivery from Regional Fabricators 
less subject to stresses during the seasoning @ Customer Does Own Measuring and Installing 
process. Another reason why it pays to call us @ Exclusive SECUR-SEAL Design Eliminates Service 
on that next lumber order. 


These are the reasons big profits and volume sales are 
waiting for you as a Security Dealer! The market for 
Do-It-Yourself storm windows is big! It’s growing! 
The Security Dealer Plan helps you get your share of 
this extra business by giv- 

ing you exclusive sales 

matched flooring and siding, advantages! You can rely 

on Security, a manufac- 

turer long known and 

other lumber items. Mixed cars respected throughout 

the window industry. 

Get the facts today on 

the profitable Security /¥ 

albe Plan, and how AMERICA'S 
it will work for you. EASIEST 
Mail the handy cou- | OPERATING 
pon now, and start otore 
the profits rolling in! 


Producers of plywood, end- 
large timbers and more than 500 


© specialty. 


i 

‘SEND FOR THE FACTS TODAY! : 
The SECURITY Sash & Screen Company 
389 Midland Avenue, Detroit 3, Michigan 
Please send me comprete information about the: 


Security Fabricator Plan {[ | Security Dealer Pion 
>. NAME 


WILLAMETTE NATIONAL LUMBER CO.| (QQ) Coun 
PLANTS AT CORVALLIS AND FOSTER, OREGON SS y) y ce ee 


SO xsniicksuceanagaeices sill 
WILLAMETTE VALLEY LUMBER CoO. 


ae ZONE ___ STATE 
PLANT AT DALLAS, OREGON 


Producers of HI-HEMLOCK® ‘ 
FIR and CEDAR f i 
HI-HEMLOCK registered 
U. S. Patent Office i 
Member West Coast Lumbermen’s Association la 
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More than one million dollars 
was spent for building materials 
by the 7,000 farm families en- 
tering the rural home improvement 
contest jointly sponsored by Coun- 
try Gentlemen magazine and the 
National Lumber Manufacturers 
Association. Dealers from every 
state profited by the contest that 
brought entries ranging from $10,- 


The top-award project included 
a new kitchen and that was true 
of the majority of entries. The 
judges gave great consideration to 
the practical benefits achieved by 
the family. The emphasis was on 
ingenuity and the successful use 
of a variety of building materials. 
The first three prize winners 
shown on these pages can be help- 


Rural Home Improvement Contest Helps Dealers 


000 projects to simple cabinet mak- ful in merchandising home im- 
ing. provements to farmer-customers. 


FIRST PRIZE — $2,500 


The James A. Haughwout, Juniors, Reedsville, Penna., won the top 
prize by modernizing a small, inconvenient tenant house on the — 


farm for only $1,500. Materials were purchased from J. M. Young 
Sons, Belleville, Penna. 


Before 


REMOVING the partition in the picture 
above and sealing up the door to the base- 
ment created the living room shown on the 
left. The wallpaper is in warm, brown tones 
to harmonize with the furniture. 


Before 


OLD DINING ROOM, above, was dark and 
dreary. Now guests can be entertained, left, 
at the table folded below the window and 
still enjoy the spaciousness of one large 
room. The Haughwouts also modernized 
their kitchen and created a new family room. 


December 13, 1954, AMERICAN LUMBERMAN 





BEFORE 


SECOND PRIZE — $1,000. 


Two short years ago, Mrs. Jake Wingers, 

Randolph, Wis., was hauling all the water 

needed in her home from a well near the 

barn. Today, after spending a total of 

$1414.86, she has a fully equipped kitchen 

and handy wash-up room. Ceiling have been bee ; 

replastered, vein er a and aol with — § 
linoleum. Materials came from the Cambria 

Lumber Co., Cambria, Wis., and the Ran- 

dolph Lumber & Supply Co., Randolph, Wis. 





FAMILY ROOM 





If you examine the top-left floor plan 
you will see the changes made. The 
pantry has been opened up and contains 
a U-shaped work area with every inch 
of space put to good use. High cabinets 
store seldom needed articles; enamel- 
lined drawers hold sugar and flour. The 
desk and all cabinets are birch with a 
natural finish. Countertops are red plas- 
tic vinyl and the floor is gray tile. 


THIRD PRIZE — $500. 


Joseph J. Chott, Yakima, Wash., won his prize for a 
combination office and family room and an enlarged bed- 
room with lots of closet space. Building materials came 
from Sears Lumber Market, Yakima, Wash. Top photo 
illustrates the office-family recreation room with a built-in 
TV set. Bedroom, lower right, has a storage wall running 
the entire length of the wall between the two rooms and 
acting as a sound barrier. By doing all the work them- 
selves, the Chott's made all these improvements for the 
sum of $1,498.73. Itemized bills from lumber dealers were 
required of all contestants. 
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PALCO 


Architectural 
(Quality 
Redwood 


COMBINES DECORATIVE VERSATILITY WITH FUNCTIONAL EXCELLENCE 
in exterior or interior design 


As a trim or basic structural element, Palco Architectural Quality PALCO Redwood is tops 
Redwood combines the inherent elements of good design flexibility 
with practical functional requirements. Richness of color and 
grain contrast or compliment a galaxy of tones in companion V High Dimensional Stability 
materials and landscapes. Or it will take and hold paints and other 
finishes beautifully. Dimensional stability, ageless defiance of weather : : ; 
. ‘ img ‘ p ¥ Finest Paint Retention 
and deterioration, and ease of workability make it suitable for 
almost every structural application. The controlled uniform 4) |W Greatest Durability 
quality of Palco Architectural Quality Redwood offers an added 
premium in value —at no extra cost. For the finest in 
decorative versatility and functional excellence, specify YW Glve-holding Ability 
Palco Architectural Quality Redwood. 


in ALL these qualities 


¥ Low Swelling and Shrinkage 


W Good Workability 


THE PACIFIC LUMBER COMPANY 


The best in Redwood —Since 1869 
Mills at Scotia, California 


100 Bush St., San Francisco 4 + 35 East Wacker Drive, Chicago 1 » 2185 Huntington Drive, San Marino 9, Calif. 








MEMBER OF CALIFORNIA REDWOOD ASSOCIATION 
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Lumber and Millwork 


Lumber Ready To Meet Stiff Competition 


NLMA surveys the lumber picture for 1955 and finds 


plenty of optimistic signs. 


“Restrained optimism” aptly de- 
scribes the outlook for the lumber 
industry in 1955, according to Leo 
V. Bodine, executive vice-presi- 
dent, National Lumber Manufac- 
turers Association. 


“I personally feel optimism over 
the market potentials for lumber, 
but restraint when this is meas- 
ured against the stiff competition 
which lumbermen will find in the 
market place,” he says. 

Lumber production for 1954 is 
expected to be about 5% below the 
1953 level of 40 billion board feet. 


“Chiefly responsible for the de- 
cline in lumber output in 1954 
were the extended strikes in the 
Douglas fir region. The shutdowns 
proved we have moved completely 
out of a sellers’ market. If similar 
shutdowns do not occur in 19565, 
if construction prospects hold up 
and if lumber manufacturers take 
aggressive action to improve their 
market position, then production 
and consumption next year should 
at least equal—and may very well 
exceed—this year’s figure,” says 
Bodine. 

“The lumber industry can meet 
the challenge of competitive mate- 
rials. In the year ahead,” he says, 
“lumber manufacturers can be ex- 
pected to (1) continue to improve 
their product; (2) make it avail- 
able at prices that are competitive 
with substitute materials; and (3) 
accelerate their research, product 
publicity and merchandising pro- 
grams,” 


According to the NLMA, here are 
some factors which will affect lum- 
ber’s market in the coming year: 


Negative Factors 


1. Lumber procurement by the 
Corps of Engineers is being dras- 
tically reduced from 600 million 
board feet in fiscal 1954 to about 
80 million in fiscal 1955. 


2. Strikes in the Douglas fir 
region raise this issue: Can the 
lumber industry retain its present 
construction market if higher 
wages are imposed upon already 
high production costs? Evidence 
points to a negative answer. Labor 
leaders have yet to accept their 
share of the responsibility for full 
employment in the industry by 
facing up to the fierce competition 
among construction materials 
manufacturers. 
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3. Wood’s competitors are work- 
ing constantly to improve their 
products. Piastics manufacturers, 
for instance, are eyeing many of 
the construction markets held by 
wood and are developing engineer- 
ing and design data to show how 
plastics will perform. 















































Positive Factors 


1. The demand for construction 
lumber should continue brisk. This J 
is one of the most encouraging 
signs on the sales horizon because 
more than 70% of the lumber con- 
sumed in the United States goes 
into construction. Indications are 
that new construction in 1955 will 
equal and possibly exceed the peak 
level of 1954. 


2. Home building is the bright- 
est spot in the lumber picture. The 
average dwelling unit uses 10,500 
board feet. Predictions say 1955 
non-farm housing starts will equal 
or exceed the 1.1 or 1.2 million 
figure of 1954. If, as some predict, 
1955 sees 1.35 million starts, the 
year will be second only to record 
1950. This would mean a market 
for 10 billion feet of lumber. 


3. Demand for better-designed 
homes ties-in with wood’s finer 
qualities as in siding, paneling, 
ceilings and fiooring. 



































































































































4. Schools and hospitals prom- 
ise to become even more important 
markets for lumber manufacturers 
next year. There has been an in- 
crease in the use of wood for one- 
story school buildings. 


5. Dispersal of industrial build- 
ings could mean extra sales of 
lumber for factories, homes, 
schools, stores and churches. 
























































6. Greater sales next year may 
result from increased use of lum- 
ber for furniture, flooring (espe- 
cially low grades), railroads and 
in some federal construction. 



































7. Home remodeling in 1954 
accounted for more than $12 bil- 
lion which is about equal to the 
amount spent for new housing. 
New FHA laws encourage re- 
habilitation in slum areas. The 
long term upward trend in Title I 
loans is expected to continue. Ma- 
jority of the $7,500 VA-guaranteed 
mortgages will be eligible for home 
repair loans under the new hous- 
ing law. The do-it-yourself move- 
ment will continue to figure prom- 
inently in home improvements. er 
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MODERN 

BEAUTY 
FOR THE 
TRADITIONAL 
HOME 


Andersen 








Norman Johnson, architect 


THE RICH cHARM Of traditional furnishings 
blends perfectly with the lovely view of this 
Minnesota home. Key to this happy mar- 
riage is strictly up-to-the-minute design—a 
wide WINDOWALL of Andersen Casement 
and Picture Window Units. 

WINDOWALLS add to the beauty and 
livability of any architectural style. They 
provide fresh air, sunshine and a view as 
windows. They also provide exceptional 
comfert as walls. They'll fit beautifully into 
the next home you plan or build. 

For complete detail information see your 
WINDOWALLS distributor or write Andersen 
Corporation. WINDOWALLS now available 
from distributors throughout the country 
including the Pacific Coast. 


: wace ey Andersen (Corporation 
Vindowalls’ ‘on sn 


COMPLETE WOOD WINDOW | 
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Spokesmen for lumber manufacturers, millwork houses, 
wholesalers and dealers tell what they think of next year’s business 


prospects. 


EXCLUSIVE 


In exclusive reports to the Amer- 
ican Lumberman, 10 important as- 
sociations representing the na- 
tion’s lumber industry, predict 
sales in 1955 will be as good or 
better than in 1954. 

In order to help you interpret 
the following individual sum- 
maries, here are the questions that 
the individual groups answered; 


1. How did 1954 stack up for 
consumption of your lumber 
products? 


2. What is the outlook for 1955 
compared with 1954? 


3. How do you plan to increase 
sales in 1955? 


DOUGLAS FIR INDUSTRY 
Substantial Year in '55 


A 1|2-week-long strike, which tied 
up much of the Douglas fir lumber 
industry in mid-summer, upset produc- 
tion schedules in western Oregon and 
Washington and dropped 1954 out- 
put 1.1 billion feet below last year. 
Business before and after the strike 
has been about equal to last year. 

Output of the industry in 1955 will 
probably equal that of the last half- 


dozen years. Continued high volume of home, school, church and commercial 


building appear certain next year. 


WCLA plans increased full-color national advertising next year; special 
emphasis will be directed to architects, industrial users, engineers, farmers, 


schools and other large users. 


Customers will be urged to contact their local retail lumber dealer. New 
WCLA sales tools for the retailer include a variety of envelope stuffers. New 
motion pictures on lumber use will be available this spring; these will be full- 
color for theatres and television. A number of playlets, especially for TV, are 


being widely used. 


More than four million copies of literature will be distributed this year. This 
is double the volume requested last year, an indication of the powerful sales 
impetus being supplied to lumber retailers. 


—H. V. Simpson, 


West Coest Lumbermen's Association 





WESTERN PINE 
Higher Volume Seen 


The year 1954 may be the second 
highest = record ~ western pine 
region shipments with an ex 
total of 300,000,000 hh gory 
This would be excelled only by 1950 
when shipments were an all-time high 
of 7,911,000,000 board feet. 

Western Pine Association is consid- 
ering an expansion of its advertising 


program, which in 1954 included 100 
million impressions of ads in 36 maga- 
zines covering the consumer, builder, 
architect and retailer. 

A new movie is in production; this 
one starts a series of three on the 
how-to-do-it idea. The award-winning 
movie, "The Bounty of the Forest,” 
has been viewed by 90 million persons 
in the past 18 months in 4,000 show- 
ings. 

—S. V. Fullaway, Jr. 
Western Pine Association 
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Meet the Growing Demand! | R= 


The popularity of dry wall construction is grow- . . 
ing ... and growing fast! That means more and ~m mber ayiti tH cs 
more of your customers will need dry wall tools. 
The perfect answer is Goldblatt Dry Wall Tools! x 


Big demand? You've seen it yourself. For ex- ROP UAVAL (eM 
ample, look at these figures: an estimated 7,000,000 
owners of one-family homes need more space. At 
$1,000 a room, the dollar potential of this new mar- 
ket is $7 billion—almost half of the total $15 billion a ONDERO S A PINE 
volume of new residential construction done in 1953! 
The big part of this work will be dry wall construc- 


a DOUGLAS FIR 


And that’s a new market—a bonus market in 
addition to the growing use of dry wall in new home 
construction. 


Get ready now to fill your customers’ growing 
need for dry wall tools. Stock and sell the most com- 
plete line of tools especially designed to meet the 
needs of dry wall construction—Goldblatt Dry Wall 
Tools! 


SEND TODAY FOR 
FREE CATALOG 


You'll find this catalog 
is a guide-book to profits. 
Stock and sell Goldblatt Ce- 
ment-Finishing, Plasterers’, 
Dry Wall, Masonry and other 
construction tools and equip- 
ment... Discover NEW 
customers, NEW sales, NEW 
profits! 


anette (eo.J.Silhernagel 


TROWEL TRADES GENERAL OFFICE 


f} S. | 
oldblatt TOOL COMPANY 8 S. Michigan Ave., Chicago 3, Ill. 


Telephone RAndolph 6-0540 





1924-E Walnut St., Kansas City, Mo. | 
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Collier 


Farnsworth 


NORTHERN PINE 
"55 as Good as '54 


Thus far, 1954 shows an increase 
in shipments of 11°/, over the same 
period in 1953 for northern pine and 
western white spruce; the latter wood 
is now the major portion of our pro- 
duction. 

My guess is 1955 will be as good as 
1954, or perhaps slightly better now 


that we are accustomed to peacetime 
business. 


We will do a little missionary work 
on northern white pine within the next 
few months to re-open doors where 
buyers and specifiers have forgotten 
that there is still a good supply. This 
endeavor will be confined to central 
Minnesota. 


—W. A. Ellinger, 
Northern Pine Mfrs. Assn. 


SOUTHERN PINE 
"55 Estimate: 8'/4 Million 


Consumption in 1954 was fine al- 
though production was somewhat off 
the 1953 total. Production for the 
last few years was: 1952—8!/, million 
board feet; 1953—8 million; 1954— 
73%, million (estimated). 

While 1954 production is about 
5°%/, below the 1953 figure, 1954 or- 
ders ran about 5°/, above production 
and shipments about 4°/, above pro- 
duction. This increase is attributed to 
the expanded trade promotion pro- 


gram. We believe 1955 production 
will be about 8!/, million board feet. 

Advertising programs have been 
used in Texas, Alabama and Missis- 
sippi in 1954. These will be intensified 
in 1955 and started in other areas 
also. These programs emphasize ad- 
vantages of SPIB grade-marked south- 
ern pine. We have authorization for 
a research committee and a number 
of projects will immediately come 
under study. 


—dJohn M. Collier, 
Southern Pine Association 





CALIFORNIA REDWOOD 
Bigger High-Quality Market 


For redwood consumption, 1954 has 
been a splendid year. It has shown a 
trend toward greater specification by 
users, particularly architects. If the 
last two months of 1954 keep on at 
the same pace, the mills with drying 
and remanufacturing facilities will 
show a substantial increase of ship- 
ments over 1953. 

This trend will continue in 1955. We 


are setting our sights on an enlarge- 
ment of the high-quality market. 


A revaluation of our promotion 
activities convinces us that there 
should be only minor changes. The 
goal of association promotion is to 
HELP PULL THE REDWOOD OUT 
OF THE DEALERS' YARDS. We feel 
the lumber retailer particularly wel- 
comes our efforts at helping to create 
a demand for the redwood he stocks. 


—Philip T. Farnsworth, 
California Redwood Association 





NATIONAL HARDWOOD 
LUMBER 


10°% Consumption Increase 


Up until about August of this year, 
our hardwood lumber consumption 
was down about 20°/, while produc- 
tion was up about one billion feet 
compared with the previous 12 
months. 

Hardwood lumber production may 
stay about the same in 1955, but 
shipments and consumption should 
increase by about 10%. 

We will continue to develop hard- 
wood grading rules, provide hard- 
wood inspection service and programs 
of education dealing with grade rules, 
lumber inspection and other related 
services outside of legislation and 
market developmert. 


—Jos. L. Muller, 
National Hardwood Lumber Assn. 


December 13, 
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Melander 


ATLANTIC MILLWORK 
Strong Promotional Campaign 


Millwork consumption in 1954 wa 
on a par with 1953, and therefore very 
atisfactory. Production and consump 
tion of millwork in 1955 should com- 
pare favorably with 1954. Some indi 
viduals feel that 1955 consumption 
might be slightly less than 1954, but 
this is not the majority viewpoint. 

We will continue in 1955 a trade 


journal promotional program to sell 


the dealer on the advantages of mer 
chandising wood millwork through or- 
derly distribution channels. Labels 
have recently been supplied to iden 
tify AWl-member products. The 
labels are being tied into advertising. 
Next year, meetings with dealers 
architects and builders will be held to 
inform them of trends and new prod 
ucts. 
—Clifford T. Melander, 
Atlantic Millwork Institute 


(continued on page 86) 
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Gates & Sons, Inc., 
manufacturers of Gates Concrete 
Form Gies and designers of 
Gates Forming Systems, take this 
& x 
opportunity to thank all participating 
builders, contractors and dealers 
whose patronage has contributed so 
$ 
much toward making 1954 


our best year yet. 


In turn, we at Gates & Sons 


wish all of you a 


Joyous Christmas 


WESTERN PINE swing OPTED 
E F regien | ies ake 


Strong, durable and straight-grained, Larch is an ideal 1m Tn sae 
wood for all structural and heavy construction purposes. 
Tough-fibered and rigid, it holds its shape, works well 
and resists nail withdrawal. Larch’s handsome grain, 
satin-smooth surface and reddish color put it in demand 
for interior architectural woodwork, too. + j NYS é 





he ve oD 

Larch comes in 3 select, 5 common, 3 structural, ee ae a, 44 Ua rg . 
4 dimension grades. You can order it in straight or mixed » "eps 
car lots, together with other woods of the Western 


Pine region. 


IDAHO WHITE PINE 


the Western Pines @ ronoeosa rine 


SUGAR PINE 


LARCH 
DOUGLAS FIR 
th A . t d W d WHITE FIR 
ENGELMANN SPRUCE 
C $S0CIa C 00 S INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


get the facts 


to help you sell LARCH 


Write for the FREE illustrated booklet to 
. WESTERN PINE ASSOCIATION k, , 
i the Westere Pine Assocation, Yeon Bidg., Portland 4, Oregon er nae 
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Willins 


MAPLE FLOORING 
Most Interest Since '40 


The building public in 1954 showed 
more interest in maple for floors in 
all modern structures than in any year 
ince 1940, This trend will gain mo 
mentum in 1955, judging from our 
tudy of preliminary plans for new 
buildings in the school, home, indus 
trial, bakery, textile and light manu- 
facturing fields, 

Good news has been the trend back 
to maple floors in industrial plants— 
for new and remodeled buildings. 

MFMA research continues year 
around, The association advertising, 
promotion and publicity program con 
tinues with space scheduled in 22 na- 
tional trade papers. Personal promo- 
tion with architects will continue. 
Press releases will be mailed regularly 
to 1,200 newspapers and magazines. 


—L. M. Clady, 
Maple Flooring Mfrs. Assn. 


PONDEROSA PINE WOODWORK 
Sales to Equal Boom — '54 


Ponderosa pine woodwork consump- 
tion in 1954 will be ahead of 1953 by 
\5°/,-20%,. We feel that 1955 will 
show consumption at least equal to 
that of 1954, and possibly a little 
higher. 

We will continue, and possibly ex- 
pand, our publicity campaign, and 
may expand our advertising program. 


During 1954, we have had a schedule 
of full-page advertisements in the 
Saturday Evening Post, and backed 
this up with a 24-page campaign in 
a leading trade publication. We will 
continue field activities of at least 
three representatives, who call on 
architects and large builders to tell 
our story. 


—Robert H. Morris, 
Ponderosa Pine Woodwork 








OAK FLOORING 
Sales Breaking Records 


With the popularity of hardwood 
flooring in residential construction 
riding at an all-time high, our industry 
is most optimistic for the coming year 
with a still further increase in home 
building probable. 

During the 12 months ending with 
August, 1954, more oak flooring was 
shipped per housing start than at any 
time in history, and it now appears 
probable that 1954 will eclipse the 
record year of 1950 when 1,025,000 


feet of hardwood flooring, chiefly 
oak, was shipped from the Appa- 
lachian and southern areas which ac- 
count for over 90% of the nation's 
total. 

We are expanding our program of 
advertising and promotion and expect 
to maintain our participation in the 
residential floor market. This means 
that an increase in the number of new 
dwelling units in 1955 should also pro- 
duce an increase in the volume of oak 
flooring shipments. 


—Henry H. Willins, 
National Oak Flooring Mfrs. Assn. 





MISSOURI WHOLESALER 
Farm Buildings Helpful 


Lumber business for our firm was 
good in 1954 in spite of the drought 
and bad corn crop, and the fact that 
dealers seemed to be keeping their 
inventories small. 


We feel lumber sales in 1955 will be 
very good, we are encouraged about 
the future. The market for small farm 
buildings, prefabbed by dealers, looks 
as though it will remain strong and 
help sales of lumber. 


—Vernon Clinkenbeard, 
Lumbermens Supply Co. 
St. Joseph, Mo. 





WISCONSIN WHOLESALER 
Good for Lumber Sales 


Our lumber sales in 1954 were very 
good—better than in 1953—although 
1954 was a more difficult year in 
which to sell. 

From our standpoint, we feel next 
year will be a good year for lumber 
sales. Farm crops have been excellent 
in Wisconsin this year. We're hoping 
that the farmers will be spending 
more money in 1955 for construction. 


—George E. Lemahieu, 
Falis Dealer Supply Co. 
Sheboygan, Wis. 


December ] Xe 


Stiles 


MICHIGAN DEALER 
Sound Economy in ‘55 


Our 1954 lumber sales stacked-up 
well compared to last year. The mar- 
ket in our area was very active with 
a lively rate of home construction and 
plenty of industrial building. | look 
forward to a sound economy in 1955 
—especially in Michigan. 

The best way to build our sales is 
to sell the end products; not neces- 
sarily the entire home, but certainly 
the most complete package that is 
feasible. | am interested in the Lu- 
Re-Co program because it affords an 
opportunity for an aggressive mer- 
chandiser to spend advertising money 
on something that will produce results. 

Lumber yards with more complete 
facilities should be able to meet the 
competition of bucket-shop operators 
by packaging something that is bet- 
ter—like the new products and tech- 
niques. We hope to increase our sales 
by taking advantage of some of these. 


—dJohn R. Stiles, Stiles, Inc. 
Grand Rapids, Mich. 


(continued on page 88) 
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NEW LOW COST WAY 


Stacked with Sales Appeal! 


TO INSTALL 


New Inner-Seal Queen B and B Paks attract attention GARAGE SIDE DOORS 

. make impulse sales! They're packaged in the exact 
lengths customers ask for . . . and each pak contains 
complete instructions on how to weather-strip! Specially designed for home garages. Con- 

INNER-SEAL Queen B and B Paks are compact... . 
easy to stack and easy to stock, easy to display and sell! 
Cash in on these profitable salesmakers. Order your because sliding doors are never in the way 
stock of INNER-SEAL, the top-quality 


esired. extra 
weather strip, today! and can be as wide as desired. Adds 


veniently packaged, Easier to install than old- 


fashioned hinged door... more convenient 


; value in new construction. Hinged doors in 
QUEEN B PAK-17 feet 
Suggested Retail Price $1.98 


B PAK-10 feet sliding doors. Write Today For Catalog. 
Suggested Retail Price $1.19 


existing garages can easily be converted to 


FLEXIBLE —* ADJUSTABLE RIP-PROOF 
EXCLUSIVE PATENTED CONSTRUCTION ‘ STERLING HARDWARE MFG. CO. 
(Spring Steel Molded In Live Sponge Rubber) 

DURABLE NEOPRENE COATED 

Over 600 Million Feet Sold! 
Nationally advertised 
For complete information, write today to 
Dept. AL12 


\ ve" NATIONALLY ADVERTISED in Leading Magazines 
. EE OUR CATALOG IN SWEET'S 
B R l D G E P ©) R T F A B we | Cc S ' | N Cc . Nt ye File « Light Construction File 
VISIT OUR DISPLAYS 
BRIDGEPORT 1, CONNECTICUT HARDWARE Architects Samples Corporation, N.Y.C. 
Chicagoland Home Building Center 
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INDUSTRY ANTICIPATES 
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WASHINGTON DEALERS 
Sees Better Business 


Our saie of lumber for 1954 will 
equal the 1953 sales. | feel confident 
that there will be an increase in lum- 
ber sales for 1955. One of the reasons 

that the do-it-yourself movement 
has already shown its power. Even the 
farm market is rapidly increasing. The 
FHA scandal has improved the rela- 
tionship of the general public with the 
local dealers. This has made quite an 
increase in our sales of roofing and 
iding. 

In 1955, | will concentrate on the 
basic materials and strive to develop 
a complete one-stop service including 
architectural advice, financing, com- 
plete lines and a list of competent 
building craftsmen. 

—W. F. Hanson, Potiatch Yards, 
Kennewick, Wash. 


INDIANA DEALER 
Good Backlog for ‘55 


Our lumber sales were up. around 
12°% over 1953 this year and we 
think that 1955 will be even better. 

We figured many construction jobs 
in 1954 that did not develop into 
actual starts. The majority of the con- 
tractors, however, indicate they defi 
nitely plan to go ahead with these 
jobs in 1955, so we have an excellent 
backlog of sound leads to follow up. 

Also, to increase sales, we plan to 
go into the do-it yourself market more 
actively than in the past with a serie: 
f classes and demonstrations. 


—Richard E. Briggs, 


Steel City Lumber & Supply Co. 
Gary, Ind. 


Plan More Advertising 


Our sales of lumber in 1954 were 
down about 10° under 1953, but our 
hardware sales were up. We feel 
lumber sales next year will be about 
the same as this year. We're plan- 
ning more advertising to help increase 
our sales of lumber in 1955. 


—Raymond E. Morgan, 
Morgan Builders Supply Co. 
Walla Walia, Wash. 


MINNESOTA DEALER 
Same Sales Level 


Our sales of lumber in 1954 were 
8%,-10% ahead of 1953. We feel 
sales next year will be about the same 
as this year. 

We are planning more emphasis on 
promotion and advertising of home 
modernizing, repair and renovation 
through house doctor types of pro- 
grams, which utilize contractors we 
recommend. 

—George S. Withy, 


W. R. Shaw Lumber Co. 
St. Paul, Minn. 


FLORIDA DEALER 
Sees 5°%-10% Increase 


Our lumber sales for 1954 are 15° 
less than last year. In our opinion, the 
ales for 1955 should be ahead of 
1954 from 5%-10%. We are plan- 
ning to increase our sales by more 
intensive advertising, both by radio 
and newspaper. 


—D. V. Renuart, 


Renuart Lumber Yards, Inc. 
Coral Gables, Fia. 





DEALER POINTER 





Decorate With 
Home Pictures 


An unusual store decoration at 
the Port Townsend (Wash.) Lum- 
ber Co. resulted from head sales- 
man O. M. Ejide’s solution to the 
problem of displaying home-of-the- 
month illustrations furnished by a 
lumber manufacturer. 

Eide didn’t want to destroy the 
handsome illustrations so he 
backed each picture with hard- 
board cut to the outline of the 
house. Wall space being at a 
premium, the hardboard-backed il- 
lustrations were mounted in a row 
on the cornice of the wall shelving. 
A second row was added later and 
a third row has been started. 

Besides being decorative, the 
display is an excellent sales aid 
because it shows the customer how 
a particular door, siding or win- 
dow will look installed. 
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ARKANSAS SOFT PINE 
“FQODAY?.,.. . YES 
TOMPRROW? YES 
ALWAYS? ... . . YES beck 


We Grow Od La, 
ey Dvn Trees! rolUhmelerkes -; ve. 
: : PLEASURE! Ay 


) 


...WHEN YOU sTOcCK 
/ 


THE LINE 


Dealers throughout the country 
are discovering that DONLEY 
outdoor fireplace units sell 
themselves! Customers find that 
the DONLEY line meets all 
their requirements. 


Designed to conform with mod- 
ular construction, the No. 23 
unit (shown) is easily removed 
for cleaning and winter storage. 
The sturdy steel frame has pro- 
jections for grates at three levels 

. aluminum top and firedoor 
are standard components. 


Quick, profitable sales are yours 
when you stock the BARBE- 
CART (No. 36). Compact . 
lightweight . . . easy to handle 

.. economical . . . this new rub- 
ber-wheeled portable barbecue 
is another unit in the DONLEY 
outdoor line. 

,  -™ ty FREE! to all dealers 


- : be - : . a sample copy of 
“¢, ; ’ ' » . this 50¢ beoklet 


4 like trim to clean, bright trade and gra . cutdoer ‘freploces. 
marked boards and dimension . ) 


for. qualliy cheers te hala 


for quality customers . 


ERN LU 


ot oe a * THE DONLEY BROTHERS COMPANY 
LAR REN, A a 2 ee 13928 Miles Avenue, Cleveland 2, Ohio 


BARBECART 
Semen 
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‘OINT LOMA LUMBER CO. 


open 
in DALY 
Oy | SAT, 





LUMBER IN USE. This is the front of the lumber warehouse. Both exterior and interior 
of store features redwood. Triangle of signs reminds customers of varied products found 
at Point Loma, also store hours. 
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OVERALL STORE INTERIOR again brings wood to the forefront. Notice the large glass 
panels above the entrance, permitting entrance of natural light. 


CONSUMER COUNTER is faced with display rack of in- 
teresting booklets for the homeowner. 


Redwood is used for exterior and interior 
construction; patio and special lighting fix- 
tures are interesting departures in this attrac- 
tive layout. 


Lumber is widely used in the construction of the 
new Point Loma Lumber Co., San Diego, Calif., one 
of the most striking retail lumber stores, architec- 
turally, in the country. 

Redwood is the principal wood used. The two-story 
warehouse adjoining the store is constructed of ver- 
tical redwood boards; the overhang running the 
length of the store is redwood and the interior ceil- 
ing and sidewalls are finished in the same material. 

Photographs on these pages clearly illustrate the 
attractive layout of the new store, which opened with 
a power-tool demonstration and a barbeque in the 
patio area. A feature of the new store is the patio 
area in the rear, where customers may wait while 
their orders are being filled. 

Point Loma Lumber Co. is one of five yards op- 
erated by Western Lumber Co. The other yards are: 
La Jolla Lumber Co., Pacific Beach Lumber Co., Chula 
Vista Lumber Co. and Coronado Lumber Co. 

(continued on next page) 
MERCHANDISER 


BUILDING PRODUCTS 


PERFORATED DISPLAY PANELS make it easy to show 
tools to the best advantage. Shelves seen at the left are 
easily adjustable. 


= 


RECESSED SPOT LIGHTS are adjustable 


Fluorescent 
lights are used elsewhere in the store 
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FEATURES LUMBER 
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Plan Brings Outdoors into Modern Yard 


FENCE —* 


SAND, GRAVEL 
8 bed M4 BINS ¢ CONCRETE KS 
STORAGE 





7, ~~ /75~0*- 
~>—————- 6 4-0” +-— $¢-o" 5-0 ab) 7-0" oe 39-0" 


SLIDING DOOR COUNTER BALANCED DOOR> i ia COUNTER. 


PLYWOOD , 4 LOADING PLATFORM \ 


RACK f 
$L/D/NG) | OVER HEAD 
DOOR DOOR 
































GARDEN $L/D/NG GLASS Ail 
SUPPLIES , _ SOs PA T/O AROUND 
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F2IdIO BOW 








$s-o 


GARDEN ¢- GLASS SLIDING DOORS —~, ‘| HARDWARE| CEMENT 
F/NISHED TOOLS mas STORAGE | STORAGE 
LUMBER e/ 


STORAGE 
SALES AREA NS] Dane 
(SEE SEPARATE DETA/L) SUPP. 
HARDWARE 
c STORAGE 
=T* Twomey “ 
—~6Lass— 3] 


PLANTED AREA 











DRIVEWAY 
64-0 
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PARKING AREA 





-PATIO- 
1D/. S 
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DISPLAY 
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COUNTER- 
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58 DISPLAY’? POWER TOOLS’? HARDWAIRE 


N AREA :— > | 
PLAN r¢ KORE eben DISPLAYS | HARDWARE - SAWS, HAMMERS, OTHER TOOLS 
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REYNOLDS 
ALUM/NUM DIS, 
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WAX SOLVENTETC. 
CHARDWARE -H/NGES 























PAINT ON SHELVES 
PAINT SUPPLIES 




















THE BEAUTY of growing plants and sliding glass glass doors that open onto a beautiful 
patio makes this new yard perfect for California. Upper drawing shows the entire yard, 
lower drawing only the showroom area. 
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Home life gets a new pattern ” 


Father has a power saw! 
See him build a table! 

What does Father want to prove— 
That he’s skilled and able? 


Phooey! What has happened is, 
Pop could do no other 

Once he got the forceful hint 
Gently dropped by Mother. 


Mother saw it in McCall’s— 
Ringed it round like Saturn 

Where it said the work’s a cinch 
With a transfer pattern. 


Transfer patterns are the things 
Mom is used to using; 

Make both wood and needle work 
Greatly less confusing. 


Simply iron the pattern on, 
Don’t project or draw it. 
All you do from there on out’s 
Hold the wood and saw it. 


Thank McCall’s—a trusted name, 
Biggest in home-sewing; 

In the new home workshop field, 
Big—and swiftly growing! 


MeCalls 


+ PLEASE TURN THE PAGE > 
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OFFERS YOU 
same) TRAFFIC, 


A 


i, 





BARBECUE UTENSIL RACK * No 1I3W 





SPICE RACK * No 102W WALL DISPENSER « No low 














HERB AtY PICE CHEST « N BOAR OR WALL PLAQUES + No w WALL DESK + N y CUTTING BOARDS O8 WALL PLAQUES + No. 112W 


INITIAL SELECTION OF McCALL’S PATTERN DESIGNS 


Retail prices from 40¢ to 75¢ 


POWERFUL PROMOTION! 


@ 6 Full Pages in January McCALL’S — read in more than 
4,500,000 homes! 


Front Cover of January McCALL’S highlights the Do-It-Yourself 
trend! 














Full editorial feature in McCALL’S every month! This means 
continuous promotion. 





Ads in national consumer magazines, Popular Mechanics, 
Mechanix Illustrated, Popular Science and other “Do-It-Your- 
self” publications! 

Ads in American Lumberman, Hardware Age, Hardware Re- 
tailer, Building Supply News, other trade publications! 
POINT-OF-SALE DISPLAY MATERIAL. Complete “Do-It-Your- 


self” Promotion Kit for point-of-sale display of McCall’s 
Transfer Patterns. 
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A MEW PATTERN FOR 
ALES AND PROFIT! 


McCall’s, the greatest name in patterns, now presents a revolutionary EASY AS A-B-C TO USE 
new transfer pattern for ‘‘Do-It-Yourself’’ enthusiasts that will increase _— me: 
traffic, sales and profit in your store! ‘ -~ 


Be the first in your community to attract the vast and growing army of 
“Do-It-Yourself” fans with exciting new transfer patterns that are 
ironed on the material directly. No more tracing, no scaling. Now 
McCall’s offers a perfect guide for cutting with power or hand tools. 


What’s more, in each pattern envelope, McCall’s includes a separate 
CUT ’N’ JOIN GUIDE, a goldmine of information, to hang over the 
workbench. These clearly illustrated, step-by-step instructions will 
simplify the project for beginners and experienced craftsmen. 


Now you can attract ‘Do-It-Yourself’ fans with these revolutionary 
new transfer patterns for exciting new woodworking projects. Once 
they try McCall’s ‘“Do-It-Yourself’’ Full-Scale and Transfer Patterns, 
they’ll come clamoring back for more . . . more patterns, more tools, 
more materials! 


That’s McCall’s new pattern for increasing your traffic, sales and profit. 
Make this pattern pay off BIG for you! 


SELF-SERVICE DISPLAY UNITS 


Choose either one of these two dis- 
tinctive, effective Self-Service Dis- 
play Units for McCall’s unique 
Transfer Patterns: Peg Board Style, 
Add-A-Pocket Display...or Revolv- 
ing Counter Stand, 23” in height. 
Contact your hardware wholesaler 


for details on this new line, or mail THEN CUT IT OUT! 


in the Coupon below. 


MAIL THIS COUPON TODAY 


* 
230 Park Avenue 
4 New York 17, N. Y. 
: - ; Att: Do-It-Yourself Sciles Dept. 


Please send me complete information about McCall’s Do-It-Yourself 
Patterns and Promotion Program. 


a te SES ere aL 
SRL 
ADDRESS__._ 


CITY erick ates ZONE STATE 


DISPLAY 


Check one: 0 Manufacturer C0 Wholesaler DC Retailer 


REVOLVING COUNTER DISPLAY 


Pesaeceoeossseeseesarareee® 
Leeceeeee eee eases tees eeeee 


BUILDING PropucTs MERCHANDISER (To obtain more data on advertised products see page 154) 95 











ADVANTAGES OF A FULL BASEMENT were discussed on “Walt’s Workshop,” a TV 
program sponsored by the Edward Hines Lumber Co., Chicago. 
architect Elmer Gylleck, Elgin, Ill. helped promote basements as part of the Modern 
Basement Association's work 


Walt Durbahn, left, and 


Brakes for the Basementless House Trend 


Homes without basements are a major cause of lum- 
ber’s shrinking markets. Modern Basement Association hopes 


to slow the trend. 


Organized efforts aave been 
launched by the Modern Basement 
Association to put the brakes on 
the basementless-house trend—one 
factor responsible for lumber’s 
shrinking market. 

Aggressive building materials 
dealers have long realized that the 
dealer, the builder and the home- 
owner lose every time a basement- 
less house is erected. The dealer 
loses the sale of floor framing, sub- 
flooring, finished flooring and other 


96 


building materials. The builder 
misses the added profit and better 
marketability of the basement- 
equipped home. The homeowner 
loses the myriad of advantages 
that a basement provides and, in a 
sense, winds up with “half a 
house.” 

The seriousness of the slab-on- 
ground trend was pointed out 
graphically in the Stanford Re- 
search Institute’s projected study 
of future lumber markets for the 


Weyerhaeuser Corp. (American 
Lumberman, issues of October 4 
and 19). The report said: 

“The loss of the lumber market 
in ,recent years largely can be 
traced to the growing popularity 
of slab-type construction which 
cuts lumber’s market... . Large- 
scale builders are installing about 
80% of their homes on slabs. By 
1975 (if the trend continues), 
about 60% of all residential floor 
space might be on a slab.” 

To help stop this trend, the 
newly-organized Modern Basement 
Association, with headquarters in 
Chicago, advises that building ma- 

(continued on page 98) 
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magnetic 
power 
latch 


for 


heawier 
aoors 


only ; the QUALITY... 
ADS in BEAUTY... 

; | DURABILITY ... 
ae er Teese of MALTA Wood Windows 


they'll stand the severest scrutiny—possessing 
every feature demanded by architects .. . builders .. . 
Powerful 10 |b. Holding For and home buyers! Malta Wood Window Units are 
$20 times the magnet precision-made from highest quality materials by 
ee Be gpa Bie, Hatha. skilled craftsmen . . . treated to defy decay and stain- 
firmly hentia» ing. For increased profits, stock all three of these 
sagging. Also highly recommend great wood window units . . . and gain dividends from 
ed for every type of wood d expanded repeat business! 
metal cabinet or locker 


'Glatevelateiherelat-lihmciet-le-lalccive| 


home, office, factory, tra MALT-A-MATIC 
a P .. . time-proven 
plane or boa double -hung de - 
> snted* aif | ng natal sign... but with 
Patented" Self-Align ath rattle and draft 
\cTolapeent- tt a@mm soleil siglo), proof spring- 
E as Pivot-C loaded aluminum 
-ACIUS 2 FIVOL-UU glides providing 
quiet, positive op- 
eration! Sash 
quickly remov- 
able . . . easily 
replaced, Fully 
weatherstripped 
at all points. 


DEALERS! 

Don't deny yourself the profit-making 
possibilities offered by Malto .. . 
write for the name of your nearest 
Malta jobber. 


Lasts indefinitely ale ‘i 
to get out of order ; MALT-A-VENT 
. . convertibly styled for ut- 
Packaged ready for ’ mYetttat | most convenience! Self-aligning 
; for grouping . . . open to full 
ale) hipped 90 . optional double glazing. 
artor Weatherstrip contacts sash at all 
points for complete protection. 

Only 49¢ 

efficient 
only < 


only 1 


4 


f ns : Be sure to 
WRITE FOR FURTHER see the 


MALTA 
INFORMATION TODAY Exhibit in 


‘ - the Sherman 
j : 
MALT-A-GLIDE oe eee 
. . . horizontally gliding sash re- 


move for cleaning, painting . . . 
rustless aluminum full weather- 


SALES COMPANY - ROUND LAKE, ILLINOIS ee ee ee Le. 


less. weather-defying protection. 


Specialists in Magnetic Devices 


*Pat. Pending 
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Cash in on the demand 


with Roddiseratt 
HARDWOOD 

NMOLDING 

AND TRIM 


Now... Roddiseratt 


offers finest Birch, Mahogany, 
Oak and Walnut trim 
..+ to help you win this BIG market 
B' inpers are tired of delays ee 
I 


maying premium prices. . 
order hardwood trim! So this big market is 


. tired of 
. on made-to- 


yours for the asking . . . when you stock 
Roddiscraft hardwood trim. We have it... 
ready and waiting in our coast-to-coast ware- 
houses. It's available in styles for every 
need, and sizes for every purpose, 

Roddiseraft hardwood molding and trim 
has excellent design and is precision ma- 
chined from select hardwoods, Door and 
window trim is available in packages, cut 
to size... or by the lineal foot. 

Birch, Mahogany, Oak and Walnut trim 
is kept in stock, Trim in other hardwoods is 
available on special order, 

For complete information on Roddiscraft 
hardwood trim, call your Roddiscraft ware- 
house or mail the coupon below. 


Roddiseratt 


WAREHOUSES IN PRINCIPAL CITIES 





RODDISCRAFT, Roddis Plywood Corp. 
Marshfield, Wisconsin 


Please send me full information on Rod- 
diseraft hardwood trim, 


<< <36-\ Name ‘ 
\=.-"S Firm Name ... 


Zone State ..... 
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“DON’T BUY HALF A HOUSE, insist on a full basement” is an approach that can 
be used by dealers during home planning sessions. The home planning consultant 
at the W. R. Shaw Lumber Co., St. Paul, Minn., discusses a basement with a home 


prospect 





HOUSE TREND 


(begins on page 96) 





terials dealers sell their contractor 
and homeowner customers on the 
genuine advantages of basements. 

Here are some basement advan- 
tages dealers can emphasize: 

1. Several consumer-preference 
surveys indicate more people pre- 
fer homes with full basements. 
Many quality-minded builders be- 
lieve today’s homebuyer no longer 
will be easily satisfied with a “box 
on a slab.” 

2. Homes with basements gener- 
ally get a better financing break 
when new and bring higher resale 
prices. 

3. Basements double floor space 
in a house at an economical 
square-foot price. “Don’t settle for 
half a house,” says MBA, “insist 
on a full basement.” 

4. A basement provides the most 
economical space for storage, heat- 
ing equipment, hot water supply, 
fuel, laundering, work shops and 
recreational rooms. 

5. A house with a basement often 
occupies less lot area allowing 
more room for landscaping and 
outdoor living areas. 

6. A basement allows orderly and 
protective storage of off-season 
clothing, luggage, screens, storm 
windows, paint, ladders, garden 
equipment, lawn furniture, sports 
equipment and similar items. 

7. In a basement recreation 
room, indoor games, dances and 


parties ray be conducted to elim- . 


inate heavy wear and tear on more 
expensive upstairs furnishings. 

8. A basement provides a cool 
place for food freezers and for 
storage of canned goods, fresh 
fruits and vegetables. 

9. Basements with convenient 
outside exits lend an added safety 
factor to the home. 

10. Civilian defense agencies say 
a properly equipped basement is a 


good bomb and storm shelter. 
Brakes for the Trend 

The formation of the MBA 
points up what can be done con- 
structively when a trend towards 
a shrinking market is recognized. 
The founders of MBA are all men 
associated with industries or asso- 
ciations that would suffer severely 
if basements went out of style. 

Founders of MBA are: Ted 
Dahlstrom, Concrete Contractors 
Association, Chicago, who is the 
MBA president; Gordon Stepanek, 
Portland Cement Association, Chi- 
cago; John G. Symons, Symons 
Clamp and Manufacturing Co., 
Chicago; John Demling, Air Condi- 
tioning Alliance, Chicago; George 
Lyons, Bileco Manufacturing Co., 
New Haven, Conn.; Ted Criel, Ex- 
cavators Association of Chicago; 
and Clare T. Kelly, Kewanee (Ill.) 
Manufacturing Co. 

Getting the Job Done 

“Using the theme, ‘Your Home 
Should Have a Full Basement,’ the 
MBA is striving for national pub- 
licity through magazines, newspa- 
pers and direct mail,” says Dahl- 
strom. “We have used television 
and radio on a test basis in Chi- 
cago and we hope to have film and 
tape-recorded radio programs that 
can be used in other cities. We 
plan to have literature that lumber 
dealers can use in direct mail and 
in talks with contractors and 
homeowners. Literature will be 
sent to large-scale and small-scale 
builders to convince them of the 
need for basements in today’s 
quality-home market,” he adds. 

“Manufacturers names will not 
be used in the MBA promotions to 
the public,” says Dahlstrom, “the 
MBA has one goal—popularizing 
full basements for all new resi- 
dential construction.” 

Dealers, wholesalers, manufac- 
turers and associations interested 
in this movement may write: Mod- 
ern Basement Association, Dept. 
AL, 4049 W. Crystal St., Chicago 
51, Ill. 
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YOU ARE ENTERING 


=5) ates = ae 
WINTON LUMBER COMPANY 


With WINTON 


resources in the picture... 





Call or Write these WINTON MEN 


Minnesota 
Lovis F. Hvettl 
3100 West 
Lake St 
Minneapolis 
16, Minn. 


R. E. Somers 
3100 West 
Lake St. 
Minneapolis 
16, Minn 


Fred Cool 
P.O. Box 293 
Owatonna 
Minnesota 
Mike 
Morrissey 
P.O. Box 213 
Redwood 


Wisconsin 
R. C. Nelson 
P.O. Box 306 
Oshkosh 
Wisconsin 
W. E. Lenz 
P.O. Box.32 
Wauwatosa 
Wisconsin 


lowa 
R. Ww. 
Hamilton 
P.O. Box 376 
Mason City 
lowa 
George 
Batten 
P.O. Box 2051 
Waterloo 
lowa 


Illinois 
H. H. Grace 
4554 North 
Broadway 

Room 202 
Chicago 40 


Illinois 


LeRoy 
Andrews 
425 So. 5th 
Springfield 
Ilinois 


W. AsOliver 
P.O. Box 202 
Rockford 
IHinois 
Donald Olson 
P.O. Box 96 
Ruck Island 
Illinois 


Indiana 
4. P. 
Gallagher 
P.O. Box 627 


Hammond 
Indiana 
Ohio 
4. M. Ellison 
316 Marion 
Building 
Cleveland 
Ohio 
C. D. Hess 
P.O. Box,5001 
Columbus 
Ohio 


Michigan 
4. V. Sharkey 
P.O. Box 4721 
Redford Sta. 

Det-oit 19 

Michigan 





From tree farms 
to finished lumber: 
65 YEARS OF 
EXPERIENCE 


£ 


voc sot ne tan PINES WHITE FIR 


~ 


A dependable source of high quality 
lumber— shipped ON TIME and graded the 
way you like it... ACCURATELY. 


You can depend on stability, experience and 
reasonable pricing from WINTON. The quality is 
high —the kind that keeps your customers coming 
back job after job. We work on the theory that unless 
our dealers make a profit no one can stay in 
business very long including us — and this is our 
65th year. Draw your own conclusions. 


What do you need—Ponderosa Pine? 
Sugar Pine? White Fir? 

These are our specialties and we're proud of 

them — from our own tree farms to finished product. 
WINTON quality and uniformity of grade gives 
you the assurance that your next shipment will be 
as well received as the last. Call or write your 


4 Falls, Minn. 


WINTON LUMBER SALES CO. 
3100 West Lake St., Minneapolis 16, Minn. 


Distributors of Ponderosa Pine, Sugar Pine and 
White Fir Lumber and Mouldings produced by 
Winton Lumber Company, Martell, California 


nearest WINTON man 
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Lumber and Millwork 


Here’s How To Sell More 
Lumber To The Shoulder Trade 


Bringing yard lumber to the 
forefront in your merchandising 
program to consumers is one good 
method of reversing the trend to- 
ward the diminishing market for 
lumber. 

The Stanford Research Insti- 
tute’s recent projected study of 
lumber’s market for the Weyer- 
haeuser Corp. points out that be- 
tween 1953 and 1975, the quantity 
of board feet of lumber in an aver- 
age house will drop from 10,520 
to 8,700. This is a 17% cut if this 
prediction is true. Increased sales 
of yard lumber to the shoulder 
trade could go a long way towards 
reversing this trend in the next 
two decades. 


Here are some display methods 
dealers are using now to increase 
consumer sales of yard lumber: 


Showroom Lumber Stacks: Many 
dealers are utilizing a simple but 
effective approach of arranging 
small piles of lumber on their 
showroom floors. This technique 
makes an impulse item of lumber 
and it appeals especially to women. 

The Wright-Bachman Lumber 
Co., Indianapolis, Ind., reports 
brisk sales from showroom piles 
of white pine shelving (priced by 


100 


the piece) and clear boards (priced 
by the lineal foot). 


Selector Displays: In a hall lead- 
ing to the warehouse, the Villaume 
Box and Lumber Co., St. Paul, 
Minn., has nailed up common 
boards, vertically, edge-to-edge. 
Small tags tell customers the spe- 
cies and grades. 

Many dealers attach small pieces 
of lumber to walls and selector 
boards with hooks. Rear of the 
sample pieces identify sizes, 
grades, and prices. Some dealers 
erect similar self-inspection, order 
boards outside warehouse doors. 

Bargain Bins: The Brannum 
Lumber Co., Racine, Wis., and 
hundreds of other dealers find that 
a bargain shed is an excellent 
means for selling both new and 
used lumber to consumers. Some 
dealers maintain repair-corners 
and feature yard lumber that can 
be used to repair stairs, porches, 
siding, fences, trim and garages. 
Ordinarily, only sample pieces are 
used and customers are urged to 
fill their needs from the warehouse. 


End Product Display: Assem- 
bled wardrobe closets, desks, 
chests, lawn furniture and other 
items combined with patterns make 
a wonderful display to show cus- 
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PRICING AND IDENTIFICATION, 
plus clean, easy-to-get-at stock are fac- 
tors which help boost consumer lumber 
sales. 


tomers what can be accomplished 
with yard lumber. 


Advertising and Promotion 

“Wood—the world’s most versa- 
tile building material” should al- 
ways be kept prominently in dealer 
advertising and promotion. Many 
dealers capitalize on the fact that 
“vou can buy lumber only at your 
lumberyard.” Yard lumber should 
be advertised in newspapers or on 
radio at least once a week—prefer- 
ably on Thursday or Friday to 
catch the weekend, do-it-yourself 
trade. It is a good idea to mention 
lumber in all media advertising. 

The Huddlestun Lumber Co., 
Three Rivers, Mich., and many 
other dealers report notable suc- 
cess of “right-board-for-the-right- 
job” promotions. This technique 
familiarizes consumers with the 
less expensive grades and species 
which serve as well for many 
projects as higher-priced stock. 

A number of firms report sig- 
nificant success in inventory and 
year-end sales on yard lumber. 
The Broadway Lumber & Supply 
Co., Gary, Ind., advise consumers 
in a full-page newspaper ad to 
“look for the red tag for bargains” 
during its inventory sale. 

On a special, marquee-like sign 
in front of the showroom, the Sa- 
vannah (Ga.) Planing Mill Co., 
puts up frequent-changing mes- 
sages to encourage customers to 
buy lumber and other building 
materials. 


Importance of Service 

Because the lumber customer 
must frequently be sent into the 
yard to pick up his purchase, a 
small Indiana yard appointed one 
man as yard salesman. Whenever 
a customer is sent into the ware- 
house area, one of the employes in 
the showroom announces over the 
loud-speaker system: 

“Attention yard salesman! A 
lumber customer is coming into 
the yard.” The customer has no 
trouble finding a large sign that 
reads, “Customers please wait 
here for yard salesman.” The yard 
reports never having lost a lumber 
customer because of lack of service 
in the yard since the system was 
started. 

Although many dealers cannot 
afford to deliver small orders of 
lumber, they do rent or loan car- 
top carriers for lumber buyers. 
Also, many dealers offer custom 
cut-off service for lumber cus- 
tomers. 


1954, AMERICAN |LLUMBERMAN & 





[t's the Setting that Makes 
the Difference! 


...in better sink tops 


And the settings that add 
beauty and security to sink 
top installations are... 


As a quality setting complements a jewel 
—a Hudee Sink Frame enhances the 
beauty, and gucrantees the permanence, 
of a sink top installation. Sink bowl, sink 
top and sink frame become a 

unit of unsurpassed quality. 


100% SANITARY+100% WATERTIGHT 
~ EASY TO INSTALL 

USE WITH ALL TOP COVERINGS 

FOR ALL SINK BOWLS 

STAINLESS STEEL OR ALUMINUM 


/ Me A 
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HAMMER IT... 
So sturdy you can 


BEND OR 
KICK if. +e watch 


eee and it costs 
no more than 
ordinary stops! 


VINYL TIP 
won't come off ...adds 
smart appearance 
for keeps! 


Surprising in its sheer 
simplicity, the Ajax Flex- 
ible Door Stop stands 
ready to create added home 
safety for your customers... extra sales for you. 


So strong you can drive it into wood with a ham- 
mer, the Spring-Eze Flexible Door Stop has a 
white vinyl tip that really stays on under rugged 
use. Yet it costs no more than ordinary stops. 


UNCONDITIONALLY GUARANTEED — avail- 
able in all standard finishes... stem of finest 
spring steel. Projection length — 3”. 


Builders will ask for it — helps sell new homes. 


Get your share of the replacement market with this 
newest of door stops. Order 
now —display it today for 

those extra sales! 


ee a eee ey 
i Hardware Manufacturing Cory. 
1 Valley Bivd., Los Angeles 32, Calif. 
Please send me a free sample of your new #41 Spring-Eze 
Flexible Door Stop. 


[] Please send me details of your complete line of Ajax Quality 
Hardware. 


Name. 
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BEAUTY OF FINISH LUMBER is readily apparent in this 
R. Shaw Lumber Co., 


display in the drafting room at the W 
South St. Paul, Minn 


Lumber and Millwork 


—Photos Courtesy Retail Lumber Dealers’ Merch 





Pees 


SIDING AND INTERIOR PANELING products can be 
examined by customers with ease in this wall display 


at the Villaume Box and Lumber Co., St. Paul, Minn. 


Sell Finish Lumber’s Beauty and Elegance 


Intangible qualities, properly exploited, offer tremendous sales appeal. 


The inherent qualities of finish 
lumber can be promoted effectively 
by aggressive dealers to help sell 
more of this high-profit product in 
new homes. Quality wood’s natu- 
ral beauty has no peer in meeting 
demands of the growing market 
for finer homes. 

Finish lumber is one of the prod- 
ucts in building materials yards 
that almost sells itself on sight 
when displayed in-use. Often, the 
dealer need only point out the 
beauty of the grain and ask the 
customer to visualize how much 
it would add to his or her new 
home. Finish wood often makes 
the difference between the ordi- 
nary house and the rich, warm- 
looking home. 

Here are some tips to help you 
emphasize the superiority of finish 
lumber and some_ suggestions 
about where quality wood can be 
placed in the new home: 

Finish Lumber’s Advantages 

Finish lumber’s number one ad- 
vantage is beauty and warmth. In 
addition, dealers can stress: life- 
time quality of wood; easy, infre- 
quent maintenance, wide selec- 
tions; patterns and grains that 
blend with any color scheme or 
furnishings; enhanced beauty 
with age for many species; fine 
acoustical qualities; virtually uni- 
versal appeal. 

“Emphasis on lumber in the past 
has been on its structural use,” 
said Ralph Walker, past-president 
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of the American Institute of Archi- 
tects, at a recent NLMA conven- 
tion. “The industry should no 
longer treat lumber as a servant 
to building, but rather as a master 
that gives an elegant sense to home 
life. 

“The inherent beauty of wood 
is apparent from seeing it, feeling 
it and sometimes smelling it,” he 
points out. “Only wood can be so 
beautiful in its natural quality 
that you want to touch it. There 
is no need for doped-up treatments 
for beautiful wood. | Promotion 
efforts in behalf of wood should 
carry a_ skin-you-love-to-see-and- 
touch theme,” says the noted archi- 
tect. 

Importance of Sight 


In a recent report, Ray Saberson, 
director, Lumber Dealers Mer- 
chandising Institute, St. Paul, 
Minn., points out that the five sen- 
sory methods of conveying an idea 
to the mind are evaluated as fol- 
lows: 

Sight 
Hearing 
Smell 
Touch 


Taste 


With sight alone accounting 
for 87% of idea conveyance, finish 
wood seems a natural for display 
to encourage sales. Dealers are 
utilizing walls, ceilings, floors, 
swinging panels, counters and 
other places to show off finish 


lumber. The most effective dis- 
plays are those that show the fin- 
ish lumber in use—such as panel- 
ing actually applied on a large 
area of a showroom wall. Full 
color literature furnished by asso- 
ciations and manufacturers also 
provides an excellent means for 
showing customers the beauties of 
wood. 


Uses for Finish Wood 


During planning sessions on new 
homes, it is a good idea for dealers 
to make a special point of discuss- 
ing with customers the various 
places where finish lumber can be 
used to advantage. Generally, by 
the time discussions of finish ma- 
terials are reached, the dealer has 
a good idea of what the customer 
can afford and he can gauge his 
recommendations accordingly. 


Here are some suggestions for 
wider utilization of lumber in the 
home: 


EXTERIOR: Siding, molding, 
trim, fascia; gable ends; dormers; 
fences; entrance canopies; outside 
lamp posts; railings; garage 
fronts; shutters; porch pillars; 
doors. 


INTERIOR: Walls and ceilings 
in living rooms, dining rooms, bed- 
rooms, kitchens, dens, studies and 
recreation rooms; floors; molding 
and trim; halls, stairways; stair- 
way walls; walls surrounding fire- 
place; mantel; doors, window trim. 
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SEEN BY 10,000,000 POTENTIAL CUSTOMERS 


Bee Gee windows spotlighted in a brilliant 
full-color two page spread...in one of the best- 
read features in the strongest merchandising 
magazine in the country. Many thousands of 


RNOWOUSE neste The Bee coe MALU UTS 


quality story will go to a large number of 
your own potential customers, included in 
the tremendous Post readership. Here’s how 
this vast pre-sold audience works for you. 





MORE LIGHT! MORE AIR! NEW MODERN BEAUTY! 


“Window-styling” with Bee Gee windows makes every 
home a model home! Over 170 styles and sizes of modern 
all-wood casement, picture and corner picture windows— 
for every kind of interior, every type of construction. Every 
Bee Gee window is a completely assembled unit, with glass, 
screen and all hardware applied at the factory. Ready for 
quick and easy installation! 


J teh Bich 7 \ ite ok 


Akron 1, Ohio 


TIE IN WITH THIS POWERFUL 
POST PROMOTION 


Bee Gee quality and style advantages, Bee 
Gee installation economies, and Bee Gee's 
hard-hitting consumer promotion mean 
dealers do more window volume, builders 
find it easier to sell both completed houses 
and remodeling jobs. Bee Gee's heavy pro- 
motion in national newspaper advertising 
and in news-stand home service magazines 
as well as in The Saturday Evening Post is 
building a “consumer franchise”, a national 
demand of which alert dealers and builders 
alike are quick to take advantage. 


BROWN -GRAVES CN. 
Dept. Al-110, Akron 1, Ohioe 


Please send my FREE Bee Gee Window Catalog with com- 
plete data and specifications. 


lama [_] Builder [] Architect ["] Dealer ["] Jobber 


NAME 
ADDRESS 


ZONE STATE 
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EXPANDED RESEARCH PROGRAMS are developing new uses for wood, which the 
retail dealer can merchandise. 


Lumber and Millwork 


How Lumber Can Improve Its Performance in 1955 


Lumber is Marketing Challenge 


By Paul R. Ely 


Ely-Hoppe Lumber Co. 
North Platte, Nebr. 


Lumber— one 
of the most im- 
portant prod- 
ucts in the na- 
tion’s economy 
can improve 
its performance 
in 1955 enor- 
mously. As we 
in the retail 
lumber business 
well know, lumber has never done 
much to promote itself in the past. 
Lumber, as an industry, from the 
manufacturer cr producer through 
the retailer, has fallen behind 
other products in bringing its end- 
less possibilities to the consumer. 
There have been and are almost 
unsurmountable obstacles in the 
very makeup of the industry to 
organize for a sales performance 
to promote the end products of 


104 


lumber. The production of lumber 
is not controlled by a comparative 
few as is the case of many other 
building products, but is made up 
of literally thousands of small 
producers, manufacturers, jobbers, 
brokers and sales organizations. 


Problem of Integration 


The great majority of these 
firms are all independent of one 
another both financially and in 
general makeup. To integrate this 
maize into some semblance of lum- 
ber is a real problem. In recent 
years, there has been no real in- 
centive to improve performance 
because of the tremendous natural 
demand for lumber. 

Most mills have been oversold 
for years and it is a natural re- 
action, I think, to follow the road 
of least resistance under these 
circumstances. Today, this pic- 
ture is changing and I feel that 
the lumber industry is girding 
itself for a much greater perform- 
ance in 1955 and years to come. 

On my desk today, I have pam- 
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phlets put out by a large lumber 
producer. This mailing piece is 
designed to show the end result of 
the use of several species of 'um- 
ber. This firm is attempting to 
acquaint the contractor-builder 
with the lumber products and 
species and what can be done with 
them. 

The lumber performance surface 
is being scratched certainly, but 
it presents a very real marketing 
challenge to the retail lumber 
dealer. Lumber with its numerous 
by-products is doing a much better 
job of tying in with the retailer’s 
display and advertising plans. The 
producer of lumber items must go 
beyond the large consumer and 
program their merchandising ef- 
fort to help the retail dealer vet 
his story of lumber over to all 
types and kinds of consumers. 

The lumber mills should co- 
operate to make it easier for the 
dealer to buy what his trade de- 
mands; to straighten out the dis- 
tribution chaos and enable the 
dealer to obtain a reasonable mark- 
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up; work with NRLDA for uniform 
grading and a definite merchan- 
dising program; stabilize prices 
and adopt a dependable supply 
system; offer the dealer selling 
help as producers of other items 
do. 

Lumber can definitely improve 
its performance in 1955 with the 
lumber manufacturer putting up a 
good strong fight for the dealer. 
If this is done, the dealer will most 
certainly fight for lumber. 


Need for Research Emphasized 


By John M. Dickerman, executive dir. 
National Association of Home Builders 


Basically, the 
lumber indus- 
try’s job boils 
down to this: 
how to make it 
easier, more 
economical and 
more efficient 
for the builder 
to use lumber 
products in his 
construction. To accomplish that, 
the industry should take more ef- 
fective action to improve its de- 
velopment, promotion and sales 
services to the builder. 

The NAHB Research Institute 
right now is working on the prob- 
lem of making building compo- 
nents available to the small-vol- 
ume. builder meaning larger 
sections, pre-cut materials and 
even pre-assembled materials 
wherever possible. But the suc- 
cess of this effort will depend upon 
the full cooperation of lumber 
producers and dealers, who have 
the primary responsibility for this 
work. 

The lumber industry must ac- 
tively explore new and better uses 
for its products; new ways of 
solving the components problem, 
for example, and wider applica- 
tions for the storage walls which 
have come into demand with the 
increased use of roof truss con- 
struction and open planning. 


J. M. Dickerman 


Need for Research 


Another important field for ex- 
panded lumber industry activity is 
that of research and development, 
where more aggressive work 
should be carried on to overcome 
some of the problems which have 
arisen in recent years in the use 
of lumber products. Among these 
are the use of natural finishes on 
exterior wood; the problem of 
occasional paint failure on wood 
sidings, and the problems develop- 
ing from the use of roof plank and 
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other flat roof construction with 
insulation laid directly on top of 
the wood deck. 

In addition, the industry might 
consider revising its present grad- 
ing terminology to indicate the 
recommended use and dispel the 
belief, particularly among home 
buyers, that there is any inferior- 
ity in lumber products other than 
No. 1 grades. 

These comments are not offered 
in a critical vein. The builder has 
a traditional respect, even affec- 
tion for wood products in his con- 
struction, and is eager to cooperate 
with the lumber industry in re- 


solving its admittedly difficult 
problems. The lumber industry 
has made great progress in its 
conservation programs and in cer- 
tain research fields explored by 
the Lumber Dealers’ Research 
Council. 

But in a period of rapid techno- 
logical progress such as the hous- 
ing industry is now experiencing, 
it would be a grave misfortune for 
home builders and lumbermen 
alike if the lumber industry were 
to lag behind in the research, de- 
velopment and merchandising of 
its products for the American 
home. 





LEASE OR BUY 


LineTIRUIK 


on the 


“DAY-BY-DAY 
EARN-ITS-WAY 
PLAN” 


3-5-7'2-10-15 ton 
CAPACITIES 





If your yard can reasonably use a Heavy Duty LIFTRUK 
for AT LEAST TWO HOURS A DAY average, you should 
be interested in this unusual “LEASE-OR-PAY-AS-YOU- 


USE” PLAN. 


This generous offer is designed to provide your yard with the 
daily savings and benefits of the efficient LIFTRUK while it 
is actually earning its own way. 


Proper cost accounting often will expose cash and time sav- 
ings above the reasonable payments required for time- 
purchase or lease of the LIFTRUK in man hours saved, speed 
in inloading, higher stacking and outloading, and economics 


in yard layout, and movement. 


Write for “Earn-Its-Way” Plan” 


SILENT HOIST & CRANE CO. 


Pioneer 


5 of Heavy Duty Mate rials Handling Equipment 


860 63rd Street, Brooklyn 20, N. Y. 
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Rural Home Improvement 
A MILLION DOLLARS 


S$. MAX SMITH, secretary-treasurer of J. 
M. Young & Sons, Belleville, Pa., with the 
Distinguished Dealer Award presented to 
his company in recognition of its contribu- 
tion to Mr. and Mrs. James A. Haughwout, 
Jr., National First Prize winners. 

The Haughwouts, dairy farmers of 
Reedsville, Pa., combined planning and 
good taste in the remodeling of their living 
room, dining room, kitchen and family 
room. 

Similar Distinguished Dealer Awards 
were made to the five dealers listed below 
who also served National Cash Prize 
winners. 


Randolph Lumber & Supply Co. of Randolph, 
Wisconsin served Mrs. Jake Wingers, also of 
Randolph, the 2nd National Cash Prize winner. 


Cambria Lumber Company of Cambria, Wis- 
consin also helped Mrs. Wingers win the 2nd 
National Cash Prize. 


Sears Lumber Market of Yakima, Washington 
served Mr. and Mrs. Joseph J. Chott, also of 
Yakima, winners of 3rd National Cash Prize. 


J. O. Bennett Lumber Co. of Piedmont, Ala- 
bama served Mr. and Mrs. Richard D. Smith 
of Spring Garden, Alabama, 4th National Cash 
Prize winners. 

Alexander Lumber Company served Mr. and 
Mrs. Charies King, winners of the 5th National 
Cash Prize. Both are located in Hudson, Illinois. 


These are only six out of the many hundreds of lumber and 
building material dealers who increased sales—and profits 
during the Rural Home Improvement Contest. They know 
that better farming and better farm living mean more sales 
and more profits. 


Starting in January, Country Gentleman is changing its 
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Contest Brings 
IN ADDED SALES! 


Well over a million dollars worth of building materials were bought by Country 
Gentleman subscriber families who qualified to compete for prizes in the 1954 
Rural Home Improvement Contest sponsored jointly by Country Gentleman and 
the National Lumber Manufacturers Association. 


Thousands of additional families, stimulated by this contest, started a wave 
of building material buying all through Rural America. Actual purchases made 


by contest entrants averaged nearly $2,000 per family. 


Lumber and building material dealers across the country benefited from 


increased sales as a direct result of this contest. 


Now watch for the announcement in the February 
issue of Better Farming of a great new farm building 
contest to create more sales in 1955! 





The complete story of the contest and winners 
was told in the November issue of Country 


Gentleman. For your copy of this issue write: 


K , 

BETTER FARMING Now Today's 
. Biggest Farm 

Independence Square Opportunity? 


Philadelphia 5, Pa. ren 


Farm-Built 
Machines for 
Tough Jobs 

(Page 34) 








What's 
Ahead for 
Hog Prices? 
(Page 7) 


Prize Winning 


Ideas for Home 
Improvement 


name to Better Farming 





A Curtis publication 
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Building Materials 


Good Supply & Competition 
Forecast for Most Materials 


There will be spotty shortages in some 
areas but producers generally believe they 
can supply enough materials for a record- 


breaking building year. 


soth dealers and manufacturers 
are convinced that they can supply 
all the needed building materials 
for 1.3 million or more starts next 
year. They anticipate occasional 
shortages of certain key materials 
but they feel these will be nothing 
but temporary inconveniences. 
Many dealers specifically state that 
“there are plenty of substitutes 
available for any items short for 
long periods.” 

Gypsum products were frequent- 
ly mentioned as being both tight 
and uncertain on deliveries. Some 
dealers seem to be getting carloads 
while other retailers literally 
“starve” for a few sheets. Gypsum 
producers generally feel their out- 
put will be adequate for 1955 but 
they admit quite freely that there 
will be temporary shortages in 
some areas. One new plant was 
built this year and several more 
are expected to begin production 
by mid-1955. 

Glass is also still in short supply 
but the industry suggests this will 
end after the first of the year. 
Even this shortage has been re- 
gional in scope. 

Some producers of insulation 
board sheathing have been an al- 
location for sometime. The alloca- 
tions vary from limited control 
“when conditions require it,” to 
outright, rigid allocation. Many in 
the industry believe that the high 
level of starts during the late fall 
and early winter, when inventories 
are normally built up, will mean 
delayed deliveries next spring. 

Charles Gray, executive secre- 
tary, Insulation Board Institute, 
commented “most of our members 
are working around the clock, and 
there may be some spots where 
there is delay in deliveries, but I 
wouldn’t say the situation is 
critical.” 

Other building materials seem 
more than adequate in supply for 
a big 1955. In fact, every indica- 
tion is for a competitive selling 
year. Since 1950, when 1,396,000 
homes were built, manufacturers 
have built new plants and expand- 
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ed existing facilities. Very few 
experts predict that 1955 will be 
this good so a hard-hitting battle 
seems in order. 

The comments that follow from 
industry spokesmen cover the basic 
building materials that you sell: 


Gypsum 


By Lloyd H. Yeager 
General Manager 
The Gypsum Association 


The year 1954 
has been one of 
healthy growth 
for the gypsum 
industry. Gypsum 
rock mined this 
year to meet con- 
sumer demands is 
expected to reach 
a total of 11,500,- 

000 tons, an in- Yeager 
crease of 300,000 over 1953 and rep- 
resenting the second largest tonnage 
in the history of the industry. The 1954 
total was exceeded only in 1951 when 
12,000,000 tons were mined. 

Estimated 1954 production of gyp- 
sum lath, wallboard and sheathing 
marks a new all-time high of 6.3 bil- 
lion square feet. The previous record 
was 6.1 billion, which was reached 
both in 1951 and 1953, 

The gypsum industry looks for 
another big year in 1955, with manu- 
facturers gearing their production for 
a probable million or more home starts 
and a substantial increase in the con- 
stantly - growing home - improvement 
market. 

Its optimism is based in part on the 
new housing legislation, high rates of 
savings, and a plentiful supply of 
raortgage money with low down pay- 
ments and longer payoff periods. Also 
contributing to its optimistic outlook 
is the increasing use of gypsum prod- 
ucts in commercial and industrial con- 
struction. 

Recent and current research activ- 
ities of the gypsum industry cover a 
broad field. Saag patete development 
of a new “Type X” gypsum wallboard 
with extra-high fire-resistance, new 
lightweight fireproofing systems, new 
ready-mixed lightweight aggregate 


plasters and a new annular or thread- 
ed nail for the application of gypsum 
wallboard. 

Of importance also are a series of 
tests to determine the diaphragmatic 
resistance of poured gypsum roof 
decks to earthquake shocks, a compre- 
hensive plaster research program still 
in progress, thermal conductance 
evaluations and a number of new fire 
and sound-resistance tests dealing 
with a wide range of gypsum prducts 
and construction systems. 


Fiberglass Panels 


By John 8S. Berkson 
President, Alsynite Company 


Chairman, Reinforced Plastic Sheet 
Manufacturers Committee, The Society 
of the Plastics Industry 


Phenomenal 
growth has been 
the story of the 
translucent fiber- 
glass building 
panel industry — 
youngest and fast- 
est growing basic 

roduct in the 

uilding material 
field. And phe- 
nomenal growth will continue to be 
the story for this industry in 1955 and 
in the years to follow. 

Developed shortly after World War 
Ii, the fiberglass panel industry found 
its iegs quickly and by 1949 a total of 
1,800,000 square feet was produced 
and sold for a wide variety of struc- 
tural and decorative uses in residen- 
tial, commercial and industrial appli- 
cations. By 1953 its production ap- 
proximated 15,000,000 square feet. 

Figures «available now indicate that 
production for 1954 nearly doubled 
the previous year, with an estimated 
25-30 million square feet turned out 
by the various producers of reinforced 
plastic building panels. 

With the growth of the industry 
literally unlimited at this stage, we 
look for an output of about 50 million 
square feet in 1955, and our industry 
projections show that by 1958 we will 
exceed 100,000,000 square feet. 

Significant gains probably will be 
made in three areas where improve- 

(continued on page 110) 
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HERE’S WHY STEEL IS BEST FOR KITCHENS: 


* Labor savings on installation. 

* No painting or repainting. 

* Mass-production savings. 

* Bugproof, fireproof, termiteproof. 
* Greatest strength, most beautiful. 


* Better finish (porcelain enamel or Hi-Bake 
enamel). 


* Will not warp, rot, swell, stick or splinter. 

* Precision-built, consistent quality. 
Now check and compare the completely installed 
(ready to use) cost of any kitchen you are planning 


or using . 


Kitchens. 


.. and you, too, will choose steel Youngstown 


® 


MULLINS MANUFACTURING CORPORATION ¢ 


HERE’S WHY YOUNGSTOWN KITCHENS ARE USED 
by more builders than any other steel kitchen: 


FAST, EASY INSTALLATION 

TIMED DELIVERY 

LOW INSTALLED COST 

COMPLETE COLOR COORDINATION PLAN 
MORE PROSPECT-WANTED FEATURES 
PUBLIC PREFERENCE BY 5 TO 1 


Steel Youngstown Kitchens with planned color deco- 
ration make a sure-fire sales combination you can’t 


afford to miss. For complete details, contact your 
Youngstown Kitchens distributor, or write: Builder 
Sales Department, Mullins Manufacturing Corpora- 
tion, Warren, Chio. 
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WARREN, OHIO 


Sold in United States, Canada and most parts of the world 


CABINETS OF 


BUILDING PropucTs MERCHANDISER 


STEEL 


FOR 
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ments and new developments have 
been accomplished. One is the shower 
door field, where we anticipate in 1955 
sizeable use of translucent fiberglass 
panels, both in flat and corrugated 
form. Shatterproof qualities of these 
panels offer commercial users a new 
protection from serious injury to their 
customers, and these same safety fac- 
tors have a strong appeal for the 
homeowner. 

The second area for vast gains is in 
the awning field. Typical of the pro- 
gressive strides being made within our 
industry is the work being done with 
fiberglass awnings. One of the largest 
of these manufacturers has retained 
Raymond Loewy (probably America’s 
foremost industrial designer) to de- 
sign and perfect a totally new awning, 
making maximum use of fiberglass. 

An almost untapped field, in which 
the industry plans to score heavily 
during 1955, is industrial glazing. Op- 
portunities here are remarkable, espe- 
cially in view of the shortages recently 
announced in the flat glass industry. 

Virtually all of the manufacturers 
of translucent fiberglass panels are de- 
signing new products and improving 
existing products to assure a future 
growth that will match the growth we 
have witnessed since the industry’s 
conception. In these few years, nearly 
50 special shapes have been developed 
for specific uses. 


Fir Plywood 


By W. E. Difford, Director 
Douglas Fir Plywood Association 


As 1954 draws 
toward a close, fir 
plywood manu- 
facturers have 
the biggest back- 
log of orders in 
their history. 
Manufacturers 
now need 60-90 
days to ship new ; 
orders. Difford 

The output and sale of fir plywood 
in 1954 will total more than 3.8 billion 
feet, setting a new high and continu- 
ing the postwar upsurge in fir ply- 
wood use. After a contra-seasonal 
slowdown of demand in the late spring 
a prolonged summer strike cut deeply 
into warehouse stocks. Despite a 15% 
increase in capacity, fall demand has 
outstripped output and jobber inven- 
tories are still low. 

The jcreatest advancement during 
the past 12 months was the outstand- 
ingly successful introduction of Tex- 
ture One-Eleven, a new exterior fir 
»lywood siding material that combines 
ine and texture. Demand totaled sev- 
eral million feet a month at the year- 
end as builders and architects recog- 
nized the beauty and sales-appeal of 
the new textured panels. 

With 1955 being the golden anni- 
versary of fir plywood, the industry 
is planning its greatest advertising 
program ever to push plywood sales 
above the four billion mark. Consumer 
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advertising campaigns are being 
scheduled and the golden jubilee will 
be a mid-year promotion. A complete 
promotion package will be made avail- 
able to all dealers. 


Perlite 


By Lewis Lloyd 
President, Perlite Institute 


Sales of expanded perlite were ex- 
pected to reach the $10 million mark 
for the first time this year as the nine- 
year old perlite industry continued to 
grow and set new production records. 
The primary market for the light- 
weight voleanic-rock product continued 
to be in the building industry, where 
it is used as an aggregate in plaster 
and insulating concrete. 

According to preliminary year-end 
estimates announced by Lewis Lloyd, 
president of the International Perlite 
Institute, total 1954 sales of expanded 
perlite in this country were in the 
neighborhood of 208,000 short tons, or 
nearly 12 and a half million 4-cubic 
foot bags. This is an increase of about 
15% over the 1953 sales of 174,461 
short tons, as reported by the U. 8. 
Bureau of Mines. 

Competition was especially keen in 
the plastering industry where perlite 
must fight established aggregates. At 
the same time, competition within the 
industry increased as perlite aggre- 
gate for job-mixed plaster competed 


with mill-mixed perlite gypsum mar- 

keted by the gypsum industry. How- 

ever, the gypsum companies continued 

to — much of their expanded 
i 


perlite from the independent perlite 
processors, although a few gypsum 
producers now have their own perlite 
popping plants. 
etween 75% and 80% of total per- 

lite production is now utilized in base- 
coat and acoustical plasters. 

However, it is in the field of light- 
weight, insulating perlite concrete roof 
decks that the independent perlite 
processors see their future growth. 
Perlite aggregate combined with port- 
land cement creates an extremely light 
concrete which combines the functions 
of roof deck and roof insulation in one 
monolithic fireproof slab. Recent tests 
by the Perlite Institute have proved 
the excellent fire safety of this type 
of insulated roof. 


Mineral Wool 


By E. Kenneth Clark, President 
National Mineral Wool Association 


The total 1954 production and sales 
of mineral wool residential insulation 
(rock wool, glass wool) will be the 
highest in the history of the mineral 
wool industry. Further, the percent 
of increase of 1954 sales over 1953 
figures will be the largest upward 


movement of the mineral wool indus- 
try since 1950. 

Housing starts since 1950 have been 
high, but comparatively level. During 
that same time mineral wool sales 
have steadily climbed upward. The 
reasons behind these circumstances 
lead mineral wool manufacturers to 
expect 1955 figures to exceed the rec- 
ord 1954 sales by a considerable mar- 
gin. These reasons are also worthy of 
note by builders since, in fact, builders 
are largely responsible for them: 

1. Builders are becoming increas- 
ingly aware of the “quality house” 
idea, and that comfort is impossible 
without adequate insulation. Such 
builders are consistently using more 
insulation than called for by minimum 
property requirements. 


2. A growing awareness by archi- 
tects, builders, and the general public 
that comfortable and economical resi- 
dential air conditioning is impossible 
without adequate insulation. Even 
those builders who do not plan to sell 
houses with air conditioning units in- 
stalled are properly insulating houses 
“for future air conditioning.” This has 
become quite a selling point with those 
homeowners who must save up for 
their air conditioning but want a home 
now. 


3. The general public is very rapid- 
ly becoming aware of the great differ- 
ence between “insulation” and “ade- 
quate insulation.” 

Projects of the National Mineral 
Wool Association for 1955 include: 

1. Development of more data for 
the architect, builder and homeowner 
showing the importance of insulation 
where air conditioning is concerned. 

2. Similar information for the same 
groups on comfort, winter and sum- 
mer, afforded by adequate insulation. 

8. Directing to the home-buying 
public an intensive campaign to show 
them what “adequate insulation” is. 
This will definitely work in favor of 
the quality home builder. 


4. Widely publicized data showing 
the yn ge of the proper installa- 
tion of insulation in homes. 


Glass 
Pittsburgh Plate Glass Co. 


Both plate and window glass are in 
short supply as the result of several 
unpredictable factors which came to a 
head about the same time, according 
to Pittsburgh Plate Glass Company. 
The three major outlets for flat glass 
—construction, furniture manufactur- 
ing and automobile production — all 
reached peak levels in demand for 
glass during the past few weeks. The 
fact that demand from all major con- 
sumers reached a crest within a few 
weeks is without precedent in the flat 
glass business. Had there been normal 
demand throughout the year, the in- 
dustry’s capacity would have been 
more than adequate to supply the mar- 
ket. Pittsburgh Plate reported also 
that the recent hurricanes caused an 
abnormal and immediate demand. It 
has been the company’s policy to sup- 
ply glass to disaster areas without 
regard to prior committments for nor- 
mal delivery. 

Pittsburgh Plate believes that sup- 

(continued on page 112) 
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Have your sales figures been keeping pace 
with population growth in your community? 
Sending HOME Maintenance & Improvement 
magazine to homeowners will build sales for 
you — will put your name, your services in the 
minds of both prospects and customers. 


It’s a full size magazine, of high quality and 
real beauty. Everything about it is designed 
to encourage readers to want to build onto, im- 
prove or maintain their property. It supplies 
essential home building information — how to 
do it, what to use and where to buy necessary 
materials, parts and tools. It’s the best sales- 
man in print! 


HOME Maintenance & Improvement maga- 
zine service is available only to retail lumber 
and building products dealers. It was designed 
specifically to solve their local general adver- 





tising needs. And each dealer subscribing to 
its service is protected from any duplication of 
names in his trading area. 


It’s inexpensive . . . the total price per copy 
mailed is less than what it costs you to dictate 
and send a personal letter. And it’s simple to 
use. We imprint the name and address of your 
company prominently on the front cover of 
each copy you order. When your customers 
and prospects receive it, it bears your name, 
therefore—it’s your magazine! The result is 
that readers interested in something shown in 
the magazine are directed exclusively to you. 
You can’t miss! 


We want to give you full information, in- 
cluding a complimentary copy of this maga- 
zine, so just mail a postcard request to the 
address below. 


HOME: 


Maintenance & Improvement 


Service Manager, Room 2000G, 139 N. Clark St., Chicago 2, Illinois, FInancial 6-5380 


Another effective service developed for the retail lumber and building products dealer by American Lumberman and Building 
Products Merchandiser magagine. 
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plies of glass to the construction in- 
dustry might be spotty early in 1955. 
However, the firm expects to be able 
to serve the total requirements of the 
construction industry during the year. 
An official of the firm reported that 
Pittsburgh Plate is giving preference 
to requirements for immediate instal- 
lation in structures under construction. 


Steel Windows 


By George Hingston 
Executive Secretary 
Steel Window Institute 


From the conclusion of World War 
II through 1950, the steel window in- 
dustry expanded facilities to keep up 
with the demand, perhaps a 35% in- 
crease. This capacity has not been 
taxed in the succeeding years, present 
production being about 75% of ca- 
pacity. 

Dollar volume for steel windows is 
about the same in 1954 as in 1953. 
However, if the non-ferrous window 
volume produced by the steel window 
manufacturers is added, the indicated 
increase should approximate 25%, this 
increase chiefly due to residential and 
housing construction. 

We can make only some secondary 
predictions for 1955 because the steel 
window industry is entirely dependent 
on the construction industry, particu- 
larly industrial construction. All in- 
dications point to a good construction 
year for 1955. The steel window in- 
dustry will benefit if this prediction 
is realized. 

_ Inall building construction the trend 
is toward increasing daylighting 

larger and more windows—picture 
windows — window walls — instead of 
construction shutting-off daylighting. 

Exacting tasks in industrial and 
commercial buildings demand more 
and more daylighting, with resulting 
lower costs of construction and pro- 
duction. 

We feel rather optimistic for the 
future. 


Paint 


By Joseph F. Battley, President, 
National Paint, Varnish 
and Lacquer Association 


The outlook for the paint, varnish 
and lacquer industry in 1955 is one 
of optimism and prosperity. Total 
dollar sales for 1953 set a new record 
of $1,402,733,000. Sales in 1954 are 
now only 3.5% behind 1953 with the 
spread being gradually reduced over 
the past few months until at the pres- 
ent time, it is estimated by the end 
of the year total sales will be above 
last year. Trade sales for the first 
nine months of 1954 were slightly 
higher than in 1953 with the decrease 
in total sales attributed to a drop in 
sales of industrial product finishes. 

The do-it-yourself market continued 
to grow in 1954 and over 70% of the 
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interior painting in homes was done 
by one or more of the family members. 
The increased popularity of the do-it- 
yourself movement in painting can be 
attributed to a great extent to the 
continued development and improve- 
ment by the industry of paints which 
are easily applied. This trend will 
continue during 1955 as the paint in- 
dustry continues to move forward in 
both technical and marketing phases 

Sales of emulsion paints continued 
upward and it is estimated that 40 
million gallons were sold in 1954, 
Styrene-butadiene emulsions have 
dominated the market but there is a 
rapidly growing use of paints based 
on polystyrene, polyvinyl acetate and 
acrylic resins. The last two are used 
also for exterior masonry and can be 
applied in cold damp weather. Alkyd 
resin paints have been adopted to in- 
terior wall paints in more or less 
odorless form. 


Hardwood Plywood 


By R. D. Behm 
Director of Trade Promotion 
Hardwood Plywood Institute 


Extensive market development and 
trade promotion programs helped 
make 1954 a significant year for the 
hardwood plywood industry. Three 
major effects of these programs were 
noted: 

1. Diversification: The variety of 
end-uses for hardwood plywood, al- 
ready a strong point of the industry, 
were further broadened. 

2. Optimism for 1955: Largely ini- 
tiated in 1954, and gaining strength 
as the year passed, the impact of these 
programs is expected to multiply in 
1955. 

8. Total consumption of hardwood 
plywood: Consumption in 1954 in- 
creased more than 10% over 1953, on 
the basis of projected figures. 

While consumption increased, do- 
mestic production is expected to show 
a drop of between 5% and 10% when 
final 1954 figures are in. The reason 
for the gap between the two has been 
the steadily-rising influx of cheap 


foreign plywood which is currently 
absorbing more than 30% of the mar- 
ket. 

In 1955, many industry leaders feel 
that consumption will again show. an 
increase, but the import problem casts 
doubt on the actual benefit of that 
increase to domestic manufacturers. 

All that can be said with certainty 
for the new year at this time is that 
the Hardwood Plywood Institute’s 
trade promotion programs will be fol- 
lowed through and new ones developed, 
and that continuing representation 
will be made in Washington by the 
Institute in an effort to gain relief 
from excessive imports. 

Phe foundation of the HPI’s trade 
promotion efforts has been rigid qual- 
ity control and the adoption of a new 
and simplified grading system, two 
programs which were eminently suc- 
cessful in 1954. 

The Atlanta laboratory, the field 
staff of inspectors and the cooperation 
of the HPI label, making it a true 
quality control program stand back 
of the HPI label, making it a true 
earmark of quality. Equally signifi- 
cant has been the widespread adoption 
of the five HPI grades—custom, good, 
sound, utility and backing. 

Two highly successful trade promo- 
tion efforts are being directed at the 
growing do-it-yourself and home re- 
modeling markets. The first intro- 
duced the decorative idea of paneling 
a wall in hardwood plywood to match 
or contrast with the hardwood flush 
doors. The accent wall idea found 
wide acceptance not only among home 
remodelers, but among contractors 
who discovered that a hardwood ply- 
wood wall added much more to the 
value of a new home than its cost. The 
added beauty and distinction made the 
accent wall a real sales promotion tool 
for home builders. 

The other major promotion sought 
to acquaint home workshop fans with 
the fact that they could use the same 
material that goes into 85% of pro- 
fessionally -made wood furniture — 
hardwood plywood. More and more 
reteil lumber dealers are stocking 
hardwood plywood in a variety of 
panel sizes, thicknesses and species to 
cater to the growing interest on the 
part of do-it-yourself enthusiasts. 
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Building Materials 


1954 Big Year 
for New Products 


Nearly 1,500 new products related to the building 
materials industry were reviewed by American Lum- 
berman this year. It’s an all-time record illustrating 
that progressive research pays-off for manufacturers. 


Probably the most significant trend we’ve noted is 
that improvements and new products turn up in 
everything from small items to basic, fresh mate- 
rials. Zegers, Inc., for example, produce a clever sash 
spring covered with flocking to reduce noise. Or 
again, Steelcraft Manufacturing Co. took a plain steel 
sliding closet door and gave it glamor with a litho- 
graphed birch wood grain. 


On this page we are showing just a few of the prod- 
ucts introduced in 1955. It’s merely a representative, 
typical array of products. We could fill several issues 
with the many other fine products developed this year. 


See page 126 for regular new products department 


SCREWDRIVER installed this alumi- 
num combination door is the product 
of the Silcrest Company. It’s reversible 
and knobsets can be placed on either 
side for right or left openings. No cut 
ting, sawing or drilling is required for 
the installation. 


WIDER GARAGE doors to accommodate today’s bigger cars 
were offered this year by the Strand Garage Door Division, 


Detroit Steel Products Company. The door is 9’ x 7’. 


PLANK AND BLOCK paneling was introduced by 
Marlite Wall Products during 1954. This product has 
the first successful tongue-and-groove joint ever 
achieved in 3/16” tempered hardboard. 


a 
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CROSS CORRUGATED aluminum roll roofing that 
can be laid like a rug and easily cut into required 
lengths is a new product introduced this year by 
Quaker States Metals Co. It is said to reduce installa- 
tion costs by about 50% because of labor and space 
savings. 


¥ LOCK PLATES in brass or aluminum with deeply 
etched designs inlaid with brightly colored enamels 
were a new product from Lockwood Hardware Manu- 
facturing Co. Five different designs are available. 


PLASTIC LAMINATES that are extra thick (1/10”) was a 
new 1954 item from Consoweld. It can be applied directly 
over imperfect surfaces because of its new thickness. Appli- 
cations over walls is recommended, 
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MORE FOR YOUR MONEY 
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Value in galvanized roofing is measured in 
rust-free service—and rust-free service 
depends on the weight or thickness of the 
zine coating. 

This weight or thickness of zinc coating 
cannot be determined by looking at a 
galvanized sheet. 

Insist on grade-marked galvanized roof- 
ing and know what you are getting. A 
small difference in the weight of coatin 
means a large difference in the length o 
service. 

It is thrifty to purchase metal roofin 
that is grade-marked to show the weight o 
the zinc coating. 


Select the proper grade for the proper 
use—and for ba ng rust-free service ite and 
lowest per-year cost . 


Specify a heavy- 
coated sheet such as 
“Seal of Quality,” 
the SUPER SHEET 
for SUPER SERVICE 


* FREE... INSTRUCTION MANUALS 


WRITE: AMERICAN ZINC INSTITUTE 
324 berry bureet, Km. 204 
Lafayette, Indiana 

© Pacts about Galvanized Sheets 

0 Directions for Laying Galvanized Sheets 

0 Metallic Zinc Paint Protects Metal Surfaces 

N 
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DO-IT-YOURSELF CUSTOMER prepares to load precut lumber into his car. 
Yard’s cash-and-carry policy releases trucks for large deliveries. 


Small Lumber Sales 
Can Be Profitable 


This Oklahoma City 
yard keeps do-it-yourself 
customers coming back for 
more by offering to cut lum- 
ber and plywood to size for 


a small charge. 


December 13, 


Serving the do-it-yourself cus- 
tomer who only wants “a hunk of 
lumber” has proved profitable for 
the May Avenue Lumber Co., Okla- 
homa City. 

“I feel that cutting plywood to 
order is about the most profitable 
thing we do,” says Jim Cobb, yard 
manager. “It’s surprising what a 
man who stops in for a piece of 
plywood will eventually buy.” 

The firm averages sales of about 
$700 a month for plywood alone. 

(continued on page 149) 
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—BEND and DESCHUTES PINE! 4 
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The snow-capped beauties —The Three Sisters 
from Pilot Butte — a scene familiar to those who 
settled Bend, Oregon. This area is now renowned 
as the home of Deschutes Ponderosa Pine. 


The scenery near Bend, Oregon has been 
famous ever since the days of the first pioneers. Today, 
Bend is famous as a Landmark for Lumber — premium 
Deschutes Ponderosa Pine. Brooks-Scanion is proud it 
has been able to bring you this fine lumber for over 
40 years — and of its part in the development of Cen- 
tral Oregon. Brooks-Scanion is even now carefully ‘ w ,\ . 
tending a 147,375 acre Tree Farm to assure you a con- \ \4 
tinuing supply of quality with Deschutes Pine. \ \ i WL AN 


Look to the West and Brooks-Scanlon Yor Gimeriog s Fines Lumber Mi 


BROOKS-SCANLON, INC. -Bend, Oregon 


Manufacturers of Deschutes Ponderosa Pine 
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wt New Viskle Pak 


The Self-Service Package 
They’ll Reach for : 


SELLS ON SIGHT—Griffin’s new visible pak offers popular Griffin 
Hardware in a complete sales unit. A transparent plastic blister 
contoured to the shape of each product protects against moisture 
and handling. Each “see-thru” package includes the correct number 
of screws 


YOUR CHOICE of Griffin Hardware items. Select your items. Buy 
SELECT YOUR only what sells best—the visible pak speeds turnover 


INCREASE PROFITS this quick way. This attractive self-service pak 
GRIFFIN ITEMS selis on sight. Ask for catalog page GV-1. Order from your dis- 
tributor today 


Sear toi 


Sear ga \ we if DOOR NEEDS THREE 
GES. GRI FFIN OY COMPANY 


ULL, ERIE -« PENNSYLVANIA 


REPRESENTATIVES 
ATLANTA, Ga. CHICAGO, Ili DENVER, Colo. JACKSON, Miss. NEW YORK, N.Y. SEATTLE, Wash. 
Walter S. Johnson & Sons Wilbur H. Dovis Roy L. Rogers L. G. Fuller, Jr. The 8. S. Alder Company R. F. Bevers 
917 St. Charles Avenve 1639 Fargo Avenue 1620 Garfield Street P.O. Box 2113 45 Warren ‘treet 4524 East 60th Street 
BOSTON, Mass. DALLAS, Texas DETROIT, Mich. KANSAS CITY, Mo. SAN FRANCISCO, Calif. ST. LOUIS, Me. 
Austin & Eddy inc E. H. Farrar George A. Gregg Harvey D. Rush & Sons C. L. Lewis W.C. Meibaum & Co. 
115 Brood Street 2nd Unit Sante Fe Bidg. 141 W. Eight Mile Road 4638 Nichols Parkway 2450 {7th Street 6954 Oleathe Avenu* 
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YOUR PROFIT-MAKING FORUM 


These are your markets 


Here are some of the most important figures to con- 
sider in planning your sales strategy in the months 
to come. Since World War II, incomes have increased 
so sharply that 6,300,000 U.S. families now earn from 
$4,000 to $4,999 a year. And no less than 11,600,000 
U. 8. families now earn from $5,000 to $15,000 and 
more per year! 

Moreover, 40 per cent of all U. 8S. families now have 
more than one breadwinner. Another significant fact 
is that married women employed now outnumber 
single working women for the first time in history. 
Among other things, these changes mean that wives 
and others contributing to the family income have a 
lot more to say about major decisions to build, mod- 
ernize and repair instead of leaving everything up 
to the masculine head of the household. 

Obviously, there has never been a greater oppor- 
tunity for independent lumber dealers to cash in, but 
the big problem is how to make these chip-heavy 
families turn first to your yard for help with every 
building, remodeling and repair problem. 


Faster pay-off 


In every community, there are thousands of fam- 
ilies who can well afford to build or modernize, really 
need and want your products, but never set foot in a 
lumber yard. Why? Because they’re wishful think- 
ers, not doers! How can you reach them and catapult 
them into action? First, by understanding what they 
are like. 

Most often, they are too lazy to get the facts. Keep 
“wishing” they could redecorate or build, but dully 
resign themselves to accept that space-wasting 
kitchen or ugly living room walls. Another obstacle 
to action is lack of imagination. Usually, they assume 
they can’t afford the jobs they want, don’t realize 
times, prices, services and terms have changed! 

Most of all, wishful thinkers are uncoordinated, 
disorganized families who have no clear, specific 
goals. Vague and nebulous in their thinking, they 
are also apt to be very negative, to go on wishing, 
but are inwardly certain they can’t possibly have 
what they want. So let’s see how you can light a 
fire-cracker under them! 


TNT for sales 


People who are too lazy to get the facts themselves 
must have the facts brought to them. Strongly and 
repeatedly until they really sink in. But how? High- 
pressure salesmanship won’t do the trick. Families 
who are predominantly negative in their thinking 
and have no coucrete goals, invariably shy away from 
sales people of any kind, however tactful and con- 
siderate. 

Your smartest step is to pave the way for your 
salesmen by stepping up your advertising. Not only 
by running more ads, but by aiming the right kind of 
ads at your slow-to-act prospects. Confidence-build- 
ing ads that prove by example that they can easily 
attain any home improvement they want. 

The only way to torpedo wishful thinkers into ac- 
tion is to keep hammering home the most specific 
facts and fiyyures about your products and services 


By Norm Advertising, Inc., New York, N. Y. 
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in your copy. The more specific examples you give 
of cost per month and what your terms include, the 
better. 

When your readers keep seeing concrete evidence 
that all kinds of jobs are easy to buy and easy to 
arrange, then they will begin to think more con- 
cretely about their own problems and ask about the 
job they want! 

The main thing to remember is this. General ad- 
vertising will never sell wishful thinkers on acting. 
When you run ads that have no specific goal, you can 
hardly expect your customers to have a specific ob- 
jective! 


Greatest need 


More than anything, wishful thinkers need help in 
visualizing new homes and home improvements. Help 
because their thinking is always vague and day- 
dreamy and their desires only half-formed. Lacking 
the imagination and will to fill out the picture, you 
have to do it for them, in your advertising, your per- 
sonal selling and sales letters. 

The more visual aids you use to sell wishful think- 
ers, the more action you will! get. In advertising, this 
means using the kind of human-interest illustrations 
that picture the end uses of your products and help 
your readers to see themselves in your picture. These 
are the type of illustrations that pull highest returns 
both in copy and in artwork. 

In personal selling, it means increasing use of min- 
iature models, before-and-after photographs, dia- 
grams, four-color pictures and samples of all kinds. 
Also printed cards showing people how the cost per 
month compares for many different jobs. 


Over the top, boys 


Another major hurdle is that wishful thinkers lack 
the will to follow through and take practical action. 
In order to go over the top and sell them, you have to 
supply that will to act for them. 

This means running strong, decisive ads that make 
everything seem as easy as possible from financing 
and planning to choosing a trustworthy contractor 
and arranging for actual labor. Ads that sell your 
organization as a whole and underscore the fact that 
your staff members are experts in arranging for 
everything. It also means suggesting practical, con- 
crete ways to act, in every ad you run.... “Call our 
decorating expert, Mr. Sayre, for an appointment 
today,” ... or “Phone for a Free Estimate now.” 

Since wishful thinkers are apt to be negative and 
defeatist in their thinking, it is also essential to be 
as positive as possible in your own approach. Make 
sure every ad, every sales letter, every personal inter- 
view with them is sparkling with enthusiasm, the 
kind of enthusiasm that is contagious and carries 
genuine conviction with it. 

At the same time, make certain all your ads, letters 
and interviews with these prospects anticipate and 
answer their questions and objections. A barrage of 
questions and objections generally indicates a weak 
presentation. 

Above all, the smartest, surest way to snap wishful 
thinkers into profitable action is to do a thorough 
job. In your newspaper advertising and personal 
calls, always load your presentation with the most 
graphic and concrete facts and figures, never leave 
anything to their imagination! 
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YOUR AD OF THE WEEK 


This suggested 3-col. layout is illustrated with AD- 
service mats. You can use the mats in ads of any 
size, any style. 





No. 24 of a Series YOUR NAME OR SIGNATURE CU 
BUYERS LIKE PACKAGE OFFER 
The “package” sale idea appeals to buyers because Let us show you how to get 


it’s convenient, time-saving, gives them the benefit 


of expert selection. MORE FOR YOUR MONEY 
This established plan of merchandising is followed " build 

in many lines: Furniture stores feature complete you or maderncze 
room selections; tool manufacturers offer a variety A a ; ih 

of chest assortments; service stations advertise car 
“winterizing” that includes a dozen different services. 
Closer to your own business, you’ve seen how builders 
attract buyers by including kitchen and laundry 
equipment in the “package.” 


Lumber dealers probably have had more experience 
in package selling than any other mercantile group. 
You have estimated and delivered job packages to 
contractors since the day you opened. It’s easy to 
adapt this experience to selling remodeling packages 
to homeowners. 

Whether you offer “materials only” or “installed 
jobs,” your program should include: 


Advertising: Use illustrations of completed proj- 
ects; ADservice (see coupon) offers a‘selection of 
mats. Give detailed information of what package in- 
cludes, e.g.: “recreation room — Select knotty pine 
wall paneling... (brand) ceiling tile .. . partition 
lumber and furring strips ... for typical 15’ x 20’ 


AS PER 
room.” tow 3900 wnt 


Financing plan: One- stop payment, like one-stop 
selection, makes the package easier to sell. Let pros- 
pects know they can pay “as little as $— per month,” 
and that you handle details of financing. 


























SEND NOW FOR 
YOUR FREE COPY OF 
THIS HELPFUL AD BOOK YOUR KITCHEN 


A complete, ready-to-use adver- —— — } MODERNIZED 
tising service — layouts, head- - : 

lines, copy suggestions, valuable 
ideas — plus reproductions of 
254 mat illustrations of products 
and projects. 

-_ 


























(please print or type) 


AMERICAN LUMBERMAN 
139 No. Clark St., 
Chicago 2, Illinois 











‘ SUGGESTED COPY “A” 

Rush my free copy of the 48-page ADservice book. Here is the way to save time and money — and be sure of 
complete satisfaction! Bring your ideas and problems on 
building or remodeling to our Home Service Department. 
We'll help you plan, show you a complete selection of ma- 
terials best suited for the job, and provide cost estimates! 
We'll also arrange for contractors. From start to finish 
you'll have the benefit of the experience and know-how of 
our experts. And if you wish we’ll make arrangement for 
easy monthly payments. Come in today! 
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Manufacturers in the News 





CLOSED-CIRCUIT TELEVISION is helping Weyerhaeuser do a more efficient 
job of controlling flow of mill ends to a chipping machine. TV receiver, circlea, 
gives operator a view of a conveyor transfer point on another floor. 


Television Helps Avoid 
Pulp Chipper Bottlenecks 


At the Weyerhaeuser Co. mill at 
Longview, Wash. — which cuts 
500,000 board feet of Douglas fir 
per shift — an employe gets paid 
to watch television all day. 

But, instead of dancing girls he 
gets a view of a constant parade 
of sawmill leftovers passing a con- 
veyor transfer point on its way to 
a battery of pulpwood chippers. 

“We believe this is the first time 
closed-circuit television has been 
used in the lumber industry,” says 
William Robertson, manager of 
Weyerhaeuser’s Longview lumber 
division. “Controlling the flow of 
mill-ends and other leftovers is an 
important function in an _ inte- 


ANNULAR RINGED NAILS, in colors 
to match standard shingle stains, now 
are speeding completion of cedar shake 
sidewalls. Included without added cost 
in each carton of Shakertown Side- 
walls and Glumac units, the nails elim- 
inate almost all touch-up staining. 
Colors are identical with factory- 
applied stains. 
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grated forest-products plant. With 
television we can coordinate two 
conveyor transfer points from a 
single position, resulting in a 
smoother, even flow of this mate- 
rial from the sawmill to the pulp 
shippers.” 

Electronics provides the magic 
eye that enables one man, in effect, 
to be in two places at one time. The 
TV viewer is stationed at one con- 
veyor transfer point with the moni- 
tor screen placed so he can see at 
a glance what’s happening on the 
second conveyor which is on a dif- 
ferent floor and about 100 feet 
away. With two sets of controls 
the operator operates the switch- 
ing mechanism at the transfer 
points to achieve an even flow of 
materials and avoid bottlenecks. 


Distribute Lumbermens Red Book 


Lumbermen’s National Red Book 
Service announces that the Novem- 
ber, 1954 issue of the Credit Rating 
Book is now being distributed. 

This is the 146th issue of the 
book, and the 78th year of the serv- 
ice used by lumber and industrial 
shippers who sell to wholesale or 
retail lumber dealers or woodwork- 
ing factories. 

Lumbermen’s Credit Association 
reports an unusual number of 
changes and new names through- 
out the lumber and woodworking 
industries. Numerous change in 
credit ratings and business classi- 
fications are also listed. 

Lumbermen’s Credit Associa- 
tion, Inc., maintains offices at 608 
S. Dearborn, Chicago 5, Ill., and 
at 99 Wall St., N. Y. 5, N. 5 2 
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Pabco Breaks Ground for 
Los Angeles Roofing Plant 


Ground-breaking ceremonies for 
the new million-dollar Pabco Prod- 
ucts, Inc., roofing plant were held 
recently in Wilmington, just across 
the bay from the Los Angeles har- 
bor area. 

The new plant will enclose 
41,000 square feet and cover 71» 
acres. It will have a five-day ca- 
pacity of 100,000 tons of asphalt 
roofing and shingles annually and 
is expected to be in production by 
April, 1955. 


GROUND BREAKING RITES for Pab- 
co’s roofing plant at Wilmington, Calif., 
were held recently. Participating in the 
ceremonies were: left to right, Burton 
Chace, Los Angeles county supervisor; 
William L. Keady, Pabco president; 
The Reverend Francis Rhodes, and 
John 8. Gibson, Jr., acting mayor of 
Los Angeles and president of the city 
council. 


Huss Lumber Installs 
Giant Kiin Doors 


Huss Lumber Co., Chicago, 
wholesale lumber distributor, re- 
cently installed what it considers 
to be the world’s largest dry-kiln 
doors and door carriers in its Chi- 
cago yard. 

Made by Moore Dry Kiln Co., 
Jacksonville, Fla., the doors are 
80 feet high and 29 feet wide, and 
are installed on a Moore Cross- 
Circulation kiln. 
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COMPANIES ANNOUNCE 





U. S. Plywood Corp. has named O. 
Harry Schrader, Jr., as general man- 
ager of the firm’s Seattle operations. 
This appointment fills a vacancy 
created by the resignation of L. J. 
Walby. Schrader will manage the 
company’s plywood plant and lumber 
division at Seattle and its veneer plant, 
sawmill and timber operations at Kos- 
mos, Wash. 


Kentile, Inc., announces the promo- 
tion of W. E. Newman to the position 
of general sales manager. Newman, 
formerly assistant sales manager, has 
been with the firm seven years. Ken- 
tile also announces the appointment 
of A. S. Baldwin as vice-president for 
sales. 


Schrader 


Newman 


E Z Paintr Corp., Milwaukee manu- 
facturer of paint rollers announces 
several personnel and policy changes. 
Arnold W. Brumm has been appointed 
general manager in charge of sales 
and Emery J. Langteau has been 
named national field sales manager. 
Brumm was formerly head of the 
firm’s design division. V. T. Touchett, 
president of E. Z. Paintr, also an- 
nounced the formation of a sales de- 
velopment committee which will func- 
tion in the planning and expansion of 
the company’s regular line and newly- 


developed products. 
a it 
= . 


_ 
— 


Gordon Brumm 

Toch Brothers Div. of Standard- 
Toch Chemicals, Inc., of Chicago and 
New York, has appointed Louis G. 
Gordon as sales manager. Gordon, who 
came to the firm in 1980, will direct 
expansion sales plans for a complete 
line of advanced waterproofing mate- 
rials. Gordon was active in launching 
the Color Carousel system of dialing 
paint colors automatically in retail 
stores. 


Dormeyer Corp., Chicago, manufac- 
turers of small home appliances an- 
nounces the formation of a new divi- 
sion to manufacture and market home 
workshop and industrial power tools. 
ae A itecteeen. Jr., will be sales 
manager of the new organization. 


Hachmeister-Inc. will introduce its 
new giant 8%” Coronet Carra wall 
tile at its booth at the NAHB show 
in Chicago next month. 


BUILDING PropucTs MERCHANDISER 


Masonite Corp. announces the pro- 
motion of Raymond Chase from a 
dealer salesman’s post in San Fran- 
cisco to assistant manager of the sales 
engineering department, Chicago of- 
fice of Masonite Corp. 


Plexolite Corp., El Segundo, Calif., 
has established a new eastern sales of- 
fice in New York City. Hubert M. 
Aronson has been appointed regional 
sales manager of the new territory. He 
will work closely with distributors, 
fabricators and dealers to aid them in 
the sales promotion of Plexolite panels. 


Certain-Teed Products Corp., Ard- 
more, Penna., is now marketing the 
Certain-Teed Hummer systems — pat- 
ented methods for erecting gypsum 
wallboard in multiple-layer applica- 
tions. The Hummer systems may be 
used with conventional framing or 
without framing in non-load-bearing 
walls. 


Linnton Plywood Association an- 
nounces that F. W. Van Horn has been 
appointed general manager. He was 
most recently sales manager for the 
Multnomah Plywood Corp., Portland. 
Van Horn will make his headquarters 
in Linnton’s Portland, Ore., office. 


I-XL Furniture Co., Goshen, Ind., 
manufacturers of hardwood kitchen 
cabinets announces that in 1955 the 
firm will have one of the most exten- 
sive advertising and promotion pro- 
grams in its 100-year history. 


Consoweld, Wisconsin Rapids, man- 
ufacturer of plastic laminates, has 
named Frank E. McCarty installation 
specialist to work with field represen- 
tatives and distributors on the applica- 


tion and installation methods for the 
firm’s plastic surfacings. 

Lamson & Sessions Co., Cleveland, 
has assigned Louis W. Beushausen as 
representative for th six-state New 
England territory. In this capacity he 
will represent the firm on its complete 
line of bolts, nuts, screws, cotters, riv- 
ets and specials. 

Masonite Corp. has promoted J. J. 
Allegretti to the position of manager 
of product development and market 
research. He succeeds T. M. O’Neil 
who resigned to become vice-president 
of Nuodex Products Corp. Edward H. 
Karer has been promoted to fill Alle- 
gretti’s former position as director of 
the central planning division. 

B & G Sales Co., Pittsburgh, Penna., 
manufacturers of storm doors and win- 
dows announces two promotions. 
George Levy, formerly regional sales 
manager has been named general man- 
ager and Arthur H. Hoffman, former 
assistant to the regional sales man- 
ager moves up to the assistant general 
manager post. 


Black & Decker Mfg. Co., Towson, 
Md., announces that Edwin J. Bernau, 
formerly manager of the Chicago sales 
and service branch of the firm, has 
been promoted to central district sales 
manager by the electric tool man- 
ufacturer. Henry L. Bullock has 
been appointed to succeed Bernau. At 
the same time, Black & Decker an- 
nounced that A. Ralph Cooper, former 
head of the B&D branch in Denver, 
has been named manager of the Dallas 
branch. Joseph D. Kindred will replace 
Cooper as Denver branch manager. 


(continued on page 148) 





Build Expensive Features' 
Into Middle-Cost Homes 


To provide middle-income groups 
with what surveys have shown 
they want in a home, a noted ar- 
chitect and a major window manu- 
facturer teamed up to design and 
plan a promotion campaign for a 
series of homes. 

Charles E. Armstrong, noted 
Fort Worth architect, together 
with Ludman Corp., manufacturer 
of aluminum windows and jalous- 
ies, plan to create a home design 
a month for the next three years. 
At present, 36 plans are available 
for homes in the $10,000 to $15,000 
class. 

Called the Com-Beau-Til (COM- 
fort-BEAUty-uTILity) homes, floor 
plans vary to suit varicus tastes. 
Ranging from two to four bed- 


rooms, with one, 114 and two baths, 
the homes feature open planning, 
movable walls, fresh window de- 
signs, new kitchens designed to 
save steps, original children’s 
rooms with plenty of storage space 
and many other highly-desirable 
features. 

Patios, terraces, glass walls and 
sliding glass doors bring the out- 
doors indoors. Even color harmony 
and landscaping plans are fur- 
nished with the blueprints. 

To the building material dealer, 
Com-Beau-Til home of the month 
brings the benefits of national ad- 
vertising and a complet sales pro- 
motion package to make his home 
planning center headquarters for 
complete building material pack- 
ages, and offer “expensive fea- 
tures” in medium-cost houses. 


4m 








Dealers 
increase Business 
with 
Symons Form Rentals 


Because concrete forming is one of the 
first construction steps, many Ready- 
Mix and Building Material Dealers are 
renting Symons Forms to local con- 
tractors. Contractors find that these 
strong, easy to erect forms save them 
considerable labor and time, and insure 
safety no matter how fast the mix is 
poured. 


Symons Form Rental bring the Dealer 

new ready-mix customers, added rental 
profits, repeat sales of hardware and ties, 
additional lumber and plywood sales, 
increased building material sales and 
customer satisfaction. 


Samples, specifications, actual job 
»hotos, literature and forms layouts for 
building your own Symons Forms are 
available upon request. However, for 
guaranteed accuracy and low labor cost, 
we recommend factory made forms. 
Rentals apply on purchase of these 
pre-fab forms. 


SL IY MONS 


SYMONS CLAMP & MFG, CO 
4267 Diversey Avenue, Dept. G-4 
Chicago 39, Minois 


Please send complete information on buying and 
Building Symons Forms. 


Nome 





Firm Nome 





Address 





City Lone __State 





SE 
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ABOUT 





IMPROVING THE SELLING TEAM 


was discussed at the NBMDA meeting in 


Chicago last month. All phases of the subject were covered by the panel, top, 
made up of: left to right, Carl Messerly, president, Beaver Lumber Co., Akron, 
Ohio; P. B. Shoemaker, vice-president in charge of sales, Masonite Corp., Chicago; 


Don 


Knecht, manager, Knecht's Lumbermens Supply, 


Rapid City, S. D.; and 


Gordon Lawler, managing editor, American Lumberman, who moderated the panel. 


improved Selling: 
Theme of NBMDA Meeting 


At the two-day annual meeting 
of the National Building Material 
Distributors Association in Chi- 
cago last month, distributors and 
manufacturers’ representatives 
discussed the vital current prob- 
lem of improving the overall sell- 
ing team of dealer, wholesaler and 
manufacturer. 

In a panel discussion on “Im- 
proving the Selling Team,” mod- 
erator Gordon Lawler, managing 
editor, American Lumberman, 
said: 

“For the first eight months of 
1954, the department of commerce 
reports retail sales of building ma- 
terials, down some 6% from the 
previous year, or $330 million. 


Dealers May Need Help 


“A record number of dealers 
have built new stores, added out- 
side salesmen, organized for more 
do-it-yourself trade and generally 
spruced up their stores,” Lawler 
continued. “In 1955, dealers will 
be more open-minded about pro- 
moting new lines and, in some 
cases, will demand new assistance 
from manufacturers and distribu- 
tors. 

Representing the retailer’s point 
of view on the panel, Carl Messer- 
ly, owner, Beaver Lumber Co., 
Akron, Ohio, stressed the need for 
better cooperation between dis- 
tributor and dealer. There is also 
a need, Messerly said, for better 
distributor and manufacturer rep- 
resentatives. These men should be 
qualified to teacn the retail deal- 
er’s salesmen how to merchandise 
their products. For distributors, 
this means more salesmen should 


December 
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attend manufacturer’s 
courses and clinics. 

Speaking for the distributor, 
Don Knecht of Knecht’s Lumber- 
mens Supply, Rapid City, S. D., 
said the dealer should try to under- 
stand the distributor’s inventory 
and shipping problems. 

Knecht also told how his firm 
is helping local retailers with its 
Farm and Ranch Day promotion, 
and the opportunities for more 
promotion of this type. Recently, 
more than 5,000 visitors visited 
Knecht’s wholesale yard and filled 
out questionnaires and prospect 
cards which were distributed to 
retail dealers. 


training 


Make Buying Easier 

Speaking on behalf of the manu- 
facturers, Paul B. Shoemaker, vice- 
president in charge of sales, Ma- 
sonite Corp., stressed the necessity 
of the retailer making it easy for 
the customer to buy with adequate 
displays and budget terms if 
needed. 

The distributor can help the 
dealer with cooperative advertis- 
ing and make arrangements with 
the dealer for adequate space for 
point-of-sale displays. The dealer, 
besides providing ample space for 
displays, should train his employes 
how to sell and merchandise the 
products displayed. 


Select New Officers 


For the year 1955, NBMDA se- 
lected the following officers: Presi- 
dent, R. R. Maylone, Saltpoint 
Supply Corp., Syracuse, N. Y.; 
vice-president, C. A. Haag, Spring- 
field (Ill.) Builders Supply Co.; 
and treasurer, P. C. Buffum, John- 
son Building Materials, Inc., Man- 
chester, N. H. 
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FOR YOUR CONVENIENCE 


Here’s the Only 


“aire place ee 
: 





A Packaged 
Group of Handy 
Wood Scrapers 








Packaged deals are very popular these days and we are 
offering here a packaged deal that really SELLS. Every handy- 
man, and woman too, will find use for a wood scraper. You Designed Especially for 

can sell this group of not one, but three Wood Scrapers at « 

price they are willing to pay. Modern Air-Conditioned 
The three scrapers retail for $1.98. They are packaged in a 
special box and if prominently displayed will move fast. Three Homes! 
books of extra blades are included, but we suggest you pur- 


chase additional stocks of these blades. You will have requests 


@ You're in for additional fireplace sales when you 
for them. 


promote this great new fireplace unit. It’s the new 
3-Star Heatilator Fireplace with the Pressure-Seal 


Damper—the damper that actually seals the throat 
THE FLETCHER-TERRY COMPANY 


air-tight when the fireplace is not in use. It is the 
748 SOUTH STREET + FORESTVILLE, CONN, very latest improvement in fireplace construction 





@ In summer, the Pressure-Seal Damper prevents 
——— . loss of expensive cooled air—increases the efficiency 
DURABLE - Finn of the air-conditioning system. In winter, it elimi 
nates waste of house heat up the flue and stops 

Low Cost. ~~ 
chimney downdrafts that chill the room. A real 


FARM OS, Cine ; ob sales feature in every home, it is a must for those 
BUILDINGS we # | homes that are fully air-conditioned. 


with J. NEILS _ Now...the 3-Star Heatilator Fireplace 
TREATED POLES Gives You 3 Big Sales Features: 





1, 
Circulate War. 
. joint, S of the roo 
Ming r 00 
ms, 


More and more of your cus- a8 Seals Air-Tigh 

tomers are asking about Ce is noy in ‘— 

treated pole frame construc- Use, 

tion because it costs less... 

lasts longer. Treated Lodge- 

pole Pine from J. Neils is the : 

answer to their needs and to a i) c i L Ss 

increased sales for you... Ges Gui teste, ie tobbe ste f 
"i : Banc , s. Ask your jobber or write for complete 

J. ENS pate y seat nte- LUMBER COMPANY information. Heatilator Inc., 9612 E. Brighton ) a 

strong—selected from our ; 

own timberlands...and treat- Syracuse 5, N. Y. 

ed (penta or creosote) in our MILL AND TREATING PLANT — 

own plant. Mixed cars can 3-STAR| 


: , AT 
include poles with treated or 


varseates number. Weis fo MM ATA HEATILATOR FIREPLACE 
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YOUR PROFITS 
WITH 


WEST COAST 
DOUGLAS FIR 


Why let unneeded sizes crowd 
your yard? Air-King ships the 
best green Douglas Fir as you 
want it—specific lengths and 
widths to 24-ft. — fast. 


Let us demonstrate. 


AIR-KIN 


MANUFACTURING 
CORP. 


WB Teietde Mm @lacielole 
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THE LUMBER MARKET 


Rail Strike Slows 
California Market 


SAN FRANCISCO — Northern 
California’s lumber market is slow- 
ing down somewhat with yards 
taking inventory and planning to 
“add and subtract” during Decem- 
ber. Local taxes are imposed on 
inventories as of January 1, so 
this is the period the yards attempt 
to get their inventories down to 
minimums. 

Most of the mills which ship by 
rail have been storing lumber 
against the end of the current en- 
gineer’s strike against the North- 
western Pacific railroad which at 
present appears to be at an im- 
passe. 

The railroad operates 276 miles 
of line between the San Francisco 
bay area and Eureka. A wholly- 
owned subsidiary of Southern Pa- 
cific, Northern Pacific hauls about 
85% of the lumber out of the 
northern California area. Inability 
of trucks to move the lumber has 
caused severe curtailment in saw- 
mill operations. 

The strike has been on since 
November 11 and three small mills 
in Humboldt County have shut 
down, as well as the big Hammond 
Lumber Co. which employs 1,100 
men. Four mills at Smith River in 
Del Norte county indicated they 
would close and other large Hum- 
boldt county firms have curtailed 
drastically. 

One mill reportedly unloaded 30 
to 35 trucks and trailers this week 
at prices from $3 to $5 cheaper 
than the going market price. Other 
mills have followed suit. 

Industry spokesmen, however, 
assert that the San Francisco bay 
area doesn’t reflect the true pic- 
ture of the northern California 
market because of the unloading 
now taking place. The bay area 
does much of its buying from 
coastal mills. 

With the holiday lull coming on, 
everybody seems to be holding 
back and an atmosphere of uncer- 
tainty is developing. 


Market Strong 
At Seattle 


SEATTLE—The marke’ for lum- 
ber products continues strong 
though there have been some ups 
and downs in the price of green 
fir dimension and 1x8 boards. 
Transits are a little weaker. 
Eighteen and twenty foot No. 1 
dimension two by sixes are a little 
stronger. Hemlock is firm and 
closely follows fir. 

Shingles are rather difficult to 
analyze. California demand is very 
good and this area keep bidding up 
the price, particularly of No. 1 





XXXXX. On the other hand the 
east is practically out of the mar- 
ket. Price is governed by the pro- 
portion of different shingles in the 
order. Royals can hardly be 
bought and No. 2 are weak. A 
strike threat on the part of shingle 
weaversr has transpired but so far 
is limited to several local areas. 

Red cedar siding is very strong. 
Some orders are being placed as 
far ahead as March with the price 
to be determined then. Many or- 
ders call for 60 to 80 days ship- 
ment and some mills are over sold. 
There is a shortage of good lum- 
ber logs and the prices for the best 
are advancing. Pines and spruce 
remain steady. There are no new 
developments in export. 

Fir plywood has again broken 
records for production and unfilled 
orders. In the week ending Novem- 
ber 6, 95 plants in the three Pacific 
coast states running three eight- 
hour shifts a day, five days a week, 
fought to reduce an unfilled order 
file of 540 million feet, a new rec- 
ord. Orders for the week were 
almost 100 million feet. Produc- 
tion was 93.8 million feet though 
rated capacity was 87.3 million. 


Good Weather Ends 
Log Shortage Threat 


TACOMA — The market still is 
surprisingly good. Demand is 
above normal for this season of 
the year. Order files generally are 
heavier than usual and prices are 
good. An unusually long period of 
mild weather has enabled log pro- 
duction to maintain top schedules 
to such an extent that log shortage 
threats resulting from the summer 
strike tieup have been pretty well 
dissipated, except possibly in iso- 
lated instances. 


No Seasonal Lull 
In Kansas City Area 


KANSAS CITY — Demand for 
lumber continued at a fast pace at 
leading centers in the southwest as 
November drew to a close. Pros- 
pects were that the usual year-end 
lull that precedes inventory-taking 
may be less pronounced. Building 
activity was on the upgrade and 
mills were unable to keep pace 
with the requests for immediate 
shipments. 

Mills report no surplus of stocks 
in any grades with the exception 
of uppers and finish. It was not 
possible, for the most part, to fill 
straight car orders and attention 
was directed to mixed car busi- 
ness. Price lists reflected the re- 
cent mark-ups in boards. On the 
east side of the Mississippi river 
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mills were getting as much for air- 
dried stock as some mills on the 
west side of the river were receiv- 
ing for kiln-dried. Common boards 
sold as high as $85 a thousand on 
the east side, the highest of the 
year. 


Prices Still Firm 
in Baltimore Area 


BALTIMORE — The southern 
pine market is holding firm this 
month, little changed from recent 
prices, with the supply fair, ac- 
cording to Baltimore lumber deal- 
ers. With shipments from mill to 
site operations still plague the 
trade, and no end to this very dis- 
turbing difficulty is seen. 

Fir from the west coast is now 
in good supply following the long 
strike which affected production 
and shipping schedules. At the 
moment, deliveries here are about 
$2 under the prices of a month ago, 
but yards operators said they ex- 
pect the price to go up again by 
January. 

Dealers have now arrived at that 
time of year where they are chary 
of adding to inventories which will 
be on hand on December 31. 


Lumber Nationally 


Lumber shipments of 522 mills 
reporting to the National Lumber 
Trade Barometer were 5.4% below 
production for the week ending 
November 20. In the same week 
new orders of these mills were 
6.0% below production. Unfilled 
orders of the reporting mills 
amounted to 39% of stocks. For 
the reporting softwood mills un- 
filled orders were equivalent to 22 
days’ production at the current 
rate, and gross stocks were equiva- 
lent to 54 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
1.2% above production; new or- 
ders were 1.7% above production. 


Southern Pine 


The November 20 report of the 
Southern Pine Association gave 
orders as 16,40,000, shipments as 
18,736,000 and production as 18,- 
794,000 feet. Shipments were .21% 
and orders were 12.4% below 
production for the week. Orders 
were 12.1% below shipments. Or- 
ders on hand decreased 4.7% dur- 
ing the week. 


Western Pine 


The November 20 report of the 
Western Pine Association gave 
orders as 80,787,000, shipments as 
78,831,000 and production as 84,- 
918,000 feet. Shipments were 7.2% 
and orders were 4.9% below pro- 
duction. Orders were 2.5% above 
shipments. Orders on hand in- 
creased 4.5% during the week. 
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SPACEMASTER 








Make extra sales with 


the ‘‘do-it-yourself’’ 
folding door! 


Check all the sales-making 
reasons your customers go for this 
quality folding door. 

You'll see why more and more 
dealers are sweetening their profit 
margins with SPACEMASTER— 
the fastest selling folding door on 
the market. 














Here’s why: 


It’s low in cost... lowest in history of quality folding door, even with 
your full markup. 


It’s easy to install...takes about fifteen minutes. ..needs no special tools. 


It's easy to decorate...can be slip-covered—or painted with any good 
rubber-base paint. 


it saves space...no area lost to door swing. 


Fits almost any standard opening... three heights; 6’ 6”, 6’ 842" and 8’ 0”. 
Three maximum widths; 2’ 6”, 3’ 0” and 4’ 0”. Doors can be used as 
pairs. 


It’s a Nationally Advertised Quality Product—made and backed by the 
makers of famous Modernfold doors. 


Get full details from your Modernfold distributor—or mail coupon. 


NEW CASTLE PRODUCTS, INC., New Castle, Indiana + Montreal 6, Canada 


SPALCEMASTER 


wae 
New Castle Products, Inc. 
P.O. Box 985, New Castle, Indiana foldi ye 


Gentlemen: Give me full information on Spacemaster doors. 
: 3 g 


COP. 1934 NEW CASTLE 
PRODUCTS, INC 


Company 


Address 


(To obtain more data on advertised products see page 154) 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr Cc D 
1x4 --- 160.00 1655.00 105.00 
Fiat Grain Flooring 
1x4 P Jee 5.00 140.00 
00 160.00 


90.00 

120.00 

Drop Siding 
ix6 (Pat 
1x6 (Pat 


150.00 
150.00 


100.00 
160.00 


#106) 55.00 
#116) 155.00 
Celtling 
mx4 . 20.00 
ii 5.00 


75.00 
75.00 


115.00 
110.00 


Boards and shiplap and 2” (Green) 
1x6 1x8 1x10 
67.00 72.00 68.00 
62.00 66.00 64.00 
57.00 67.00 5657.00 


1x12 
74.00 
69.00 
62.00 


No, 1 
No. 2 
No. 3 


Dimension 
12’ 14’ 16’ 18’ 
76.00 76.00 78.00 75.00 
75.00 78.00 76.00 75.00 
77.00 76.00 74.00 75.00 
76.00 77.00 76.00 75.00 
76.00 73.00 73.00 75.00 


Jimension 
71.00 71.00 
70.00 73.00 
70.00 69.00 
70.00 69.00 
70.00 68.00 


73.00 
74.00 
68.00 
68.00 
70.00 


73.00 
72.00 
68.00 
68.00 
70.00 


No. 3 Dimension 
2x 4 
2x 6 
2x 8 


56.00 
54.00 
61.00 
42.00 
2x ‘ . 40.00 


RED CEDAR SHINGLES 
Royals 


No 24” 4/2 15.00-156.25 

No, 2 24” 4/2 8.50- 9.00 

No. 3 24” 4.00- 4.26 
Perfections 

No, 1 §0-12.756 

No, 2 2 f- 7.650 

No ; s 6/2 § 5.00 
AXXXNX 

No. 1! A / 11.00-12.00 

No. 2 al 5/% 7.00 7.25 


No. 3 6.25 


WESTERN RED CEDAR 


Prices for Western Hed cedar siding 
in mixed cars, new bundling, S to 10’ 
are: 


Beveled Siding, % inch 


by 4 inch.... 
by 5 inch.... 
1 


“R” 
50.00 
50.00 
95.00 
95.00 


95.00 

77.00 

by 6 inch....115.00 110.00 

by 8 Inch....145.00 135.00 
Clear Bungalow Siding, % toch 

8 inch ee .. 175.00 170.00 

10 inch 200-205 195.00 

12 inch 200-2056 1756.00 


Finish, B and Btr, 82 or 48, 
® to h 


140.00 
165.00 
165.00 


235.00 
245.00 
2756.00 
Celling of Fieoring, B and tr, 
® to 10 or Longer 
B&Ptr. Cc D 
135.00 125.00 100.00 
135.00 125.00 100.00 
Discount on mouldings, 6’ to 20’ odd 
lengths. 


Series 8.000 
Listing under 4.00—\list plus 35% 
Listing 4.00 and over—list plus 35% 


Clear Lattice, 5/10 x 1%"—% to 18” 
100 lin. ft 
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WESTERN PINES 


Ponderosa Pine 
5/4 > ted 


an 
4/4 RW 6/4 RW 8/4 RW 
260.00 265.00 270.00 


Selects 
S2 or 48 
C&éBtr. RL 
Shop, 828 
No. 1 
142.00 
142.00 


No.2 
110.00 
110.00 


No. 3 
70.00 
70.00 


She yey 

1x12 RL ....122.00 
Idaho White Pine 
Selects 82 or 48 


1x4 
C&Btr. 0.00 270.00 270.00 2756.00 
DRL 230.00 230.00 230.00 245.00 
Commons, 82 or 48 

0.1 

« - 157.00 

186.00 
Sugar Pine Selects 82 or 48 
4/4 RW 4RW 6/4 RW 
B&Btr. RL. .266.00 80.00 285.00 
Cc RL 260.00 276.00 280.00 
230.00 245.00 245.00 


1x6 1x8 


No. 2 
145.00 
151.00 


No.3 
100.00 
100.00 


No. 2 
122.00 
122.00 





OAK FLOORING 


Clear Pin 4x24 #x1% %x2 
White 190.00 160.00 172.00 
ted 193.00 167.00 172.00 
Sel Plain 
White 180.00 
hed 185.00 


ti Com, 

White 163.00 132.00 

Red 166.00 135.00 
#2 Com, 

Pin. White 

& Red 105.00 75.00 
#1 Com, & 


Kir, Shorts 
1%’ 125.00 


%xl% 
157.00 
157.00 


148.00 
152.00 


7.00 


162.00 14 
147.00 


162.00 


135.00 
135.00 


65.00 
90.00 


90.00 76.00 





SOUTHERN PINE 


Vertical Grain Flooring 


B&Btr. 
ix4 Heart ......250.00 


Flat Grain Flooring 


Cc 
335.00 


160.00 
165.00 
Drop Siding 
1x6 #106 
1x6 #116 
Boards & Shiplap 
1x6 1x8 
No. 1 (D 


Grade) 
No, 2 84. .00 
No. 8 69.00 73.00 
Neo. 1 Dimension 
13’ 14’ 
99.00 99.00 
99.00 101.60 
2x 8 99.00 99.00 . 
2x10 114.00 114.00 114.06 
2x12 132.00 182.00 132.00 
No. 2 Dimension 
2x 4 94.00 
2x 6 91.00 
2x 8 93.00 
2x10 94.00 94.00 
2x12 90.00 $0.00 


No, 3 Dimension R/L Only 


191.00 170.00 


170.00 

1x10 

+. 140.00 140.00 145.00 
60 90.00 87 


97.00 
91.00 
88.00 


All of the above stock kiln Dense Stock. 


REDWOOD 


Bevel siding 


_ 
< 
2aaaRo 


Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart 
Clear All Heart... 
Clear All Heart... 
Clear All Heart... 
. Clear All Heart... 


~ 
bee ad 


<<<<<<<< 


SCHRHARAOMOAWOGH 


» 
Q 


x12 V.G 

Note: A 
$5.00 less 
sizes. 


Ansne Siding 
1x10 V.G. Clear All Heart 


Giear All Heart...... 


rade Y.G. Redwood Siding 
or %, % and % in above 


1x12 V.G. Clear All Heart.......250.00 
Note: Deduct $15.00 for A Grade. 


Finish 


ix 4 Clear Heart 84S 
ix 6 Clear Heart 845 
ix 8 Clear Heart S48 
1x10 Clear Heart 848 
1x12 Clear Heart 848 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. Cc 
pS 150.00 145.00 


Fiat Grain Flooring 


160.00 


Drop Siding 


1x6 (Pat #1)06.150.00 
1x6 (Pat. #116).150.00 


Ceiling 


120.00 


Boards and Shiplap and 
2” (Dry) 
1x8 


76.00 
69.00 
52.00 


No. 1 Dimension 
12’ 14’ 16’ 
4 176.00 176.00 
6 76.00 76.00 
8 76.00 76.00 
0 76.00 76.00 
2 76.00 76.00 


x1 
x12 


No. 2 Dimension 


2x 4 68.00 68.00 
2x 6 69.00 70.00 
2x 8 71.00 71.00 
2x10 69.00 70.00 
2x12 69.00 69.00 


No. 3 Dimension K/L 
2x 4 
2x 6 
2x 8 
2x10 
2x12 


D 
90.00 


85.00 
105.00 


100.00 
95.00 


75.00 
75.00 


72.00 
74.00 
74.00 
74.00 


58.00 
57.00 
55.00 
53.00 
53.00 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 


1x6 1x8 1x10 
No. 2&Bir. 100.00 105.90 103.00 


No. 3&Btr. 


No. 1 Dimension (air dried) 


12’ 14’ 16’ 
75.00 75.00 75.00 
75.00 
77.00 
75.00 
75.00 


2x 4 
2x 6 
2x 8 
2x10 
2x12 


No. 2 Dimension 


70.00 
70.00 
72.00 
70.00 
70.00 


Millis are now grading boards 


69.00 71.00 70.00 


1x12 


105.00 


71.00 


and 3 common. Mills do not grade out 


No. 3 dimension as in fir. 
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Sheet-Type Awning 
Lite-Vent’s pre-painted 
construction allows low 
fast assembly. Available in fiber glass 
or aluminum. New roller coating, 
baked enamel finishing process is said 
to guarantee that the paint will never 
peel, chip or blister. Dealerships now 
available. Lite-Vent Inc., Dept. AL, 
14635 Schaefer Hwy., Detroit 27, Mich. 


For more data circle No. 1 on coupon, p. 154 


sheet-type 
pricing and 


Spreader-Cart 


The Jackson 2-in-1 Spreader-Cart 
serves as two pieces of equipment 
thereby saving storage space. Easy 
accessible adjustment lever controls 
material flow. Special tires prevent 
lawn damage. Has a three cubic foot 
capacity and is finished in high-grade 
enamel. Jackson Mfg. Co., Dept. AL, 
Harrisburg, Penna. 


For more data cirele No. 2 on coupon, p. 154 


Pocketsize Corner Clamp 

The new clamp is said to be an im- 
provement on other designs because 
its small size permits use where space 


is limited, while its 2%” 
equals that of larger models, Conven- 
iently located openings in the back 
and sidewalls permit nailing, drilling 
and the use of patent fasteners. Gun- 
ver Mfg. Co., Dept. AL, Hartford Rd., 
Manchester, Conn, 

Fer more data circle Ne. 3 on coupon, p. 154 
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capacity 


{ 


Pipe Length Markings 


White length markings are now used 
on various types of Yardley pipe. The 
figure 10 is used as a 10-foot marker 
on Sub-du-it, Twin-du-it, M-1, 100- 
pound and 125-pound PressuRated 
pipe. The figure 75 is used as a 10- 
foot marker on 75-pound PressuRated 
pipe. The legend M2 is used as a 10- 
foot marker on the M-2 line of stand- 
ard polyethylene pipe. Yardley Plas- 
tics Co., Dept. AL, Parsons & Town 
Sts., Columbus 15, Ohio. 


For more data circle No. 4 on coupon, p. 154 
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New Kitchen Units 


Surface range units and wall ovens 
(left) may be installed on this 28-inch- 
high utility base cabinet. The unit ac- 
commodates Chambers’ 24-inch-wide 
On-a-Top surface range unit and 24- 
inch-wide In-a-Wall oven. Save valu- 
able kitchen floor space with this new 
wall oven cabinet (right). Designed 
especially for the Caloric built-in gas 
oven, the cabinet is 84” high, 24” wide 
and 24%” deep. The upper storage 
space features an adjustable and re- 
movable shelf and double doors. Re- 
public Steel Kitchens, Dept. AL, 11th 
St. & Belden Ave., Canton 5, Ohio. 


For more data circle No. 5 on coupon, p. 154 


“ 


Turned Furniture Legs 


A series of furniture quality, turned 
legs have steel stamped plates for 
straight or angle attachment. Supplied 
with or without brass ferrules, com- 
lete kit for table available. Perry 
“urniture Co., Dept. AL, 507 Monroe 
Ave., Grand Rapids 2, Mich. 


For more data cirele No, 6 on coupon, p. 154 


December 13, 


Portable Paint Sprayer 


Photograph shows the improved 
model 50 Pressure Maid portable paint 
sprayer. It has more power, a new % 
hp motor, for its versatility of spray- 
ing paints, enamels, varnishes, lac- 
quers, stains, mothproofing materials 
and disinfectants. It delivers about 
two cfm at 40 pounds maximum work- 
ing pressure, is equipped with model 
88-C spray gun and 15 foot air hose. 
Campbell-Hausfeld, Dept. AL, Harri- 
son, Ohio. 


For more data circle No. 7 on coupon, p. 154 


Woodworking Machine 


The De Walt Model GWI radial arm 
multi-purpose woodworking machine, 
shown here equipped with 12-inch saw 
blade and guard, is capable of a four- 
inch depth of cut. The GWI motor is 
rated at 1% hp, with voltage-change- 
switch for use with either 115 or 230 
volt, single phase current. Features a 
new multi-color Plextone finish. De 
Walt Inc., Subsidiary — American Ma- 
chine & Foundry Co., Dept. AL, Lan- 
caster, Penna. 


Fer more data circle No. 8 on coupon, p. 154 


New Block Plane 


A small-bodied, compact plane called 
the Corsair C-O, is small enough to 
hold in the palm ‘of the hand and does 
not require frequent adjustment. The 

lane measures 4%” in length, cutter 
is 1%” and the overall weight is only 
10 ounces. Great Neck Saw Mfrs., Inc., 
Dept. AL, Mineola, N. Y 


For more data circle No. 9 on coupon, p. 154 
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WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Your Western Wholesalers are “set up" for 
service. With many long-established mill con- 
tacts, knowledge of mill's specialties, re- 
sources, manufacturing and shipping facilities 
and a thorough understanding of buyer's re- 
quirements, the leading Western Whole- 
salers below can help you take the worry out 
of your lumber buying. Tell them your needs. 


Let them supply your complete requirements. 





WALES LUMBER COMPANY 


OLD NATIONAL BANK BUILDING 
SPOKANE - - - WASHINGTON 





we Dcetumi 


4, 





VAN VALER LUMBER COMPANY 
Radio Central Bidg., Spokane 4, Wash. 


Phone: TEmple 2743 TWX SP 19. 





WESTERN WOODS, INC. 


715 Spekane & Eastern Bidg., Spokane, Wash. 
WHOLESALERS — ALL W.P.A. SPECIES 
Riverside 7149 TWK: SP-104 


Carl E. Soderberg Lbr. Co., Inc. 
1120 Old Net Bk. Bidg., Spokane 8, Wash. 

PINE SPECIALISTS 
aas Teletype SP-178 





Témple 1 





CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 





Duncan Lumber Co., Inc. 


818 Securities Bidg., Seattle 1, Wash. 
Specializing in Fir Gutter, all sizes and potterns 
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Miter Dowelling Jig 


The new jig provides a simple and 
accurate method of locating and drill- 
ing blind dowel holes in joints having 
a 45° miter or an acute angle cut. It 
may be used for wood, plastic or light 
metal materials. Made of heavy gauge 
steel, it is electric welded to insure 
retention of its precision adjustment 
features. Gunver Mfg. Co., Dept. AL, 
Hartford Road, Manchester, Conn. 


For more data circle No. 10 on coupon, p. 154 


Resaw Attachment 


The new Model No. 936 Ball-Bearing 
Resaw attachment is for use on any 
band or circular saw. It makes pos- 
sible continuous safe and steady in- 
feed and ripping of stock of all sec- 
tions, providing economy in resawing. 
Infeed speed is variable from 15’ to 60’ 
per minute. The modern attachment 
will resaw stock as high as 12” and as 
wide as 15%”. J. A. Fay & Egan Co., 
Dept. AL, Cineinnati 2, Ohio. 


For more data circle No. 11 on coupon, p, 154 


Bearing Picte 


A Bearing Plate for wood or pipe 
columns is a three in one packaged 
item to be used on 4 x 4 wood columns, 
1%” and 2” pipe columns. The Bear- 
ing Plate anchors 4 x 4’s to masonry 
with special anchor fitting which pre- 
vents wind uplift. In case of pipe col- 
umns, plates slip on top and bottom 
of pire to complete the column. R. G. 
Coffman Co., Inc., Dept AL, P. O. Box 
1113, Orlando, Fla. 


For more data circle No. 12 on coupon, p. 154 
(continued on page 129) 


(To obtain more data on advertised products see page 154) 





Hardware 


Sy gee 


That’s 
<= 


Always 


_ 


in Demand 


Pg 


Here are two points that smart 
hardware dealers everywhere use 
as their guide. (1) Stanley shelf 
hardware is a complete line. (2) 
Stanley shelf hardware is a quality 
line. Stock Stanley shelf hardware 
— it’s always in demand. Order 
through your wholesaler — or for 
further information write The 
Stanley Works, 106 Lake Street, 
New Britain, Conn. 


LSTAN LEY | 
Hordwore 


A Division of The Stanley Works 


TOOLS © ELECTRIC TOOLS © HARDWARE 
STEEL © STEEL STRAPPING 
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"VALSPAR VELVET I¢ THE FINEST 
WALL PAINT WEVE EVER USED...¢ 


Our distributor, Nassau Paint Company, 
Brooklyn, is proud of this letter . . . and so 
are we. It’s further proof that Valspar Velvet 
offers far more than ordinary flats. 


Valspar dealers everywhere are receiving 
letters like this, testifying to the superior 
qualities of Valspar Velvet. 


Why don’t you cash in on the extra sales, and 
extra profit assured by the Valspar line? 


Interior of new branch office of the Williamsburgh Savings Bank in Brooklyn 
SEND THIS COUPON FOR FULL DETAILS 


7 
1 
! 
! 
! 
i 
! 
i 
I 
! 
I 
! 
! 
I 
I 
! 
1 
i 
I 
! 
1 
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Valentine & Company 
11 E. 36th Street, New York 16, N. Y. 


Gentlemen: 


I'd like to know more about how the 
Valspar line can help me. 


Name 





Address 





City Zone Stote 





Lease dibemeanancedseibamananans 


AREER COT EEE, |S Ee ae ITO . 
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NEW PRODUCTS 


(begins on page 126) 








Water Pipe Insulation Kit 


A new do-it-yourself kit incorporates 
a new method of pipe covering and 
protection. Called Fibro Dri-Pipe 
Wrap, the kit contains Fiberglass in- 
sulating material, six strips of alumi- 
num foil, pressure-sensitive tape strips 
and instructions with illustrations. One 
kit covers approximately 17’ of %” 
water pipe. Fibleco [Illinois Corp., 
Dept. AL, 4646 N. Clifton Ave., Chi- 
cago 40, Ill. 


For more data circle No. 13 on coupon, p. 154 


Fiber Glass Screening 


Libbey-Owens-Ford glass yarn is 
now being used in fiber glass screen- 
ing. Called Glasscrene, the screening 
material is manufactured by the Fed- 
eral Screen Supply Co. of Miami, Fla. 
The fiber glass screening is said to be 
extremely strong, resistant to rust, 
stains and fire, does not shrink or sag 
and is un¢ iffected by changes in the 
weather. The screening weighs less 
than four pounds per 100 square feet 
and can be folded like cloth without 
creasing. Libbey-Owens-Ford Glass 
Co., Dept. AL, Nicholas Bldg., Toledo 
8, Ohio. 


For more data circle No. 14 on coupon, p. 154 


New Friction Catch 


A new friction catch, labeled the 
Washington 1126 is made of paraffine 
based Polyethylene. Installation of the 
modified catch, which is mounted on a 
curved steel base for installation on 
lipped doors and holding power adjust- 
ments remain as simple as on the orig- 
inal 1125. Both catches have been 
tested for over 100,000 openings and 
closings. Washington Steel Doors, Inc., 
Dept. AL, Tacoma 2, Wash. 


For more data circle No. 15 on coupon, p. 154 


Home Fire Alarm 


A new home fire alarm is designed 
to provide immediate warning of fire 
to the householder through a detector 
device with a bell signal. The home 
alarm is packaged with complete in- 


BuILpING Propucts MERCHANDISER 


structions. It includes a signal unit 
with a highly audible, distinctive 
sounding bell, a bell-ringing trans- 
former, and a test button, enclosed in 
a two-inch deep box. Two thermal de- 
tector units are supplied as standard 
equipment. wards Co., Dept. AL, 
Post Hill Rd., Norwalk, Conn. 


For more data circle No. 16 on coupon, p. 154 


Quick Center Tool 


This tool is said to assure accurately 
drilled holes, speeds drilling set-ups 
and makes difficult drilling jobs easy. 
To operate, simply clamp on and turn 
the Quick Center until the steel pins 
are touching each side of the piece. 
This automatically centers the half- 
inch centerbore. Quick Center, Dept. 
AL, P. O. Box 3126, Inglewood 2, Calif. 


For more data circle No, 17 on coupon, p. 154 


Wagon Box Hardware Kit 


A wagon box hardware kit supplies 
all the major metal parts for con- 


structing a box ranging in size from 
5’ x 10’ to 7’ x 14’, This new build-it- 
yourself box is of the barge type. By 
quickly and easily removing the brace 
nuts it is converted into a practical 
flat bed. Rocklin Manufacturing Co., 
Dept. AL, Grand Ave. at Jennings, 
Sioux City 2, lowa. 


For more data circle No. 18 on coupon, p. 154 


Twisted Mason's Line 


This new twisted nylon cord is said 
to be more than four times stronger 
than cotton mason’s line. It doesn’t 
absorb moisture, dirt, mortar or mud. 
Sizes 18 and 21 on 100’ spools packed 
in counter display boxes. Size 18 and 
21 also supplied in %, % and 1 pound 
tubes. King Cotton Cordage, Dept. 
AL, 105 Duane St., New York 8, N. Y. 


For more data circle Ne. 19 on coupon, p. 154 


Router-Plane Kit 


The new H100 Router-Plane kit con- 
sists of the motor, router base, new 
straight and circular gauge, plane at- 
tachment, arbor, router bit, wrench 
plane cutter and carrying case with 
ten vials for extra bits. Stanley Elec- 
tric Tools, Dept. AL, 111 Elm St., New 
Britain, Conn, 

For more data circle No. 20 on coupon, p. 154 


Tilting-Arbor Band Saw 


The Darra-James new tilting arbor 
band saw has a tilting mechanism 
which is counter-balanced and tilts 
with the slightest pressure; locks se- 
curely at any angle with “T” handle 
locking screw. A unique feature of 
Model #512 is the fact that the blade 
tension and blade guides remain in 
proper adjustment through all angles 
of tilt and table stays flat. Variable 
speed attachment available for cutting 
metals, plastics, ete. Toolkraft Corp., 
Dept. aL, Springfield 1, 


For more data circle No. 21 on coupen, p. 154 


New Door Valve 


A new door valve, to release air 
pressure encountered in closing storm 
or combination doors, is made of alu- 
minum and can be used on either alu- 
minum or wood doors. Easyclose is 

easy to install. Simply bore a one-inch 

hole in the middle of the center rail, 
insert Easyclose valve member on the 
inside of the storm door. Then place 
shield over hole on the outside. Rock- 
ford Factories, Dept. AL, P. O. Box 
26, Rockford, Il. 


For more data circle No. 22 on coupon, p. 154 
(continued on page 131) 
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* ROSEBURG 
»LUMBER and 
“PLYWOOD 


It's of Virgin Timber from the 
U. S.' Largest Stand! 


Douglas County, Oregon—source of Roseburg’s 
Douglas Fir Lumber and Plywood—has the largest 
stand of virgin timber in the nation. This exceptional 
quality is matched by Roseburg’s modern 

facilities and plants to assure greater satisfaction 
with all Roseburg products. 


Specify ROSEBURG LUMBER — in OLD GROWTH 
DOUGLAS FIR Dimension, Boards and Bundled 
Uppers in all grades . . . SUGAR and PONDEROSA 
PINE in 8/4, 6/4, 5/4 and 4/4 in Selects and 

Shop, and 4/4 Common. Also WPA Paneling 
patterns. All Roseburg stock is kiln dried. 


/ 
bi 
' 


ft r . ae Tf f rs Specify ROSEBURG QUALIFY EXTERIOR and 
ot th ie ve | Ah iy 3, » INTERIOR PLYWOOD — a type, grade and size for 
RR TTY | | every building job. Look to us for ROSEBURG 
t" f \| | iy BRAND new TEXTURE ONE-ELEVEN, Hardboard Face 
) | bt ~“ Plywood and Knotty Pine Face Plywood. We 
specialize in %&“ and %“ 4x8’ BBPlyform Oiled 
and Edge Sealed and Texture One-Eleven. Also can 
furnish long scarfed Panels in all grades. 








ORDER FROM YOUR NEAREST ROSEBURG WHOLESALER OR JOBBER 


(If you don’t have his name and address handy, clip and mail us the coupon below.) 





ROSEBURG LUMBER CO., ROSEBURG, OREGON 
Please send us name of the nearest ROSEBURG Lumber Wholesaler or Jobber. 


Please send us name of the nearest ROSEBURG Plywood Wholesaler or Jobber. 


Firm 
By 
Street 


City 
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NEW PRODUCTS 


(begins on page 126) 





Electronic Air Cleaner 


This dust capturing instrument 
when placed inside a warm air furnace 
is so located that it filters the un- 
heated air, before the air enters the 
heat chamber. It is then sent through 
the home, cleaned and warm, by the 
furnace blower. A series of mechan- 
ical and electrostatic filters prevent 
any impurities from being sent into 
the living quarters. Radex Corp., Dept. 
AL, 2076 Elston Ave., Chicago, III. 


For more data circle No. 23 on coupon, p. 154 


New Bathroom Units 


New bathroom units, ranging from 
single cabinets to deluxe combinations, 
are being introduced by Bath Maid, 
Inc., for use with American Standard’s 
Dresslyn, Highlyn, Merrilyn and Com- 
panion lines of lavatories. Basis of the 
new line are three lavatory cabinets, 
which may be used in a combination 
with four interchaneable units: A 
laundry hamper, vanity console, vanity 
table and a double compartment stor- 
age cabinet. A vanity seat and slipper 
chair complete the line. Bath Maid, 
Inc., Div. Kitchen Maid Corp., Dept. 
AL, Andrews, Ind. 


For more data circle No. 24 on coupon, p. 154 
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Air Conditioning Unit 


A new V-type evaporator coil re- 
quires only 14%” of height above the 
furnace for installation. The V coil, 
available in three models, has been de- 
signed to handle the air conditioning 
needs of the majority of two, three or 
four-bedroom homes. Completing the 
air conditioning system, the coil can 
be used with either an Airtemp two or 
three horsepower, waterless or water 
cooled condensing unit. Chrysler Corp., 
Airtemp Div., Dept. AL, 1600 Webster 
St., Dayton 1, Ohio. 


Fer more data circle No, 25 on coupon, p. 154 


BUILDING PropucTts MERCHANDISER 


Pan-O-Rama Sliding Walls 


The new Pan-O-Rama sliding walls 
range in size from 6’ wide to 24’ wide. 
Panels glide on ball bearing rollers 
and can accommodate stock size insu- 
lating glass. Frame and panels are 
completely weatherstripped, full size 
screen panel provided for summer con- 
venience. Alwintite Div., General 
Bronze Co., Dept. AL, Garden City, 
i. ae 


For more data circle No. 26 on coupon, p. 154 


New Asphalt Shingles 


Seal-O-Matic is a new asphalt roof 
shingle which seals itself down auto- 
matically. These new asphalt shingles 
are of the 12” by 36” strip type with 
three square cut butts. They are avail- 
able in a range of blends and solid 
colors. The Seal-O-Matic feature is a 
ribbon of petroleum resin adhesive 
that is factory applied and is said to 
provide resistance to blow-off by wind 
and blow-up of water. Johns-Manville, 
Dept. Ale 22 E. 40th St., New York 
16, N. Y. 


For more data circle No. 27 on coupon, p. 154 


New Miter Gage 


The Max Universal miter gage has 
two working faces at right angles to 
each other. This arrangement permits 
angle cutting or grinding with a full 
range of singjle and comple:nentary 
angles without change of settings. In 
iddition, a radius arm is provided 
which permits the protractor to swivel 
near the corner of adjacent faces. Max 
Manufacturing Co., Dept. AL, 138 
Stockton Ave., San Jose 26, Calif. 


For more data circle No. 28 on coupon, p. 154 


Doorknobs and Switchplates 


Hand decorated porcelain doorknobs 
and switchplates in Yale & Towne’s 
new Prestige Line are a _ popular- 


priced version of the more expensive 
Decor Line. Set consists of two knobs 
with steel spindle. Matching switch- 
plates are extra. All items in the line 
are trimmed in 24 karat gold. Yale & 
Towne Mfg. Co., Dept. AL, Chrysler 
Bldg., New York 17, N. Y. 


For more data circle No. 29 on coupon, p. 154 


Trimmer Type Rotary Mower 


The Homko labor saver trimmer 
(JK-50) is a new trimmer type of ro- 
tary mowe1 light in weight and easy 
to handle. It features a four-cycle 
Briggs & Stratton gas engine; well 
guarded blade; side discharge; and ad- 
justable cutting heights from %” to 
2%". Western Tool & Stamping Co., 
Dept. AL, 2725 Second Ave., Des 
Moines, Iowa. 


For more data circle No. 30 on coupon, p, 154 


Adjustable Closet Tree 


A new development in closet storage 
is an adjustable metal closet tree. This 
item is said to give dealers an oppor- 
tunity for tie-in sales with Masonite 
Peg-Board. As illustrated, the vertical 
pole extends from floor to ceiling, 
while the horizontal arms are adjust- 
able at three-inch intervals. There are 
three sizes available. Masonite Corp., 
Dept. AL, Box 777, 111 W. Washing- 
ton, Chicago 90, Il. 


For more data circle No. 31 on coupon, p. 154 


Concave Drawer Knobs 


The newest beveled edge concave 
drawer knobs are made in 14%”, 2” and 
2%” diameters. These Ajax Knobs are 
die cast of zamak #5 and polished to 
a jeweler’s finish. Packaged separately 
in clear, plastic envelopes with screws. 
Matching back plates are available. 
Ajax Hardware Mfg. Corp., Dept. AL, 
4351 Valley Blvd., Los Angeles 32, 
Calif. 


For mere data circle No. 32 on coupon, p. 154 


(continued on next page) 
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Lawn-Boy Mowers 


Completely redesigned are the two 
deluxe 1955 Lawn-Boy mowers. One 
is an 18” and the other is a 21” mower. 
Wheels are krylastic, a member of the 
nylon family. Wheel bearings are ny- 
lon. Cutting height is adjusted by 
changing the wheels to different holes 
in the housing. Five different cutting 
heights may be obtained. The Lawn- 
Boy is die cast aluminum alloy and 
weighs 39 pounds. R. P. M. Mfg. Co., 
Dept. AL, Lamar, Mo. 


For more data cirele No. 33 on coupon, p. 154 


Wood-Metal Cabinets 


“Pioneer,” a line of kitchen cabinets 
designed to appeal to customers who 
prefer metal cabinets and also those 
who prefer wood, has been announced. 
It features natural birch doors, antique 
copper drawer fronts and door handles 
and an all-steel chassis. The new line 
has work-saving features desired by 


(continued on page 134) 





WHAT'S YOUR ANSWER? 


The magazine now in your hands is one of the most complete 
and authoritative forecast guides ever produced for retail build- 
ing materials dealers. This issue represents another link in the 
American Lumberman’s continuing 80-year chain of service to 
dealers. 

This book contains reports of scores of experts which will help 
you know what to expect in 1955. 

Right now, prospects are bright for a prosperous year—espe- 
cially for alert, merchandise-minded retailers. Why not help make 
sure you and your key employes remain abreast of industry devel- 
opments all year by using the quiz, “What’s Your Answer,” as a 
sales training aid? 


1. How many housing starts does Watson Malone, III, NRLDA 
president, predict for 1955? 
2. What is Plyscord? 


3. Out of every five homeowners, how many are planning home 
improvements in the next three years? 

4. Who makes Marlite? 

" 


5. What is the Modern Basement Association? 


6. Who offers you patterns that are ironed onto wood by do- 
it-yourselfers? 


7. Who said: “The inherent beauty of wood is apparent from 
seeing it, feeling it and sometimes smelling it?” 


8. What are Symons forms used for? 


9. What is predicted generally concerning shortages of build- 
ing materials next year? 


10. What firm offers you roofing nails packed in cartons? 


Answers on page 134 











1400 R. A.LONG BUILDING KANSAS CITY, MISSOURI 


__EXCHANGE SAWMILLS SaLes Co. 


Since 1879 








PHONE: VICTOR 6560 
TWX KC-484 


Manufacturers and Distrbutors 


SOUTHERN AND WESTERN WOODS 


Sales Department for YONCALLA LUMBER CO., YONCALLA, OREGON % Green Fir Dimension * Boards * Cutting 











Jeffreys-MecElrath 
MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 
@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 
Dally Capacity 300,000 feet 


Factory Locations 
= ~~ ag i Keesville, Ve. 
Jockos, Go. 


Macon, Ga. 
» Va. a . &. SC. 
Chase City, Vo ~~ 
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ALIFORNIA 


SUGAR & WESTERN 
PINE AGENCY, INC. 


‘ #1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


SUGAR ec Gate 
Selects and 

PINE Shee | 
! 


; Mould Stoc ; 


\ 


~~ 
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Were Exclusive... 


WITH LUMBER 
AND HARDWARE DEALERS 


Co s 


Specialty-dealer competition is eliminated when you order the famous ‘Duo-Twins”, 
DUO-DOR and DUO-MATIC. They sell only through lumber and hardware dealers . . . 
and HOW they sell! We're ready to boost YOUR sales with national advertising, liberal co-op 
ad allowances, and a complete line of selling aids. The ‘“Duo-Twins” have all the 


quality features .. . at low retail prices . . . yet you enjoy a full mark-up ! 


Duo-Matic 


EXTRUDED 






MI 
‘ 










“aa ow an i 
Guaranteed by = T 
Good Housekeeping es 
i ig 
a‘ iif 


PACKAGED FOR 
EASY HANDLING 


Featured in LIFE, LOOK, SATURDAY EVENING POST, 2 the weatherproof C0. 


COLLIERS’, GOOD HOUSEKEEPING. Dept. AL © 1407 E. 40th Street © Cleveland 3, Ohio 


DUO-MATIC windows are available in Canada through Hollmar Industries, Lid., Brantford, Ont, 





For steady, more profitable 


thy 


THE BONDERIZED STEEL WINDOWS 


VENTO BONDERIZED 
“Champion” 
BASEMENT WINDOWS 


EF 


be le al ll 


134 
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VENTO CASEMENT WINDOWS 


All casements drilled and tapped to receive 

storm sash and screens, operator arm 

guide channels attached with screws for easy 

removal and replacement, if necessary; 

ventilator frames constructed from the same 

heavy sections as the outside frame. This 

provides greater rigidity and stronger ventilators. 

Also ask alout the extra value in: 

VENTO “Thrifty” Basement Windows 

VENTO Formed Stee! Lintels (for Block and Brick 
Construction) 

VENTO “Champion” Barred Basement Windows 

VENTO “Champion” Utility and Barn Windows 

VENTO “Thrifty” Utility and Special Tyoe Windows 


Write us for full information. 


Some desirable territaries are open for representatives 
and distributors. Write for full particulars. 


STEEL PRODUCTS CO., Inc. 


249 COLORADO STREET BUFFALO 15, N. Y. 








NEW PRODUCTS 


(begins on page 126) 





all housewives, the manufacturer 
states, and offers custom quality at 
mass production economy. American 
Kitchens Division, AVCO Mfg. Corp., 
Dept. AL, Connersville, Ind. 


For more data cirele No. 34 on coupon, p. 154 


Wrought Iron Railing 


Versa-Railings consist of three ba- 
sic, interchangeable parts. Railing sec- 
tion, available in four or six foot 
lengths, newel post, fitted with a cap 
and pre-drilled and adjustable fittings. 
Versa-Columns, either flat or corner 
type, are adjustable from 6’8” to 8’ 
in height. Versa-Products Co., Dept. 
AL, Lodi, Ohio. 


For more data circle No. 35 on coupon, p. 154 





What's Your Answer? 


Solution to 
questions on page 132 


1. About 1,250,000. The NRLDA 
president’s full report on prospects for 
next year is on page 52 


2. Plywood sheathing featured in a 
Douglas Fir Plywood Association ad 
on pages 10 and 11. 


3. One out of five. The article on 
the home improvement market starts 
on page 61. 


4. Marsh Wall Products, Inc., whose 
ad appears on page 45. 


5. The MAB is a new organization 
formed to promote full basements in 
new homes. See page 90. 


6. McCalls, whose ad is on pages 
93, 94 and 95. 


7. Ralph Walker, past-president, 
AIA. See the article on selling finish 
lumber, page 102. 


4. Concrete forming. Symons Clamp 
and Manufacturing Co. ad is on page 
120. | 


9. Locally spotty and temporary. 
The review on building materials for 
1955 starts on page 108 


10. The Deniston Co., whose adver- 
tisement appears on page 137. 
What's Your Score? 


9 or 10 correct: Excellent! 
7 or 8: Good. 5 or 6: Fair. 
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That Magnifies 
Your Paint 


Sorsortny ld ; Robinson magnifies your paint brush profits by pursuing 
Packaged in a metal carrying case, | the policy of providing you, the dealer, with the finest, 
each Weller Soldering Kit includes a | - . “OE 
250-watt soldering gun, (Model 8250- most saleable brushes along with effective merchandising 
A), an ample supply of kester solder, | ideas. 
one each of the new accessory cutting | : . , y 
and smoothing tips, a double-end | The four big sales aids pictured here are just a few examples 
wrench for speedy tip interchange or of point-of-purchase merchandising tools designed b 
replacement and two instruction book- Robinson to maintain an economical, profit-packed, self- 
lets containing expert instruction on li f 
all phases of soldering and home re- selling program tor you. 
pair. Weller Electric Corp., Dept. AL, 7 Venmson 
808 Packer St., Easton, Penna. , 4 
For more data circle No. 36 on coupen, p. 154 
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QUALITY HOMES 


(begins on page 56) 





John Normile, Better Homes and 
Gardens—‘“Sales of our five star 
plans prove conclusively that peo- 
ple want three bedrooms (81.7%), 
or four bedrooms (13.3%) and 
only 5% want two bedroom houses. 
Exactly half want houses with a 
dining area in the kitchen.” 


NEW SELF-SELLING 
WALL BRUSH 
ASSORTMENT WITH 
BRUSH-PAC*; 


l 
l Individually packaged brushes for “Do-it- 
| Yourself’’ painters— Packages give helpful 
Mary Kraft, Good Housekeeping [ ' | | painting tips . . . suggestions for acces- 
—“Three bedrooms should be big ‘ sories you sell va keep brushes factory 
enough so people can double up the : perfect . . . have important re-use value. 
children. Children need a separate SALES BOOSTING | 
activity room. People would rather MERCHANDISING { 
have two separate baths than one | BOARD 
big one with rooms for more than | 
one person to use at a time.” 
l 


FAST MOVING SPRING 
ASSORTMENT 

12 Popular-sized 100% 

tipped nylon brushes in a 

sparkling, compact, sales- 
building carton—Your 
profit ...87% on cost! 


Attaches to paint shelf— More 
“show”! More “tell”! More 
“Outdoor” Living Space “sell”! — Eliminates under- 
The editors noted that the out- counter inventory — Gives 
door living boom is not confined maximum turnover with 
to Florida and California, but all 
over the country. Builders, they 
say, must provide planned outdoor 
space because owners want to use 
the land as an “extra room.” Smart 
builders have found outdoor liv- — a a a ae a ae a ee 
ing, dramatically presented, sells 
alle gy merg EYE-CATCHING SUPERB ASSORTMENT. 
Designing the house and lot to- Same big seller as Spring Assortment—Fea- 
gether, they said, can turn the tures 100% pure bristle trushes—You make 
smallest, cheapest house into a 65% profit in fast sales! Jobber and dealer 
modest private estate. The smaller inquiries receive prompt attention. 
the house, the more the owners 
have to use the outdoors. Outdoor *Pat. Pending. 
structure and planting properly - 
connected to the house are the | NY) le 1X0) 3) 
cheapest ways to make a smal! | ) i olay 3, 
house look big—from inside and | LES oto * pw 
from the outside. Fences, terraces, | ——— me 
porches and trellises stretch size 95 PARK AVE. - NUTLEY 10, NEW JERSEY 
and value at a fraction of the cost a Telephone NUtley 2-4510 = 
of indoor space. ” ‘stata 


minimum inventory — Self- 
selling — Visual Inventory 
control. 
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.. THE NEW ONE-PIECE 
COUNTER TOP THAT MEETS THE 
NEEDS OF ALL YOUR CUSTOMERS 


Builders and Contractors like Unitop because 
its simple installation cuts costs. Top and back- 
splash are combined in one unbroken piece, 
requiring no joints or molding. All edges are 
accurately machined. And it comes in 3 stand- 
ard lengths, plus an interchangeable left and 
right-hand corner unit, to meet layout 
requirements of any kind. 


Homeowners like Unitop because it’s a practical 
“do-it-yourself”, counter-top package available 
with all necessary accessories. And factory join- 
ing of MICARTA® to plywood assures proper 
alignment . . . a permanent bond . . . a lastingly 
carefree counter surface. 


Ask your United States Plywood Corporation 
representative for details, or simply use the 
coupon below. J-06587 


Westinghouse 


micarta 


UNITED STATES PLYWOOD CORPORATION 
largest plywood organization in the world 
and U.S.~MENGEL PLYWOODS- INC 


Gstridbuted b; 


United States Plywood Corporation 
55 West 44th Street, Mew York 36, N. Y. 


Please send full information on your MICARTA 
Unitop plan, 


Nome 
Address 


-  — State 


AL-12-13-54 


(Te obtain more data on advertised products see page 154) 





SMOOTHER 
ROLLING 
LONGER 
LIFE! 


The new “Western” sliding door hangers 
move silently along a track on Oil Cushion 
Super Oilite Bearings. The built-in lubrica- 
tion feature eliminates the job of removing 
doors for cleaning or lubrication. And, 
these hangers won’t gum up or freeze in 
zero weather. 


Write for information 


WESTERN PRODUCTS, inc. 


NEW CASTLE, INDIANA 





os 

. i 
Os eat 
Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 


cut 20 Million for past half century under exacting Forest 
Management Plan without depletion. 


wat 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 








MENOMINEE INDIAN 


Neopit, Wisconsin 


MILLS 


ied QUALITY LUMBER Kiln-dried 
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Tie Selector 





The new Knape & Vogt View All tie 
selector is made of chrome finish 
metal. It is easily attached in minimum 
space on a closet door or wall. The 
design incorporates free-wheeling ro- 
tary units on a steel bracket. Each 
rotating unit has eight individual tie 
bars which keep ties or belts within 
reach. Packed with mounting screws 
and instructions. Knape & Vogt Mfg. 
Co., Dept. AL, Grand Rapids 4, Mich. 


For more data circle No. 37 on coupen, p. 154 


New Door Spring 


Just a few quick turns, in or out, 
gives quick tension adjustment in the 
new Ideal No. 66 adjustable door 
spring. Heavy cadmium finished, 16 
gauge spring wire formed equal to a 
No. 6 coil spring. Packaged one dozen 
to the box with screw eyes. Ideal Brass 
Works, Inc., Dept. AL, St. Paul 1, 
Minn. 


For more data circle No. 38 on coupon, p. 154 


New Chisel 

A new plastic-handled tang oy 
chisel called the Greenlee No. 407, 
made in nine sizes ranging from y" od 
through 2”. It may be purchased 
singly or in sets packaged in plastic 
rolls, hardwood cases, or metaledge 
fibrebroad boxes. Greenlee Tool Co., 
Dept. AL, 2136 Twelfth St., Rockford, 
Ill. 


For more data circle No. 39 on coupon, p. 154 


Door Chimes 


Five new models have been added to 
the 1955 Rittenhouse door chime line. 
Featured among the new models is the 
Beverly, available in choice of walnut 
or limed oak finish with brushed 
brass tubes. Chime sounds harmonious 
four note melody for front entrance, 
single note for rear. Overall dimen- 
sions are 7%” x 14”. Rittenhouse Co., 
Inc., Dept. AL, Honeoye Falls, N. Y 


For more data circle No. 40 on coupon, p. 154 


Electric Heaters 


Broan fan-type electric heaters are 
said to lift temperatures of normai- 
size bathrooms and nurseries 72° to 
85° in four minutes or less. Bulb-type 
thermostatic control provides auto- 
matic temperature control. Two elec- 
tric heaters comprise the line, Model 
U-15 (1,500 W 5,000 btu/hr) and 
Model S-12 (1,200 W 4,000 btu(hr). 
Broan Mfg. Co., Inc., Dept. AL, 1669 
N. Water St., Milwaukee 2, Wis. 


For more data circle No. 41 on coupon, p. 154 


Neoprene Protective Coating 


Gaco N-700 Liquid Neoprene main- 
tenance coating is now available in 
aluminum color, in addition to the gray 
and slate black colors. Applied by 
brush, roller, dip or spray, Gaco N-700 
Aluminum is sold in quart, gallon, and 
five-gallon cans and fifty-gallon drums. 
Gates Engineering Co., Dept. AL, 100 
S. West St., Wilmington, Del. 


For more data cirele Ne. 42 on coupen, p. 154 


ey Ih: 


_—, DENISTON 


LEAD-SEAL Roofing Nails 


Now packed in Easy to Stack, 
Easy to Store 


CARTONS! 


IMPORTANT NEWS— Deniston LEAD-SEAL nails are now packed in 
attractive 2-color cartons with hand grips for easy handling and sturdy 
3-ply corrugated board sides. These versatile new cartons are easier to 
stack and will take less storage space. Also, a definite savings can be realized 
in the cost of shipping. 

All Deniston nails can now be shipped in either 50 Ib. or 100 Ib. cartons 
at no wxtra cost. 

FOR GALVANIZED OR ALUMINUM ROOFING 

Deniston has built into its nails a patented LEAD-SEAL head which 
actually seals the hole made by the nail. Galvanized or Aluminum roofs 


applied with economical and reliable Deniston LEAD-SEAL Roofing Nails 
will not leak in any kind of weather. 








a 


The DENISTON COMPANY 
49th & South Western Avenue 
Chicago 9, IIlinois 


Please send me without cost: 


tn Canada 
Eastern Steel Products Co., Lid. 
Preston, Ontario, Canade 
© Direction Booklet © Complete price information 
Triple-Lock pie. lock DENCO 
LEAD-SEAL tab. SEAL Compressed 
Orive Screw a. Shank lead-Head 
Noil Noil Nail, Ring Shonk 


Drive Screw 
Pallet Nail ee 


Address 














3UILDING PropUCTs MERCHANDISER (To obtain more data on advertised products see page 154) 





Towelink Display 


The Towelink has a chain of heavy 
solid brass with chromium plating 
which insures durability and long 
wear. The links are said to be joined 
in such a way as to prevent any danger 


be procured from legitimate jobbers 
from coast to coast or by writing di- 
rect. Thomas Products Co., Dept. AL, 
8490 Lyndon Ave., Detroit, Mich. 


line of garden hose, including sample 
fittings and attachments. A wholesale 
price list is enclosed in the packet. This 
sales promotion item will aid whole- 
salers and jobbers to close more gar- 
den hose sales. Yardley will imprint 
its garden hose cards with the names 
of individual concerns. Yardley Plas- 
tics Co., Dept. AL, 142 Parsons Ave., 
Columbus 15, Ohio. 


For more data Cirele No. 45 on coupon, p. 154 


of snags. Available in four sizes: 18” 
24”, 30” and 36” and either single or 
double drape. The display shown is 
offered free of charge with the pur- 
chase of the two mounted Towelink 
accessories. Miami Cabinet Div., Philip 
Carey Mfg. Co., Department TS-10 
AL, Cincinnati 15, Ohio. 


For more data circle No. 43 on coupon, p. 154 


For more data circle No. 44 on coupon, p. 154 


Heavy-Duty Strapping Tape 

Sturdy, heavy-duty strapping tape 
is now packaged for and available to 
the general public. This glass-fibre 
reinforced paper tape has a tensile 
strength of 240 pounds per inch width. 
The %” by 10-yard rolls are packed 
twelve to a Behr-cat Display No. 10 
box. Behr-Manning Corp., Dept. AL, 
Troy, N. Y. 


Fer more data circle No. 46 on coupon, p. 154 
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Garden Hose Gift Box 


The new 4%” x 6%” gift box con- 
tains samples of Yardley’s complete 


Sawhorse Brackets 


The new dual faced counter top con- 
tains four illustrations of applications 
of the Nu-Way Sawhorse brackets and 
utilizes the actual product by means 
of small pre-cut pieces of two by four 
lumber. The counter top exhibit may 





= ae 9 
ew 


erhead doorsh HOLT HARDWOOD C0. 


RESIDENTIAL 


sectional ov 


INDUSTRIAL ° 


“BRISTOL” 


COMMERCIAL 


Manufacturers of 


BIRCH e BEECH e 
STRIP e@ BLOCK 
and 
HERRINGBONE 
FLOORING 


a 
.. with WEDGE-TYPE track Hardwood ——2 Mill-Drilled For Nailing 
and GRADUATED hinges! ww Gore 
“BRISTOL” overhead garage doors and hardware are ° 
yours quickly to fill every commercial, industrial and 
residential need. Most popular door sizes always are GRADED SAWDUST 
in stock for immediate shipment. Any special size door e 
can be made to order quickly by our factory nearest 
to you. Warehouses and factories located strategically High Grade Northern Hardwoods 
throughout the nation assure you of fast service and 


prompt, low cost delivery! Order “BRISTOL” doors . . . e 
singly or in truck or carload lots! 


WRITE FOR FULL DETAILS AND PRICES! 
5 DISTRIBUTION POINTS IN THE U. S. Al! 


Wy Prompt delivery from our factories and ware- ° 
houses in Indiana, Ohio, Penna., Mass., Oregon. | 


. Members: M.F.M. A. NHL A. NLM HMA, 
GENERAL DOORS CORP. eae aiananiting 
MONROE & RADCLIFFE STS., BRISTOL, PENNA. 

; ee ee 








MAPLE e OAK 








Custom Kiln Drying 
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Insulation Display Kit 


This Gold Bond Twinsulation floor 
display is constructed by the dealer 
using the materials in a new display 
kit offered by National Gypsum Com- 
pany. The kit supplies everything but 
2 x 4’s and the insulation. Completed 
display uses only two square feet of 
floor space and shows both sides of the 
aluimum-faced insulation blanket. Na- 
tional Gypsum Co., Dept. AL, 325 Del- 
aware Ave., Buffalo 2, N. Y 


For more data circle No. 47 on coupon, p. 154 


Facia Strip Operating Model 


Designated as FM-300, a new facia 
strip is made of extruded aluminum 
and has a silvery-satin finish. As 
shown in the photograph of the oper- 
ating model, FM-300 facia strip is at- 
tached directly in front of the over- 
head track. The front face of the strip 
measures two inches deep and covers 
all exposed parts of the hardware. 
Available in standard lengths for any 
openings, complete with holes drilled 


and necessary screws. Macklanburg- 
Duncan Co., Dept. AL, Box 1197, Okla- 
homa City, Okla. 


For more data circle No. 48 on coupon, p. 154 


Island Merchandiser 


The Spacemaster Gadget-Tier is 
adaptable to all types of gadgets, tools 
and utensils. It will merchandise more 
than 500 items in less than 12 square 
feet of floor space. Shipped complete 
with Spacemaster frame, legs, brack- 
ets, crossbars, utensil hooks, price 
ticket-holders, shelving and glass bin- 
ning. Signholder optional at extra 
cost. Reflector-Hardware Corp., Dept. 
AL, Western Ave. at 22nd Place, Chi- 
cago 8, Ill. 


For more data circle No. 49 on coupon, p. 154 


New Tile Packaging 

The Miraplas Tile Co., has dressed 
up its complete Mirplas wall tile line 
in new cartons. The new inner cartons 
effect a tile motif with red-and-white 
squares and criss-crossing grout lines. 
Dealers are said to report that the im- 
proved containers are an added sales 
inducement for the tirm’s plastic wall 
tile line. Miraplas Tile Co., Dept. AL, 
Columbus, Ohio. 


For more data circle No. 50 on coupon, p. 154 


New Wall Chart 


A new 35” by 45” wall chart illus- 
trates all 53 Delta molding cutter 
knives and showing how to make 100 
of the most popular moldings which 
can be produced with these knives, The 
chart, which retails for 50¢, includes 
schematic drawings of knife settings 
for making various shapes. Delta 
Power Tool Div., Rockwell Manufac- 
turing Co., Dept. AL, 489 Lexington 
Ave., Pittsburgh 8, Penna. 


For more data circle No, 51 on coupon, p. 154 





Because every home every- 
where is exposed to the menace of 
moisture, the ingenious Midget Louver 
is an easy (and profitable) product to 


| Increase your Sales! ... Profits! with 


FIDLER’S MFG. CO. 


733 HINDRY AVE. + INGLEWOOD 1 


CALIF. 


Beauty-"’ Plus” 
Doors! 


The exquisite beauty of fine hardwoods 
plus the exclusive features found only 
in “Kambercore” Flush Doors are the 
answer to all your door problems! 
With “Kambercore,” you are protected 
against warping, twisting or delaminat- 
ing. They stay flat, fit flush and are 
practically soundproof. Built for qual- 
ity, priced for economy! .. . the 
reason why “Kambercore” Flush 
Doors are more and more in 
demand today! 


EXCLUSIVE “KAMBERCORE” 

CONSTRUCTION 
The exclusively designed and 
engineered construction in 
""Kambercore’’ gives permanent 
rigidity and solidness in all 
directions .. . to keep straight 
and true for the life of its in- 
stallation. 


“KAMBERCORE” 
FLUSH DOORS 


(To obtain more data on advertised products see page 154) 


sell. Installed at roof overhangs, gables, 
eaves, sidewalls, unexcavated areas or 
wherever there are danger spots, 
Midget Louvers provide proper venti- 
lation—permanently protecting against 
the damage of condensation. Moisture 
blistering of paint is virtually elimi- 
nated; the efficiency of insulation is 
maintained; rot is prevented, because 
dry wood does not decay. These rust- 
proof all-aluminum ventilating units 
are quickly installed by anyone; just 
drill a hole and push in place. They 
protect for life, without attention. 
Write for full details. 

Midget Louvers ore made in 7 sizes (1” to 


6”)—with and without rain deflectors 
All are screened to keep out insects. 
The aluminum louver is the original lov- 
ver. Don’t accept ‘second best’’ substitutes! 
We're telling and selling your customers 
on Midget Louvers in all these national 
magazines: Popular Mechanics, Popular Sci- 
ence, Better Homes and Gardens, American 
Home, House and Garden, House Beautiful 


“A House That Breathes is a Better House” 


MIDGET LOUVER CO. 


6 WALL STREET" @ NORWALK, CONN 


Quick and easy to install. 
Just drill a hole and push 
in place. No nails or screws 
needed 
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Tilting Arbor Saw 


Operated from any standard 1 or 


bor saw is driven by a three groove 
arbor pulley with three matched V 
belts to utilize entire motor power out- 
put. Motor mounts directly beneath 
table surface. Has heavy, cast-iron, 
ground and polished table top with im- 
proved front and rear locking rip fence 
that glides easily on extended tubular 
guide bars. Blade tilting and raising 
wheels can be locked at desired set- 
tings. Duro Metal Products Co., Dept. 
ee me N. Kildare Ave., Chicago 
39, Ill. 


1% hp motor, the new 10” tilting ar 


———————— 


BARBED 
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perfection in quarter mile lengths 


CF&I Barbed Wire is a favorite of farmers 
and ranchers because they know that 
every spool contains a full quarter mile 
of long-lived, top-quality barbed wire. 
They like the way its barbs are always 
well formed and uniformly spaced. And 
they know that the money they spend for 
CF&I Barbed Wire is an excellent long- 
term investment ... that this barbed wire 
will give added years of service because it 
is carefully galvanized with a heavy coat- 
ing of specially selected zinc. 

Further, they find that the barbs on CF&I 
Barbed Wire stay evenly spaced through- 
out its years of use because both line wires 
are carefully and uniformly twisted 
throughout the entire length of the wire. 


For complete details on how you can stock 
this quality product, contact your nearest 
CF&I representative. 

CF&I makes five different types of barbed 
wire—they will meet any customer need. 


CF&I STANDARD CF&I SENTINEL 
CF&l PERFECT CF&I MINNEQUA 
CF&I SPECIAL 


And don’t forget these allied 
products: CF&l CINCH FENCE 
STAYS — provide a stronger 
fence with fewer posts and are 
often used to ground fences 
and protect cattle from light- 
ning. CF&I TWISTED BARBLESS 
WIRE—ideal for bracing cor- 
ner posts and for use around 
places where horses or pure- 
bred cattle are kept. 


THE COLORADO FUEL AND IRON CORPORATION 


El Paso - Ft. Worth . Houston . 
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Buffalo - Butte . Casper . 


New Orleans - New York - Oakland 





Aluminum Dump Bodies 


The new line of all-welded aluminum 
dump bodies offered by Penn Body Di- 
vision, Hockensmith Corp., Penn., Pa., 
are said to provide a saving of almost 
50% of the weight of a comparable 
steel structure and lower maintenance 
costs. The Penn Body is built with a 
seven-foot inside width and a standard 
depth of 32”. Aluminum Company of 
America, Dept. AL, 1501 Alcoa Build- 
ing, Pittsburgh 19, Penna. 


For more data circle No. 53 on coupon, p. 154 


Yale Cyclone Muffler 


The Yale Cyclone muffler is de- 
signed to capture carbon particles from 
the exhaust stream and eliminate the 
discharge of ignited solids in exhaust 
gases. When installed on gas or diesel 
powered trucks, the muffler reduces 
the possibility of ignited exhaust par- 
ticles as a source of ignition to com- 
bustible material. Yale Materials Han- 
dling Div., Yale & Towne Mfg. Co., 
Dept. AL, 11,000 Roosevelt Blvd., 
Philadelphia 15, Penna. 


For more data circle No. 54 on coupon, p. 154 


Moto-Bug Fork Lifts 


The development of a 1500-pound 
capacity hydraulic fork lift attachment 
for the Mcdel R-15 Moto-Bug has been 
announced. The new unit is rated to 
lift its maximum % ton load to a 
height of seven feet in 14 seconds. 
Standard forks are 30” in length and 
adjustable from 6” to 32” in width. 
Moto-Bugs are equipped with full 
power forward and reverse through a 
directional transmission and can travel 
at speeds up to six mph. Kwik-Mix Co., 
Subsid. of Koehring Co., Milwaukee 
16, Wis. 


For more data circle No. 55 on coupon, p. 154 
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Here is the preferred perfect 
long-life flooring for homes, schools, in- 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied 
customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


Paocerr. Cmith FLOORING COMPANY 


EXCELLENT 
MILLWORK 


COLOR AND GRAIN 
UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED > NOFMA 
IN MODERN KILNS A GRADED 


DIRECT 

VAN DELIVERY 

Within 600 mile radius 
Trailer loads or split loads are 


delivered at carload prices. 
Coast-to-coast rail shipments, 


Phone 
bein View, Mo 














ANACONDA 
COPPER 


MINING COMPANY 


@ 


Lumber Department 


BONNER, 
MONTANA 
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WINDOW LIFT 


COUNTER DISPLAY 


A convincing sales-clincher which dramatically demonstrates 
how Weather-Tite Sash Locks effectively seal out drafts and 
eliminate rattles. Also displays the new Ives Window Lifts 
which match the Sash Lock and give a refreshing and streamlined 
treatment to double hung windows. 


Requires only 4” x 6” of counter space! Helps you build real 
volume in matched window hardware by encouraging customers 
to TRY 'EM and BUY ‘EM! 


for the EXTRA QUALITY touch! 
THE H. B. IVES > . 


NEW HAVEN, CONN. U.S.A 
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NEWEST BLADE ADVANCEMENT | xew cournenr 


® Lasts 4 times longer than ordinary blades! 
® Never needs resharpening! 
® PROVIDES BIG 33144% PROFIT MARGIN! 


What savings the new SKIL Two- 
Way Blade offers your customers! 
Gives them four times as many cuts 

. . eliminates three to four costly re- 
sharpenings ... reduces down-time! 
And what a benefit for you . . . with 
this big 334% profit margin! 

This first real cost-cutting devel- 
opment yet made in circular saw 
blades is top quality throughout. 
Specially-treated alloy steel makes 
SKIL Two-Way Blade 50% harder 
than ordinary blades. Precision- 


ground, uniformly-set teeth of pat- 
ented design. Special no-glare, 
rust-resistant finish. Constant di- 
ameter for uniform cut-depth. As- 
sures Customers controlled cutting 
performance under toughest job con- 
ditions ... provides economy and 
work features they want! 

And hard-hitting advertising plus 
big dealer display promotions cre- 
ate selling impact for this revolu- 
tionary blade improvement . . . the 
new SKIL Two-Way Saw Blade! 


1. Wif 
“Gy //, 
Ae. pyr 


SELF-HONINGI Trailing ‘ooth- 
edges are honed while leading 
edges cut. Always a sharp cut- 
ting edge ready for instant use! 


REVERSIBLE! Unique tooth 
design cuts either way, gives 
twice the cutting edges! May 


be reversed again and again! 
< 3601 Dundes Street West, Torotte 9, Ontario 
HOME SHOP TOOLS Factory Branches in All Leading Cities 


CONTACT YOUR SKIL WHOLESALERI 


(To obtain more data on advertised products see page 154) 


DISPOSABLE! Four times 
longer life! Saves on needless 
resharpening! Low over-all cost 
makes disposal practical. 


Made only by SKIL Corporation 
formerly SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 
In Canada: Skiltools, Ltd. 
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Hose Reel Caddy 


A new garden hose reel is designed 
to be mounted close to the water tap. 
A metal bracket is the unit secured to 
the house wall. This bracket in turn 
supports the reel unit. Minute Man 
hose reel is shipped as a KD kit with 
instructions and can be quickly assem- 
bled with pliers and screwdriver. Patio 
Craft, Inc., Dept. AL, 12734 Woodland 
Ave., Cleveland, Ohio. 


For more data circle No. 56 on coupon, p. 154 


Penco Steel Ramp 


New, improved Penco steel ramps 
in both car loading and truck loading 
safety types are now available. Pen- 
co car loading ramps are made in ca- 
pacities of 15,000 pounds, available in 
a wide range of sizes. Penco truck 
loading ramps are made in capacities 
from 4,000 to 8,000 pounds; are 48” 
wide and in lengths from 36” to 72”. 
Penco Engineering Co., Dept. AL, 25 
California St., San Francisco 11, Calif. 


For more data circle Ne. 57 on coupon, p. 154 


Portable Generator 


The new 75-pound IMA Generator 
has a 1000-watt AC power plant. The 
IMA powers universal AC-DC motors, 
straight AC motors and other electri- 
cal units that require alternating cur- 
rent. This 120 volt, 60 cycle, single 
phase AC develops 8 amperes at 3,600 
rpm engine speed and has two outlets 
for standard double-prong plugs. The 
Model 2MG engine, which must be 
used with this generator, is a 5 hp, 
2 cycle, one cylinder air-cooled gaso- 
line type. Mall Tool Co., Dept. AL, 
7740 S. Chicago Ave., Chicago 19, Ill. 


For more data circle No. 58 on coupon, p. 154 
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Hydraulic Lift Attachment 

An improved mechanism requires 
only finger-tip pressure for attaching 
and detaching the shop boom to a Unit 
3 in 1 Hydraulic Lift. The boom has 
a capacity of 500 pounds and can be 
mounted or removed in less than a 
minute. The boom eye moves from 
47%” to 87” above floor level. Unit 
Mfg. Co., Dept. AL, 1251 Harmon 
Place, Minneapolis, Minn. 


For more data circle No. 59 on coupon, p. 154 


New Magnetic Tool 


A new hand tool consists of a heavy- 
duty permanent magnet, a manual- 
control lever and hand grip. Available 
in three models with capacities rang- 
ing from three to nine pounds, Magne- 
tool, series 70, has no batteries, but 
incorporates an Alnico permanent 
magnet. Magnetool, Div. of Multifin- 
ish Mfg. Co., Dept. AL, 26341 W. 
Eight Mile Road, Detroit 19, Mich. 


For more data circle No. 60 on coupen, p, 154 


Uni-Grip Tractor 

The Uni-Grip tractor will couple to 
any trailer of 5%” to 12%” clearance 
from the floor. Quick coupling is ac- 
complished by a hydraulically-operated 
draw bar. Wheel base of the tractor 
when uncoupled is 30 inches. Travel 
speed is 3 mph unloaded; 2.25 mph 
loaded. Maximum trailer load is 6,000 
ounds. Automatic Transportation Co. * 
Dept AL, 149 W. 87th St., Chicago 20, 
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Easy operation! 


Silent operation! 


GET THE 


FACTS 


ON THE MOST 


ADVANCED WEATHERSTRIPPING! 


ZEGERS 
Qieaaeale 


COMBINATION METAL WEATHERSTRIP 
AND SASH BALANCE 





fi ro 7 
Now! ine ’s the complete 
story about the most advanced 
window 


One-Piece Jamb Member that 
maintains a constant air seal 
and smooth opening and clos- 
ing no matter how the sash 
may expand or contract... 
about “Si-vel” coated springs 
that assure silent operation. 
See actual scientific proof that 
Dura-seal provides the best 
weatherstripping. Write for 
this important folder today! 


Zegers Incorporated 
8088 South Chicago Ave. 
Chicago 17, Illinois 
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TWIN HARBORS LUMBER COMPANY 


Aberdeen, Washington 


Manufacturers and Distributors of all 


WEST COAST WOODS AND SHINGLES 




















~ PONDEROSA PINE 


WHITE FIR INCENSE CEDAR 
High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE CALIFORNIA 





























HOW TO BUILD MORE | Reduce Delivery Costs 


SALEABLE SPACE INTO HOMES and Speed up Deliveries 


-_ 


Write today for 
FREE 
BESSLER 
CATALOG | 


showing how 





easily and 
economically 
vou can use 
BESSLER | 
| DISAPPEARING | 
| STAIRWAYS 
(7 Models) 


~—to assure more | 
cubic feet per | Complete Beds Shipped KD 
building dollar! | ' Easy Assembly & Mounting 


IMMEDIATE Write, wire or phone for Catalog end Prices 
DELIVERY & , 


assured on all models! The R.B COMPANY 


THE BESSLER DISAPPEARING STAIRWAY CO. | 1921 Guinotte 
1900-8 East Market Street, Akron 5, Ohio | KANSAS CITY 1, MO. 


Load or Unload a Load 
or Half Load ata Time 
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Majestic 


“WEDGE-RITE” | Circulator Fireplaces 
OVERHE AD yoy SETS Fore faster, more economical to install 


—add more sales value to the finished home 
WAYS BETTER! 


eee nt 
1. Offect Treck 4 an mene M.:. heating surface Pate ed 
2. Graduated Hinges Single & 2-Car Radiant Blades” provide 45% 
3. Electro-Galvanized Sizes ¢ arez 

Finish 5. Amazing Low Prices TD more aren 


‘ Ampic downdraft shelf assures 
smoke-free operation 
— j ‘ 4 : 
a ust right for any installation... 
any mantel treatment 


B xctusive “Angle Seal” covers 
gap between unit and masonry 





There's a “WEDGE-RITE” overhead garage door set for 
every need! Single car sizes are available from 8’x6'6” to s ‘ : - . 
9’x7’, two-car sizes from 14’x7’ to 16’x7’ and commercial aves material and labor in 
sizes range from 9’x9’ to 20’x12’ . . . for all doors 136 installation 
or 1%” thick. 

oe) hy Tighe-seal damper for air conditioned homes 
Superior “WEDGE-RITE” door sets have all premium fea- 4 
tures yet are competitively low priced! 


Desires full efficiency of operation 
DOOR SECTIONS! Truck load or carload lots a 


in stock sizes. Kiln dried, Douglas Fir, dowel 


tock sizes. Circulates heat that other fireplaces waste 
construction. Lowest prices! 





Ask your jobber or write for full details today! 
WRITE FOR FULL INFORMATION 
AND PRICES! s | 
} 


The Co., Inc. 
tt DOR-SET | 


CORPORATION | 303-B Erie Street Huntington, Indiana 
1641 N. OLDEN AVE. EXT., TRENTON 8, NEW JERSEY | Ries) 





FOR QUALITY 
THAT BUILDS SALES, 


P\ GG 3439. ie) Dealers everywhere have found 

this to be true. Are you getting 
your share of this profitable business? Send 
for literature and familiarize yourself with 
Stewart products. In addition to fence, 
there are scores of iron and wire products, 
and every item fits into the building field. 
Write for catalogs today. 








Manufacturers of Band Sawn , | 
NORTH CAROLINA PINE | 
SOUTHERN HARDWOODS - CYPRESS } 
End-Matched 

PINE, OAK, 

MAPLE AND GUM FLOORING 


Modern Moore Kilns— ’ >> 
Planing Mill Facilities peer 







































































in many styles 


= 1 BRB OOS e S LEARY BEARS ESE, OTHER PRODUCTS ~ 
s GHTs | ‘THE STEWART IRON WORKS CO., Inc. peony BA = 








2151 Stewart Block, Cincinnati 1, Ohio Bronze Plaques 


OTHERS Experts in Metal Fabrications since 1886 Wire Window Guards 


IRON and WIRE 
MELEY, SOUTH CAROLINA 
ONE OF THE OUTSTANDING OPERATIONS OF THE SOUTH 
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The Advice BALDWIN-HILL 


Gives Your Customers..... 


usiness 


We'd like to work with you as a 
partner in boosting your sales to 
home builders and remodelers; to do- 
it-yourself craftsmen and contractors 

- to sell more building materials 
of all types including B-H Magic 
Spun Blankets. Take advantage of 
the help this booklet (illustrated) can 
give you ~~ along with our complete 
merchandising campaign that is tops 
in attracting and holding good busi- 
ness. Write us for complete infor- 
mation, 


<a" of Nivea gp 
/ or Boneliens by ™ 
Housekeeping 


S07 ae 
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work in Pro. 
’ ‘vested 
r be 
; oF moe 
tad Baldwin. igi), ™- 
; ~~ lagic 
us 


sy 7 T oo; 
work Our bi ~s 
Wonders in — ma. 


DARVeTIG 
BhANKEt 


aa 7 
i, arcane 


BALDWIN-HILL COMPANY 
$00 SeTUNIG AVENUE + Teewtou 7, mew eesey 


Send for a sample 
it tells where to 
measure areas; how much Is 
needed; and explicit details on how to 
install. And if advises the reader to 
consult his dealer . - leaves plenty 

space for your company name and 
address. 


of th's booklet. 
; how to 
insulation 





New Literature 


Helpful installation instructions on 
insulating attics for maximum protec- 
tion against heat, vapor flow and tim- 
ber rot are outlined and illustrated in 
Infra Insulation’s new Do-It-Yourself 
brochure. Infra Insulation, Inc., Dept. 
AL, 525 Broadway, New York 12, N.Y. 
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A Cabinet Hardware catalog (F- 
100) describing the complete Stanley 
line acts as a quick reference manual 
covering hardware items which will 
fit all standard cabinet details. All 
style lines are offered in a variety of 
materials and popular finishes. Stan- 
ley Works, 111 Elm St., Dept. AL, New 
Britain, Conn. 


For more data circle No. 65 on coupon, p. 154 


Caulking Products are featured in a 
combination catalog, price list and 
How to Caulk brochure. It contains 
illustrations and helpful information 
necessary for all effective caulking 
practices. Seal Rite Caulking Co., Inc., 

AL, 269 Green St., Brooklyn, 


For more data circle No. 64 on coupon, p. 154 


Mill products and services are dis- 
cussed in a booklet prepared by Kaiser 
Aluminum & Chemical Sales, Ine. 
Gathered together under one cover is 
data on aluminum alloys, forms, prop- 
erties, applications and availability. 
Kaiser Aluminum & Chemical Sales, 
Inc., Industrial Service Div., Dept. AL, 
1924 Broadway, Oakland 12, Calif. 


For more data circle No. 65 on coupon, p. 154 


A hardware price list envelope 
stouffer, catalog and catalog sheets 
are new literature recently made avail- 
able by Sterling Hardware Manufac- 
turing Co. Featured are Sterling’s 
lines of sliding door hardware, case- 
ment hardware and miscellaneous 
hardware. Sterling Hardware Mfg. Co., 
Dept. AL, 2345 W. Nelson St., Chi- 
cago 18, Ill. 


For more data circle No. 66 on coupon, p. 154 


A new product for the building in- 
dustry is Unit Deck, described in the 
latest catalog by the manufacturer. 
The Unit Deck single timber principle 
is said to eliminate purlins, joists, 
sheating, insulation and interior finish, 
for better construction and for build- 
ing economy. Unit Structures, Inc., 
Dept. AL, Peshtigo, Wis. 


For more data circle No. 67 on coupon, p. 154 


Kitchen planning aid is furnished in 
a new Answer Book to Kitchen Plan- 
ning and Decorating. The book out- 
lines basic planning facts and de- 
scribes and illustrates the four kitchen 
types — straight-wall, L-shaped, U- 
shaped, and corridor. Youngstown 
Steel Kitchens, Mullins Mfg. Corp., 
Dept.. AL, Warren, Ohio. 


For more data circle No. 68 on coupon, p. 154 


Bamboofold Doors and Room Divid- 
ers are made of the matchstick inner- 
core bamboo. A _ brochure detailing 
some of the many home and business 
applications of Bamboofold is now 
available. Bamboofold is available in 
20 colors and in sizes to fit opening 
up to 32” wide. American Bamboo 
Corp., Dept. AL, 171-06 Jamaica Ave., 
Jamaica 32, N. Y. 
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Do vou 


have what 


she wants? 





Louvered doors 


and shutters 
appeal to every cus- 
tomer, and offer 
many opportunities 
for extra, profitable 
business. Only de’cor 
offers you Grand 
Rapids craftsmanship 
quality and fast mid- 
west service and 
economies. Made to 
your requirements. 


Write today for 
new illustrated book- 
let showing 101 prof- 
itable uses for Lum- 
ber Dealers, together > 
with complete sales ed 

information and dis- ecor 


counts. Please sub- 
mit inquiry on your 
letterhead. 


Y 1555 Eastern Ave., S. E. 
de cor Grand Rapids, Michigan 














 — 27 
Gl 


(A _AIL of Us at TWed ( 
2% Extend to You \ 
| Our Best Wishes fo for 


a Merry Christmas 


and a New Year 


* SN 
Hans 
Diamond Points ) ; 
Shoots 100 Zinc or Steel Points into ee a : a nd Prosperity 


the hardest wood—as fast as a man can 
pull the trigger. Speeds up glazing of 
sash, frames and mivrors. Points can be 
driven at an angle, due to patented 
nose plate. 

For hand-driving — perfect glazing 
with Red Devil Triangle Points. Zinc 
Coating prevents corrosion. 


Prod. 


Red Devil Te 


IRVINGTON 1 N.J U.S.A 
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( Here's the one that \ 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
it WORKS BETTER. 








wit \ 
STICKS BND STAYS pify 
' 


PS ————— 


Most dealers report: 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Du rham’s Rock- 
Hard Water Putty 
gives you by far the 
est profit-margin on 
any product of this 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many patching materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty p es not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical. Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-lb. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


DONALD 
DURHAM 
COMPANY 
Box 804-B 
Des Motnes 
fowa 











RED CEDAR CLOSET LINING 


SEAL- 
PACKAGED 
FAST-MOVING 


Nationally 
tduertised 
BROWN’S 


SUPERCENAR 


Guaranteed 90% Red Heart-100% Oil Content 
Our national advertising annually produces thous - 
ands of customer inquiries which are turned over 
to our dealers for follow-up. Hore is an active 
market for cedar closet lining. Brown's SUPER - 
CEDAR is a fast-moving, 

profitable item and is 

produced by the largest 

and oldest experts in 

the business. Sold only 

through leading jobbers 

and millwork § distribu- 

tors. 





Write for Builders Folder and Consumer Booklet 


PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C Establishe 6¢ 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 


(To obtain more data on advertised products see page 154) 











MANUFACTURERS 
(begins on page 118) 


NEW LITERATURE 


(begins on page 146) 





Rileo Laminated Products, Inc., an- 
nounces the appointment of Ralph H. 
Fulbright as vice-president in charge 
of production and other related activi- 
ties of the company’s operations at 
Albert Lea, Minn., and Independence, 
Kan. Fulbright, well known in the 
engineered timber construction fieid, 
has a wealth of experience in the engi- 
neering, design and manufacture of 
glued laminated wood structural mem- 
ers. 


Malibu Manufacturing Co., Los An- 
geles, manufacturer of Malibu glass 
sliding doors, has named Cliff Chris- 
tian as sales manager. Formerly, 
Christian was head of the window div. 
of Reynolds Aluminum and General 
Bronze. 


Glenn R, Ostrander, general credit 
manager, Marquette Cement Mfg. Co. 
and its subsidiaries, has been elected 
assistant treasurer of the firm. Os- 
trander joined the company in 1934 
as assistant to the credit manager. 
He was appointed credit manager in 
1942, and general credit manager in 
1952. 


Edward Gonnoud, Stanford, Conn., 
will be in charge of sales in the Chi- 
cago district for the New York Wire 
Cloth Co., New Canaan, Conn. His 
territory will include northern Illinois, 
Iowa, Minnesota, Wisconsin, Nebraska 
and the Dakotas. 


Herbert H. Stebbins, formerly pro- 
duction engineer of the metal division, 
has been appointed works manager 
of the Hermosa Mill in Chicago, it 
was announced recently by United 
States Gypsum Co., Chicago. Stebbins 
has been with the firm since 1935 and 
has held a number of positions in the 
Hermosa Mill. 


G. Findley Griffiths, vice-president 
in charge of sales, Acme Steel Co., 
Chicago, announced that P. L. Dafoe, 
on leave of absence from his post as 
vice-president and general sales man- 
ager of Acme Steel Products Div., will 
head Acme’s new Dexions Div. The 
new division will market Dexion slot- 
ted angle, a new all-purpose steel 
framing material. 


Ponderosa Pine Woodwork, an asso- 
ciation of ponderosa pine stock wood- 
work and lumber manufacturers, has 
moved from 38 S. Dearborn to 105 W. 
Monroe St. in Chicago. 


Robert M. Tucker, former general 
sales manager of the Russell & Erwin 
Division, American Hardware Corp., 
New Britain, Conn., has been ap- 
pointed director of sales and market- 
ing research according to an announce- 
ment by E. J. Parker, president of 
the firm. 


Homer Carlson, former northwest 
manager of American Bildrock Co., 
Chicago, has joined the staff of West- 
ern Mineral Products Co., Minne- 
apolis. Carlson will devote his time 
to promoting the use of plaster and 
acoustical plaster with special em- 
phasis to machine application. 


December 


£3, 


A Sliding Hardware catalog includes 
selection charts, installation data, 
technical specifications, sectional and 
other views, ordering data and mis- 
cellaneous information on the Grant 
line. This catalog should prove a 
handy reference for competent hard- 
ware selection, claims the manufac- 
turer. Grant Pulley and Hardware 
Corp., Dept. AL, 31-85 Whitestone 
Parkway, Flushing 54, N. Y. 


For more data circle No. 70 on coupon, p. 154 


Clamps are listed and described in 
a catalog for dealers. Over forty styles 
of C clamps, bar clamps, handscrews, 
press screws, and similar tools that 
are featured in the Jorgensen and Pony 
line. The new Jorgensen hinged clamps 
as well as the #2203 steel track in 
which they may be mounted for side- 
ways adjustment, are also shown. Ad- 
justable Clamp Co., Dept. AL, 417 N. 
Ashland Ave., Chicago 22, Ill. 


For more data circle No. 71 on coupon, p. 154 


Hollow metal doors, both swing and 
slide, are the subject of a new catalog 
titled Fenestra Hollow Metal Doors, 
Swing and Slide. Detailed information 
is given on all seven styles of doors, 
entrance, flush-type, panel swing, 
panel slide, Underwriters’, both flush 
and panel residential swing and slid- 
ing closet. Detroit Steel Products Co., 
Dept. AL, 3103 Griffin St., Detroit 11, 
Mich. 


For more data circle Ne. 72 on coupon, p. 154 


CONSUMERS CRACK FILLER 


(COLD WATER PUTTY) 


gum For cracks, holes, and crevices in wood, 
plaster, tile, stucco, and cement. 
A “best seller’’ because it 
@ Dries hard 
@ Won't crumble, chip, or fall out 
@ Stays where it's put—holds screws, 
nails, tacks 
@ Water resistant 
@ Easy to work with—can be molded, 
aA, d, sawed, 5 ond, d, or tani. A 
@ Ne waste—mix with woter only as 
needed 
Packed in 1, 5 lb. cartons; also 25, 50, and 
100 Ib. drums. 
Try it yourself. Find out why easier, faster re- 
pairs con mean easier, faster sales. Order from 
your wholesaler, or direct from us. 


Another “Product of Merit’ by Consumers. 











CONSUMERS GLUE CO 
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7 oO “i 
READY BUI LT wy GLASS BLOCK’ 


Fireplaces 


No Home Com- 
plete Without a 
Fireplace! 


* 


-| PRACTICAL 
BUSY YARD MANAGER, Jim Cobb, 


* finds time to help contractors like a assed ae —_— ow block an 

; Charles B. Gwaltney, right, prepare will appeal to every romeowner. You 
Shipped Com- estimates and materials lists can recommend glass block with con- 
plete, Ready to fidence. They are easy to handle and 
be Installed! easy to install. They can be made to 
7 fit any size opening...no frame neces- 


SMALL LUMBER SALES sary. They never need to be painted 


or puttied. 





eo and comfort to any (beghes on: pane 1343 
The modern fireplace that fulfills all 
modern day requirements — used with gas 
or electricity. . . , P 
Large variety of attractive models in ( obb figures a break-ev en point 
brick, stone, wood, etc., available. on his charge for the cutting serv- 
Furnished complete — ready to be in- ice and points out an added fea- 
stalled by a handy man—shipped anywhere. ture of cutting plywood to size: 
DEALERS, BUILDERS and HOMEOWNERS “Few people need a full sheet of 
write for catalog and full information plywood for small jobs around the 


TeREADYBUILT PRODUCTS COMPANY house, and if they can't take it 


home with them, we'd have to 
] 1705 Metenry 30. Bopt. Al, Seite. 88, Md charge them for delivery. If you 
can get the material into the cus- 


tomer’s car you’ve done him ‘a BEAUTI FU L 
ACOUSTICAL TILE NAILS favor by saving him the cutting This attractive panel of Owens-Illinois 


time and the delivery charge.” Glass Block No. 365 allows in plenty of 
bie . designed for the job 


light, keeps out sight. An easy wipe 
Cutting Price Formula keeps the panel bright and sparkling. 
A panel keeps the room warmer, too. 
Using a cutting-price formula Glass Block provide better insulation 
Cobb devised himself, the firm 
charges to the nearest six inches 
for plywood. A customer who 
wants a piece cut 18”x37” will pay 
for a 18”x42” piece. To this is 
added a 10% mark up and a 20¢ 
cutting charge for each individual 
piece. This pricing method has 
proved effective and also is used 
to figure piece prices for hard- 
board and insulation board cut- 
ting charges. 

If a customer wants to buy a 
large quantity of lumber, he is 
encouraged to go out in the yard PROFITABLE 
and help the yardman select it and 
if he desires, have it cut to size. 














than a window and storm sash, 


When tnctailing ecovetical tile cheese © Home applications are practically lim- 
ane TE naihlindes hited Ob itless. Bathroom, basement, kitchen, 
‘s eat uh then apne teenies Three yardmen wait on custom- garage, offer excellent opportunities for 
reo aiken aieaaie lite, aa es a ers, load trucks and handle the the use of Owens-Illinois Glass Block. 
din Ratan elias datiabin, he an special cutting jobs ir. a shop Block are easy to handle, easy to store. 
.@ caller whlch holds the tiles floaty ta equipped with a radial-arm saw, & Plan now to push and profit from this 
stase..ttinuies twcading witch ies o> jointer and a drill press. practical, beautiful, profitable building 
porter hulding power. The aalls ore fer The availability of a low-cost material. For complete details how easy 
nished with @ plated finish to prevent rust cutting service has led to a regu- it is, write Kimble Glass Company, sub- 
drenks where moletere te present. Send lar flow of precut lumber for both sidiury of Owens-Illinois, Dept. AL-12, 
for free samples and descriptive literature. homeowners and contractors. One Toledo 1, Ohio, 

customer, an interior decorator, 


comes in regularly to have lumber 
d ] ize. 
Ay ON HASSALL ING, | angpancis cut to size needing |. OWENS-ILLINOIS 


i . some concrete culvert forms, made 
estbury, Long Island, N. Y. (continued on page 150) CENERAL orricrs(]) ToLEDo 1, OHIO 


*Formerly known as INSULUX, 
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OLD AND NEW STORES. Rapidly expanding May Avenue Lumber ( 


right, was busy before it was officially opened. 


The First Choice of 
Contractors and Carpenters... 


UNUSUALLY STRONG — Made of mountain-grown 


Missouri oak to withstand years of hard, abusive wear. 


PROPERLY SEASONED — Every inch of our oak flooring is scientifically 


seasoned in modern Moore cross-circulation kilns. 


EXPERTLY MILLED — Each piece is accurately milied and graded to 
NOFMA standards 


SMOOTH AND CLEAN — Carpenters everywhere prefer Ozark Oak Fioor- 
ing because of the minimum amount of sanding and finishing required 
after laying 


PROMPT SHIPMENT — Ali orders are carefully bundied for safe, clean 
arrival and easy loading and handling 


The beautifal graining, color and uniformity of Ozark Oak Flooring, when 
once installed in either new or remodeling jobs, will build good will for 
you and sell itself to future prospects who see it. There is no flooring 
like genuine Ozark Oak Flooring for beauty and long life. Specify it on 
your next order 


The OZARK OAK FLOORING CO. 


BISMARK, MISSOURI PHONE 115 


(To obtain more data on advertised products see page 154) 





Sompany’s new store, 





SMALL LUMBER SALES 


(begins on page 114) 





a deal with the firm. He bought 
a load of rough lumber from the 
May Avenue Company, paid a $15 
rental fee for the use of the radial- 
arm saw and hired a man at $30 
for two days to precut the form 
lumber in the yard. 


Tool Rentals 


To further serve the do-it-your- 
self homeowner May Avenue Lum- 
ber Co. maintains a tool rental 
department, where for a small 
charge, a customer can rent any- 
thing from a wheelbarrow to an 
extension ladder. 

The clerks carefully check ref- 
erences and addresses when loan- 
ing tools, since $900 worth of rent- 
ed tools were loaned to a customer 
who gave a vacant lot as an ad- 
dress. The tools were never re- 
turned. 


Advertising and Promotion 


May Avenue Lumber Co. pushes 
do-it-yourself with radio, newspa- 
per and direct-mail advertising. 
The firm also mails 1,000 copies 
of HOME Maintenance & Improve- 
ment magazine to its regular mail- 
ing list. 

By emphasizing service and ad- 
vertising the customer, the firm 
keeps them coming back for more 
and the sales of hunks of lumber 
are adding up to a substantial 
volume of other building material 
sales. 





More Dealers Than Ever 
Are Now Reading 


American Lumberman 





December 13, 1954, AMERICAN LUMBERMAN & 








Signs Help Sell 





INEXPENSIVE SIGN can be used to 
improve customer service. This one 
was found at the Andrew Schaefer 
Lumber Co., St. Louis. 


Missouri 








a 


DO-IT-YOURSELF SIGN, one unit in 


New York 





American Lumberman’s do-it-yourself 
kit, helps sell products for the Frontier 
Lumber Co., Buffalo, N. Y. 








J, STANLEY WEIDMAN, INCORPORATED 


WEIDMAN MILL 
DURANGO, COLORADO 





Manufacturers of Superior 
High Altitude 


a ENGELMANN SPRUCE LUMBER 








| 
5 











ITS A PLEASURE TO OPERATE A TANNEWITZ HIGH SPEED BAND SAW 


BuILpINGc Propucts MERCHANDISER 





get in on the 
swing to 


CLEAN, 


easy-to-handle, 
‘# profitable 


Wolmanized 


PRESSURE TREATED 


Lum er 
Stops Rot and Termites 
KOPPERS COMPANY, INC. 
Wolman Preservative Department 
Pittsburgh 19, Pennsylvania 


*Wolmanized is a registered trademark of 
Koppers Company, inc 


(To obtain more data on advertised products see page 154) 








Classified Advertising 


Terms — Cash With Order 





Minimum Charge $5.00 


1 Ttime —20¢ per word for each insertion. 
Minimum charge of $1.00 per line. 


3 Times — iSe per word for each consecutive 
insertion. Minimum charge of 75c 
per line. 


Add $1.50 per insertion for blind ads bearing 
box number. 


No agency commission or cash discount 
allowed. 


All ads for classified section must be in Pub- 
lisher’s office 14 days preceding date of publi- 
cation. Advertisments are set in uniform 6 


point style. No cuts or special borders 
allowed. 


Replies forwarded without additional charge. 
Count five words to a line and when less are 
poems or used, regular line rate is charged. 

hen answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
199 N. Clark St., Chicago 2, Ill. 





HELP WANTED 





Wanted reliable, competent manager for old 
established yard at Salina, Kansas. Will con- 
sider selling part interest. Contact owner — 
Salina, Kansas — Box 327 


Sales Manager needed for retail lumber and 
builders supply business which has this year 
celebrated its 40th anniversary and is moving 
into a new modern buildin eadquarters on 
super highway in Central Michigan. This will 
be or position for family man between 25 
and years of age. Must have experience in 
retail lumber business. If you are interested, 
write us and give your qualifications. 


MT. PLEASANT LUMBEK COMPANY 
MT. PLEASANT, MICHIGAN 


Wanted — Experienced salesman for whole- 
sale lumber and building materials. North- 
western Indiana area. Aggressive and steady. 
Permanent position, salary. Address Box YS, 
American Lumberman, Inc. 


Wanted an experienced estimator and sales- 
man for Architectural Wood working plant. 
Steady position. Address Box Z-27, ae 
Lumberman, Inc. 


BUILDING MATERIAL SALESMAN—Old estab- 
lished wholesale company has opening {or 
young man, 25-35, to call en limited group 
lumber dealers in Western Ohio and Eastern 
Indiana. Car furnished. Apply by letter giv- 
ing full details of background a | references. 
The Peter Kuntz Company, Hulman Building. 
Dayton 2, Ohio. 


Wanted —~ Class Yard Manager. Must be 


experienced man capable of handling Half 
Million Dollar business in metropolitan area. 
Must have top recommendations as to charac- 
ter and willingness to work. Must have pleas- 
ing personality. Good salary plus share of 
—- Address Box Z-28, American Lumber- 
man, Inc. 


Lumber Salesman Wanted 

By Southern wholesale distributor of West 
Coast Lumber and Plywood and Southern 
Pine and Hardwoods. We have always prom- 
ised “A little better lumber, a little better 
service” and then delivered it. We are going 
to expand into 3 or 4 new territories that can 
be profitable. We want all your (‘me and 
effort on salary and expenses. or proit shar- 
ing basis. Phone or write: A. D. Burdette, 
Pres.. BURDETTE LUMBER CORPORATION. 
Headquarters, MERIDIAN, MISS. 


EXCELLENT OPPORTUNITY 
Manager — city lumber yard — northwestern 
Ohio. Must know lumber and merchandising— 
be able to work with builders — give full 
information and a recent photograph — salary 
expected — references. Address Box Y-54, 
American Lumberman, Inc. 


152 


HELP WANTED 





BUSINESSES WANTED 





MILLWORK DETAILER AND BILLER 


Florida Millwork Company wants to employ an 
experienced Detailer and Biller. “‘No liquor. 
None but high type man need apply. Address 
Box Y-55, American Lumberman, Inc. 


Wanted: Young man with experience in retail 
lumber business and who is qualified for 
positi of istant manager or manager of 
small yard in Central Illinois. Address Box 
Y-60 American Lumberman, Inc. 








SITUATIONS WANTED 





EXECUTIVE 


Desires to make change. avai'able after March 
Ist. 25 years experience. Excellent record. 
Would consider position where owner may 
wish to retire, with option to buy. Michigan 
preferred. Address Box Z-28. American Lum- 
berman, Inc. 


GENERAL MANAGER of Retail Lumber & Build- 
ing Supply, located in Western Pennsy) ania. 
desires to make change. Familiar with all 
h of busi Willing to relocate. Age 
35, successful background. With present em- 
ployer 16 years. Willing to start at $7009.00. 
Reply to Box Z-30, American Lumberman, Inc. 








SALES REPRESENTATION 
AVAILABLE 





Manufacturers’ Agent — calling on lumber and 
building supply jobbers and dealers in Miss- 
issippi and North Alab Can handle an 
additional line, millwork or building special- 
| Address Box Y-57, American Lumberman, 
ne. 





Wholesale lumber representative covering 
Central Indiana desires to represent respon- 
sible West Coast Mill. Former executive large 
retail yard. Address Box Z-31, American Lum- 
berman, Inc. 





SALES REPRESENTATIVES 
WANTED 





Sales representatives wanted to sell to retail 
lumber yards throughout the country. To 
quality imported hardware such as butts, shelf 
brackets, etc. These are volume items and 
pay a generous commission. List lines carried 
and years in business. Address Box Y-58, 
American Lumberman, Inc. 


METAL MOULDING SALESMAN 


Full time or side line. To call on linoleum— 
hardware—turniture stores—cabinet shops— 
manufacturers and wholesale distributors. 
Representing Manufacturer of complete qualit 
line of alumi and stainl stee] mould- 
ings. Exclusive territories open. National 
Aluminum Company, 1132 Alum Creek Drive, 
Columbus 9, Ohio. 








SALESMEN WANTED covering lumber and 
building supply deal Exclusive territories 
en CHEVRONS wood fasteners, beautifull 

packaged with point-of-sale displcy. Also bu 

sales. Liberal commission. E. B. Packard 
Co., Inc., Manufacturers, 139 Cedar St., New 
York 6, N. Y. 





Manufacturers Represeniatives—are you look. 
ing for competitive gor merchandise to 
balance your line? e have lawn rollers. 
outdoor grills. wheelbarrows, seeders, mortar 
boxes, wrought iron legs. and many more. 
Address Box Z-23. American Lumberman, Inc. 





Retail Lumber Yard in good community. Pre- 
fer Northern Illinois or Southern Wisconsin. 
Address Box Z-24, American Lumberman, Inc. 


Lumborman, experienced all phases of retail! 
merchandising, desires to purchase small ac- 
tive yard. Prefer midwest location. Would 
< id g t basis with investment 
and purchase privileges. Address Box 2-32, 
American Lumberman, Inc. 








BUSINESS OPPORTUNITIES 





LUMBER MILL-MANUFACTURING 


Present owner 34 years, completely equipped 
sawmill, planing, finishing departments: closed 
now, could add retail business, priced right. 
APPLE CO., BROKERS, CLEVELAND. OHIO 


LUMBERYARD. E. C. Mont. Gr $55,000 in 9 mo. 
2 ac w/bidgs & ultra-mod home apts. inc. 
Complete equipment. Many franchises, Fast- 
growing area. Low price. Very reasonable 
terms. #21106. FORD, 6425 Hollywood 
Los Angeles 28, California 





LUMBER & DIMENSION WANTED 





Will contract output of medium sized mill (Fir, 
Hem. Pon. Pine) present cut or 1955 production. 
Will advance in pile if insurable. P. O. Box 
662, Saginaw. Michigan. 





WANTED — RAILS 





STEEL RAILS 
16#, 20#, 25H. 30#,. 354, 404 and Heavier. 


MIDWEST STEEL CORPORATION 
518 Dryden St.. Charleston, West Virginia 


RAILS, New and Relaying 
Bought and Sold 


M. K. FRANK 
480 Lexington Ave., New York 17, N. Y. 


WANTED — RAIL 
30 Ib. 10,000 Lineal Feet or Any Part. 


Address Box Z-33, American Lumberman, Inc. 





BUSINESSES FOR SALE 





Building Material. sawmill, store, planing 
mill. Book value $60,000. For sale or trade 
for half, terms. Yearly volume $150 to $200 
thousand. Old established. Address Box Z-26. 
American Lumberman, Inc. 


Complete building materials yard in southern 
California. Town of 10,000 population, steady 
industrial payroll and big farm income. 1953 
net $15,000. Inventory $25,000. Land. buildings, 
and equipment $35.000. Address Box Z-34. 
American Lumberman, Inc. 


Retail lumber yard and complete builders ma- 
terial. Plumbing, Hardware, Cement. etc. 
Well located on U. S. Highway, in Michigan ~ 
best resort area. Masonry buildings, well 
establiched. Very good possibilities. Address 
Box Z-35, American Lumberman, Inc. 


FOP SALE: Sawmill, Colorado, Price: $28,500. 
Perpetual cutting timber avaiiable. Write: Bob 
Bader. 142 Broadway, Denver 3, Colorado 





FOR SALE 


Lumber Yard in North Eastern Pennsylvania. 
Located in county seat town and good farming 
community. Doing a good business. Address 
Box 42, Tunkhannock, Pa. 





MISCELLANEOUS FOR SALE 





Aluminum Windows. Awning and horizontal 
glide types for new buildings. Reply to: Di- 
rector of Sales, P. O. Box 1072, Youngstown, 
Ohio. 


ADVERTISING YARDSTICKS 


Basswood, 2-color. Same prices as 1-color. 
Also Paint Paddles. | diate ship t 





R. J. DUMONT CO. 
156 So. Melrose Ave., Elgin, Ill. 


December 13, 1954, AMERICAN LUMBERMAN & 








MISCELLANEOUS FOR SALE 





H. C. FLUSH DOORS BIRCH 

“Ae 

$ 6.94 

7.73 

’ a 8.00 

Po’ Eat. 

Have 6 C/L of both Birch and Mahogany doors 
available. More to come, less 6 z 2% FOB 


St. Charles, Michigan. Modern Door & Lumber 
Co. Contact for distributorship. 


CARPENTERS APRONS 
Write for prices and information. 
THE MINNESOTA SPECIALTY CO. 

Minneapolis, Minn. 


EVERGREENS SEEDLINGS TRANSPLANTS 


For growing Christmas trees. Ornamental 
landscape lining-out. Quality stock direct from 
growers at low prices. Write for price list 
and planting guide. 


SUNCREST EVERGREEN NURSERIES 
Box 305, Homer City, Pa. 





PROMPT SHIPMENT 





R-V-LITE 
(Window Materials) 


Safe Hardware 
Dura-Flex Thresholds 
Belson Legs (Wrought Iron) 
Miracle Anchor Nails 
STORM WINDOW VENTS 
Sliding Door Hardware 
Pocket Door Hardware 


$75.00 Orders Freight Prepaid 
(Selling Only to Dealers) 


HOSKING PAPER & SUPPLY 
P. O. Drawer 43 Wilmette, Ill. 





LUMBER & DIMENSION 
FOR SALE 





Air Dried—Kiln Dried Appalachian White Pine 
4/4 through 16/4 Packaged 8 ft. Paneling 
Mouldings—Paneling. 


TRIPLETT LUMBER COMPANY 
LENOIR, N. C. 


Plaza 4-457) P. O. Box 738 


Kiln Dried Douglas Fir Industrial Clears 
Standard sizes through 16/4 


Also 


Extension Ladder Rails 
Cut Door Stock 
Step-Ladder Stock 


Mouldings 
Millwork Blanks 


Inauiries answered promptly: 


Al Clements Lumber Co. 
P. O. Box 908 
Eugene. Oregon 
Phone 5-3317 


FOR SALE: 15M dry Ock lumber, mill] run 8’ 
and longer 4/4 — 8/4 and timbers. Good 
crating and heavy machinery lumber. $45.°0 
per M F.O.B. car Bemidji. A. M. Rhoda Yard, 
Bemidji. Minnesota 


FOR SALE: Peeled Northern White Cedar posts 
and poles. Will deliver by truck Minnesota, 
South & North Dakota and Iowa points. A. M. 
Rhoda Yard, Bemidji, Minnesota 


BUILDING Propucts MERCHANDISER 


LUMBER & DIMENSION 
FOR SALE 





QUICK SERVICE TO DEALERS 
CL or LCL shipments 


Hardwood and Softwood 
Architectural Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2.000.000 feet of hardwoods and 
soitwoods in stock 


THE BUCHANAN LUMBER COMPANY 
Cumberland, Maryland 


Top notch Douglas Fir and Western White 
Spruce Lumber. 
B. C. LUMBER INDUSTRIES, LTD. 
Vvholesalers and Manufacturers 
5804 Fraser St., Vancouver 15, B. C. 





USED MACHINERY FOR SALE 





We are changing to a 72” carrier and lift 
truck package and offer for sale 3 one year 
old Ross straddle carriers Series 70 model 
6663 — 60°’ capacity. Prices quoted upon re- 
quest. 


These machines are like new and we also 
have plenty of 4°'x4’’x60"" bolsters with bolted 
legs to go with the machines at $1.50 each. 


HUSS LUMBER COMPANY 
1350 West Fullerton 
Chicago I4, Illinois 


For Sale all or any part of Hardwood Flooring 
Unit consisting of the fololwing machinery all 
of which is in excellent operating condition: 
1—Woods 501M Flooring Machine 
1—G50 Yates-American Straight Line Rip Saw 
1—Yates-American No. 177, 39'' Double Planer 
2—Yates-American E-1 End Matchers 
1—10 Ton Leitelt Screw Lumber Lift. 
All motors are 440 volts, 60 cycles, and 3 phase. 
For complete specifications and prices phone 
or write: 

MILLER BROTHERS COMPANY, INC. 

Johnson City, Tennessee 





FOR SALE OR TRADE 
MECHANICAL HANDLING AND 
PLANING MILL EQUIPMENT 


Offer on as/is basis: 

1 Only—Model 70 Used Ross Carrier, 
olster size 50 x 52 

1 Only—Used Gerlinger Carrier, Bolster 
size 69x78 2495.00 

1 Only—Used Gerlinger Lift Truck. 
5,000% Cap. 

2 Only—Used Circular Resaws 


$2995.00 


2795.00 
395.00! 


All of the above in operating condtion and may 

be inspected at 6515 Page Bivd., St. Louis, 

Missouri. 

FOLLOWING LOCATED AT 9501 S. 

PARK AVENUE, CHICAGO, ILLINOIS: 

1 Only—Used #202 Hall & Brown 6°’x12"’ 
Moulder complete with 4) HP 
motor, Belts and Head Equip- 
ment 

1 Oaly—Used #215 Hall & Brown 4’’x6’’ 
Ball Bearing, Belt Driven Mould- 
er, complete with 15 HP Motor 1495.00 

1 Only—"sed Yates-American +137 Knife 
Grinder 169.50 

1 Only—Used Columbia #2 — 37” 3 
Drum Sander, 5 HP motor 


SOUTH 


$1195.00 


We will consider a trade on any or all of the 
above for Lumber, Plywood or what have you. 


We are in the market for 3 good used 8.000 to 
12,000 lb. capacity pneumatic tire Lift Trucks. 
HILL-BEHAN LUMBER COMPANY 
W. L. Behan, Jr., President 
6515 Page Blvd., St. Louis 14, Mo. 
Telephone — PArkview 5-1111 


595.00 « 


USED MACHINERY FOR SALE 





Now dismantling Sawmill, Oieping, Mill and 
Power House formerly owner by Ford Motor 
Company. L’Anse, Michigan. Entire inventory 
for sale at bargain prices. 
DULUTH IRON & METAL CO., 
RA 2-7703 


Duluth, Minn. 


ELECTRICAL MACHINERY 


Large stock motors and generators. New and 
Guaranteed Rebuilt. Gear motors, speed re- 
ducers, V-belt drives, starters, accessories. 
repair parts. Expert repair service. V. M. 
NUSSBAUM & CO., Fort Wayne 2, Ind. 








BOOKS FOR SALE 





SCRIBNER’S LUMBER AND LOG BOOK. In- 
di ble for lumb hants, sawmill 


men; etc. Vest pocket size of 1950 pages, 
giving tables on scantling and plank measures, 
round timber reduced to inch measure by 
Doyle's Rule, log tally calculations, and other 
valuable information. Price $1.00 





FOREST MANAGEMENT. By H. H. Cha . 
Revised edition. Rewritten to include all the 
latest developments in this field, including a 
synopsis of the newly issued manual of in- 
structions for management plans, U. S. Forest 
Service. With timber costs still fee Me 
wards, scientific forest management continues 
to assume an ever-i fi ic im- 
portance throughout the nation. This book 
answers the basic questions that arise in 
managing forests scientifically. Price $6.00. 





LUMBER CALCULATOR. By W. H. Solomon. 
A help for ascertaining accurately and quick- 
ly the number of feet board measure in dif 
ferent sizes of lumber, especially where frac- 
tional rts of an inch are to be figured. 
Price $2.00 


BUYER AND SELLER. By Baughman. 20th 
edition. Lumber tables showing 14,000 dif- 
ferent sizes and lengths, and the number of 
feet in any number of pieces at a glancg. 
Useful tables for reducing feet to inches, vice 
versa. Log scales, weights and measures, 
odd sizes, odd lengths, number of lath ond 
the ingredients for plaster and mortar—just 
a few the handy things to know. Desk 
Edition. Price $8.00. 


STEEL SQUARE. By Townsend. The stee! 
square has become one of the most useful 
tools in the carpenter's kit. This edition fol- 
lows through the construction of a dwelling 
from start to finish. Index is arranged so 
that the workman can turn instantly to the 
job in which he is interested. Price $2.50. 

BLUEPRINT READ'NG. By Dalsell, McKin- 
ney and Ritow. A practic:! book of self. 
instruction on blueprint reading as applied 
to the building trades. The popular question 
and answer method is utilized and two sets 
of plans are included. Price $1.75. 


FOREST PRODUCTS. By Nelson C. Brown. 
Harvesting, processing and marketing of ma- 
terial other than lumber, including the prin- 
cipal derivatives, extractives and incidental 
products. Features 155 illusrtations, 
and reference list. Price $5.00. 


LOGGING. By N. C. Brown. The principles 
ond methods of harvesting timber in the 
United States and Canada. This book will help 
the student and operator to gain a better un- 

thod 


derstanding of logging me s employed. 
Price $5.00, 


CARPENTRY. By Townsend... A _ practical 
treatise on simple building construction, in- 
cluding framing, roof construction, yeneral 
carpentry work, exterior and interior finish 
of buildings, building forms, and 
drawings. An outstanding book. Price 87.50 


EXPERT LUMBER PRICER. By E. M. Hiatt. 
A page for each price per thousand. in steps 
of $1 from $25 to $150, and steps of $5 from 
$150 to $200. Along the left side of each 
page are listed by thickness and width the 
different items carried in the ordinary retail 
yard, and along the top margin are the vari- 
ous lengths. Turn to the price and find where 
the item and length lines cross, then find brice 
per piece. Price $7.50. Supplement $6.50. 
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THIS BRAND IS YOUR GUARANTEE OF A PERMANENT 
SUPPLY OF HIGH GRADE WEST COAST LUMBER IN 
ALL SPECIES 


CANADIAN Forest Propucts LIMITED 


EBURNE SAWMILLS DIVISION 
VANCOUVER, B.C. 
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Specialists in— 


Industrial 
Properties 

Lumber Yards 

Hardware Stores 

Building Supply 
Stores 


Los Angeles 31 


DIVISION 
MANAGEMENT-LIQUIDATIONS 
410 San Fernando Road 


today. 
CApitel 6191 








Hayward Lumber & Investment Co. 


SINCE 1910 


Phone 3-3725 








PONDEROSA PINE LUMBER 


STRAIGHT or MIXED CARS 


Commons, Dimension, Shop, Selects, Fine tex- 
tured high quality Ponderosa Pine Mouldings, 
Redwood Bevel and Bungalow Siding. 


DUKE CITY LUMBER CO. 


P. O. Box 1364 
ALBUQUERQUE, 


KILN DRIED 


Inquire 


Teletype AQ-197 
N. M. 
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Propucts MERCHANDISER 


(To obtain more data on advertised products see page 154) 


155 











LOLS Gm O nT ie 
SELL with Pride! 


-": Factory-Assembled 
of Selected 
Ponderosa Pine, 
“ Texle-and-Water 
oS Repellent Treated 








Sold Exclusively 


Through 
Lumber Dealers 








May be Glazed 
with 
WINDOW GLASS, 
PLATE GLASS 





or 
THERMOPANE ® 


@ EASY TO LOCK 


WOOD WINDOWS WOMEN WANT! 
Finest Awning Window Made 


WOODCO jo 


WOOD AWNING 
WINDOW HARDWARE 


HAILED BY BUILDERS, ARCHITECTS 
and HOMEOWNERS 


NOTHING TO ADJUST-— NOTHING TO 


GOA “ 


WOODCO Follows a strict 
JOBBER-DEALER POLICY 
The alert Dealer will recognize the 
great advantage of displaying 
WOODCO Floor Stands — 
They Help MAKE the SALE ! 














’ WRITE of CALL FOR COMPLETE INFORMATION 


J tly ¢ p ” 


WOODCO CORPORATION 


N RTM BER tN N 
3590 N.W. 71st STREET MIAM] 47, FLORIDA 


i malelalin 64-3219 


(To obtain more data on advertised products see page 154) 

















Information Offered In Advertisements 


CLOSET LINING, cedar: Booklet, folder; Geo. C. Brown & 
Co., Inc. See adv’t p. 148 

CONCRETE FORMS: Rental information; Symons Clamp & 
Mfg. Co. See adv’t p. 120 

CORDAGE: Catalog; John H. Graham & Co. See adv’t p. 2 

DOORS, combination: Information; Weather-Proof Co. See 
adv’t p. 133 

DOORS, flush: Information; Fidler’s Mfg. Co. See adv't p 
139. 

DOORS, folding: Literature; New Castle Products, In¢ 
adv’t p. 123 

DOORS, louvered wood: Booklet; Stiles, Inc. See adv't 

FENCE: Catalogs; Stewart Iron Works Co. See adv't 

FIREPLACE UNITS: Booklet; Donley Bros. Co 
89 

FIREPLACE UNITS: Information; Heatilator 


See ; 
Ine Se 
p. 12 
FIREPLACE UNITS: Information; The Majestic Co. See adv't 
4 


p. 5. 

FIREPLACE UNITS: Catalog; Readybuilt Products Co. See 
adv’t p. 149 

FORK LIFTS: Pay-as-you-use plan; Silent 
See adv't p. 105 

GLASS, window: Booklet: Libbey-Owens 
ady't p. 28 

HARDWARE—builders Catalog Pr & F 
adv't pps. 26-27 

HARDWARE—<door stops, flexible: Sample, literature; Ajax 
Hardware Mfg. Corp. See advy’'t p. 101 

HARDWARE—hinges: Display, merchandising aids 
Works. See ady’t pps. 14-15 

HARDW ARE—hinges: Catalog; Griffin Mfg. C 


Hoist & Crane Co 
-Ford Glass Co. See 


Corbin Div. See 


Stanley 
o. See adv’t p 


1 » 

HARDWARE—magnetic latches: Literature; Heppner Sales 
Co. See adv't p. 97 

HARDWARE—sash locks: Display unit: H. B. Ives Co. See 
adv't p. 141 

HARDWARE—-+sliding door Book 
adv't p. 43 

HARDWARE—sliding door, wardrobe 
Cox & Sons, Inc. See adv't p. 63 

HARDWARE—sliding side door 
Mfg. Co. See ady't p. 87 

INSULATION, spun blanket: Booklet, sales aids: Baldwin-Hill 
Co, See advy't p. 146 

KITCHEN CABINETS, metal-wood: Literature 
American Kitchens Div. See adv't pps. 67-68 

F.TTCHEN CABINETS, metal: Information; Mullins Mfg 
See adv’t p. 109 

LUMBER, douglas fir: Information 
adv't p. 130 

LUMBER, larch jooklet; Western Pine 

LUMBER, ponderosa pine: Information: 
Mills, Inc. See adv't p. 30 

METAL 1GS: Display unit; EF. F. Brewer Co. See 

MOLDING , wood Information; Roddis 
adv't p. 98 

NAILS, acoustical tile: Sample, literature; John Hassall, 
See adv't p. 149 

NAILS, roofing jooklet; Deniston Co. See adv't p. 13 

PAINT: Information, merchandising aids; Nationa! Le 
See adv't pps. 32-33 

Literature; Valentine & Co, See adv’t p. 128 
BRUSHES: Display unit; Edward E 

See adv’t p. 135 

PANELING, prefinished Sales aids Marsh Wall 
Ine. See advy't p. 45 

PATTERNS, do-it-yourself: Information 
See adv't pps. 93-95 

PLASTIC LAMINATIO Booklets Continental C 
adv't p. 55 

PLASTIC LAMINATE: Information; Westinghouse Micarta 
See adv't p. 136 

PLYWOOD, knotty cedar: Folders; 
See adv't p. 69 

ROOFING, galvanized: Literature Americ 
See adv't p. 114 

SASH BALANCE: Catalog sheet; Caldwell Mfg. C 


Kennatrack Corp. See 
Literature; Arthur 


Catalog; Sterling Hardware 


sales aids 
Corp 
Roseburg Lumber Co. See 


Assn. See adv’t p. 85 
Southwest Lumber 


adv’t p. 72 
Plywood Corp. See 


Ine 


‘ 
i 


ad 


Robinson Ine 
Products 
displays McCalls 


an Co See 


Weyerhaeuser Sales (« 


an Zine Institute 


o. See adv't 

p. 6 

SASH BALANCE-WEATHERSTRIP: Folder; Zegers, Inc. See 
adv't p. 143 

SCREEN KITS: Self-merchandiser, promotion aids 
Screen Products Co. See adv't p. 6 

SCREENING, fiberglass: Sales aids; Chicopee Mills 
p. 158. 

SCREENING, shade Promotion aids 
Chemical Sales, Inc. See adv't p. 41 
SCREENS, tension: Literature; Columbia Mills, Ine. See adv't 

OF 


American 
See adv't 


Kaiser Aluminum & 


’ <0 

SCREENS, tension: Literature’ Keystone Wire Cloth (« 
adv't p. 65 

SHEATHING, plywood: Slide rule; 
See adv't pps. 10-11 

STAIRWAYS, attic: Catalog: Bessler 
Co. See adv't p. 144 

TILE, floor Display-merchandiser; 
See adv't p. 13 

TOOLS, dry wall: Catalog; Goldblatt Tool Co. See adv’'t 

TRUCK BODIES, roll-off: Catalog; The R-B Company 
adv't p. 144 

WINDOWS, storm: Literature: Security Sash & 
See adv't p. 75 

WINDOWS, wood: Literature; Andersen Corp. Se 
80-81 

WINDOWS, wood: Catalog; Brown-Graves C 
103 

WINDOWS, wood: Information; Woodeo Corp. See adv't 
156 

WINDOWS, wood awning: Literature; Gate City Sash & Door 
Co. See ady’t p. 35 


See 
Douglas Fir Plywood Assn 
Disappearing Stairway 


Congoleum-Nairn Ine 


Screen 
se adv't pps 
©. See adv't p 
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The Dollars You Spend With Your Independent 
Plywood Jobber...Wind Up In Your Other Pocket 


Your plywood jobber is an independent local 


businessman. His relations with you are diec- 
tated by the facts of your business. His policy is 
to increase his business by helping you to im- 
prove yours. His interest is local and personal. 
He has intimate knowledge of local marketing 
conditions. He helps you to develop and profit 
from product and sales possibilities in your 
community. He also has the benefit of the think- 
ing of not one, but many national suppliers con- 


cerning product and sales trends which he 


realistically evaluates in relation to local re- 
quirements. He cuts your costs by maintaining 
a diversified on-the-spot inventory, thus freeing 
your capital for other purposes. He increases 
your profit by helping you sell the products the 
market van best absorb. Every dollar you spend 
with your plywood jobber is an investment in 
your own future. Evans Products Company, 
Plants: Coos Bay and Roseburg, Oregon; Van- 
couver, B. C.; Sales offices: Plymouth, Mich., 
New York, N.Y., Chicago, Ill., Coos Bay, Oregon, 


Zt pays you To do business...with your indaendent plywood jobber 
EVANEER F/R PLYWOOD 
EVANS 


PRODUCTS COMPANY oe AND wooo PRoouUCTS ie 
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NEW CHICOPEE FIBERGLAS‘ SCREEN CLOT 


to help you get your share of the bigger profits ahead 
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ON TV. Star salesman Dave Garroway dem- PLUS... These proven, 
onstrates the superiority of Fiberglas ; 
Screening on his nBc-Tv show, “Today” 
—right through the selling season. 


practical sales aids 
—counter cards, 
. streamers, displays, 
IN MAGAZINES, Full-page, full-color ads will ' —— on, Sard oe Pt 
reach 26,000,000 readers of Life maga- 1s 8 2 —help you sell more 
zine; appear in such powerful home ‘3 : Chicopee Fiberglas 
owner magazines as Better Homes & Screen Cloth. To get 
Gardens, House Beautiful, House & -_ ' i ieapt 
eke your free sales aids, 
Garden, and Living for Young Home- - Fiaeacr| simply ask your job- 
makers. A strong campaign directed at : ber or write directly 
builders, architects and the “Do It , tt her to us 
Yourself” market will also tell the = 
fabulous Fiberglas Story to prospective 5 
customers. 


Why Don’t You Get Behind Chicopee Fiberglas Screen Cloth, Too? 
LUMITE DIVISION, Chicopee Mills, Inc., 47 Worth Street, New York 13, N. Y. 





